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FITZGIBBONS 80 SERIES 


TOP ECONOMY WITH OIL OR GAS’ 


Generous combustion volume, many small tubes 
in single-pass design, and Fitzgibbons positive 
water circulation make this an ideal boiler for 
the moderate size apartment or commercial 
building. With the Fitzgibbons TANKSAVER,® 
the 80 Series provides year-’round domestic hot 
water in full supply, with no storage tank re- 
quired. Designed for easy installation as well as 
over-all economy, the 80 Series is a boiler every 
heating contractor can recommend in his own 
interest as well as for insured owner satisfaction. 


anc 189, 





Avenue, New York 17, N.Y. 
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FITZGIBBONS R-Z-U JUNIOR® 





TOP ECONOMY WITH ANY FUEL 


This is a two-pass boiler. Its rear smoke-box 
can be snugged up close to a wall, as all cleaning 
and servicing is done through the extra-large 
front door. The water line is extremely low, al- 
though the boiler is designed with ample com- 
bustion volume to insure complete burning of 
any fuel. The Fitzgibbons TANKSAVER pro- 
vides year-’round domestic hot water, tanklessly. 
The R-Z-U Junior has all the fuel saving quali- 
ties and installation simplicity that are typical 
of Fitzgibbons steel boilers. 


BOTH OF THESE STEEL BOILERS are made in sizes from 1100 to 3000 sq. tt. 
steam, S.B.I. net rating. For full details check with your local Fitzgibbons ‘SBI. 
representative, or write direct to Fitzgibbons Boiler Company, Inc., 101 Park = 





FITZGIBBONS BOILER 
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THERE ARE PROFITS IN VOGEL FROST PROOF HYDRANTS & CLOSETS 


sell 


A GREAT CONVENIENCE TO 
BASORIS, CAMPS, FAIR GROUNDS ! 







VOGEL PATENTED 
VACUUM BREAKER 


BALL CHECK WASTE 


Users like the Vogel Hydrant because it 
never fools them. When they see the 
handle in an upright position they know 
the water is surely shut off. Any hydrant 
that does not positively shut off will 
waste water in Summer, and is sure to 
freeze in Winter 












VOGEL FROST PROOF HYDRANTS 


There is a big market in your town for 
Vogel frost-proof hydrants among gas sta- 
tions, garages, parks, cemeteries, railroads, 
mill and industrial yards, etc. For fire pro- 
tection, every home or building beyond city 


“fire hydrant systems should be protected 


with Vogel frost-proof hydrants. Sell Vogel 
frost-proof hydrants to this big market in 
your town. Vogel hydrants put running 
water where you want it when you want it 


summer or winter. 


VOGEL FROST PROOF CLOSETS 


For installation in any unheated location or 
place where heat is not always required. 
There is a big market in your town for 
Vogel frost-proof closets in warehouses, un- 
heated factory areas, comfort stations in 
public parks, stadiums, golf courses, ceme- 
teries, railroads, mine and industrial yards, 
summer camps, resorts and cottages, gas 
stations, etc. 


Exclusive features found only in a closet 
of this type. Over-top flush, VOGEL pat- 
ented Vacuum Breaker, Ball check waste. 
Uses only 4 gals, water. China bowl, hard- 
wood seat, heavy brass valves. White 
enamel tank. 


JOSEPH A. VOGEL CO. 


WILMINGTON 99, DELAWARE 
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MEYER, STRONG 

& JONES, INC. 

consulting engineers 

STARRETT BROS. 

1952 & EKEN, INC. 

general contractors 

C. H. CRONIN, INC. 

plumbing contractors 

AMERICAN RADIATOR 


& STANDARD SANITARY 
CORPORATION 


plumbing fixtures 

NEW YORK PLUMBERS’ 
SPECIALTIES CO., INC. 
plumbing wholesalers 






































‘did Pittsburgh’s ‘‘Golden Triangle,” 
“¥ ! formed by the junction of the Allegheny 

: ‘ and Monongahela rivers, was so named when 
af 4 fabulous coal and steel fortunes were 

made there. Through the years the area 
at “‘The Point” became a commercial slum, 
but today it is a preview of the 
Pittsburgh of tomorrow. 
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GATEWAY CENTER, being erected by the Equitable Life tures are served by the largest air conditioning sys- 

one saeeal Assurance Society in Pittsburgh’s Golden Tri- tem in the world. More than 6,000 room units 

1 itor ° : . . . ° : 
angle, is the largest single project in the trans- provide cooling equal to that produced by melting 


ant Editor 
ing Editor formation of an area of ugliness into one of great 9 million pounds of ice daily. This system is typical 


g Manager beauty and increased business housing. Three stain- of the many efficiencies. To have had its Flush 
se rescees less-steel-clad office towers on 23 landscaped acres Valves chosen for installation throughout all these 

ceseages: facing the new Point Park are the first of eight to buildings is a source of pride to SLOAN, and an- 

ee be erected. Occupants of these three modern struc- other preference that explains why . . . 

1 Manager 
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Horton, 
are sold than all other makes combined 
Ave., 16; 
pee SLOAN VALVE COMPANY « CHICAGO ¢ ILLINOIS — 
address, Another achievement in efficiency, endurance and econ- 
a, Calif.; 2 Bis ‘ a Ne 
) Phelps omy is the sLoan Act-O-Matic sHoweR HEAD, which is 





automatically self-cleaning each time it is used! No clog- 
ging. No dripping. When turned on it delivers cone- 
within-cone spray of maximum efficiency. When turned 
off it drains instantly. It gives greatest bathing satisfac- 
tion, and saves water, fuel and maintenance service costs. 
, Write for completely descriptive folder 
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«= the 
— _ CRAFT-CUT 
~. with overhead canopy 
# and light. 


‘~’ 


Craft 


finest in modern 
shower cabinet design 


at Pe 
<* % 


How fine can a shower cabinet be? Men 
who know, in every section of the 
country, tell us that for ease of installation, 
quality construction, streamlined 

styling, outstanding workmanship, Craft 
Shower Cabinets are far and away the 
foremost in the field. And they all agree 
they’re as easy and profitable to sell 

as they are handsome to look at. 
Example: The Craft-Cut with rounded 
corners, enclosed canopy, overhead 
light — for every type of installation, 

in homes of every size. All Craft Showers 
carry a Special Guarantee. Models for 
De every type of installation. 























The Craft Shower Cabinet 
Catalog opens the door to 
bigger sales, higher profits, 
faster turnover. Your copy 
is ready for mailing— write! 


‘CUTLER METAL PRODUCTS CO. 


1025 LINE STREET, CAMDEN 3, NEW JERSEY 


SPECIFY CRAFT—IT’S A WHALE OF A STALL SHOWER 
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SPEEDWAY DRAINAGE FITTINGS 


1-3/8 O.D. Tube =s 1-1/2 O.D. Tube 


by ; FS by 

1-1/2 Female LP. ata 

OD. Tube 1-1/2 Male 1.P. 
Part No. 195B ‘ e C.P. Die cast nut 


by ' 
Male Pp. ™ e it eo Part No. 196B 
No, 194B a me 

Ae as, © 
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os ty ge ) ¢ A a > x 2 1-1/2 Female IP. 
Pp. | wa Taallatehi:t tae) ol olclamel ale Mm (-Yole| 7 C.P. Die cast nut 
washers. Note use of brass AN Part No. 197B 





compression ring giving 






















metal to metal seal 


Also available with Ag i). 1-1/4 O.D. Tube 








lead and rubber washers >> sie sia 
} - weat IP, 
a “¢ ¥ C.P. Die cast nut 










ley >, Part No. 198B 
SS 
1-1/2 O.D. Tube 





Designed to save time and x 1-1/2 Sweat |.P 
money. Makes. installation : is C.P. Die cast ant 
oLofUES(o] ol (-Mel ate Meh ZolleMmUa} i Part No. 1998 


necessary cutting and thread 









ing of pipe and tube 
1-1/4 O.D. Tube 








1-1/4 Sweat I.P. 
C.P. Die cast nut 
Part No. 2008 










1-1/2 O.D. Tube 





by 
1-1/2 Elbow I.P. 
C.P. Die cast nut 
Part No. L1978 
















1-1/2 O.D. Tube 





Por other thon C. P. D. C. Nut (8) 
SPECIFY: 

“A” RGH die cast slip nuts 
"B” C. P. die cast slip nuts 
“C” RGH brass slip nuts 
“Dp” C. P. brass slip avis 


















by 
1-1/2 Sweat elbow |.P 
C.P. Die cast nut 
Part No. L199B 




























Drainage fittings are manufactured from heavy duty red brass castings. Note: range of sizes 
covering the use with iron pipe in both male and female from 1 1/4” LP. to 1 1/2” 
LLP. Also for copper drainage systems from 1 1/4 0.D. sweat to 1 1/2 0.D. sweat 







c SPEEDWAY AND SPEE-DELUXE FLEXIBLE TUBES IN 12”, 20". 30”. AND 36” LENGTHS 





ok “atk Lavatory Closet Sink Rudder Female 
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STRAIGHT & ANGLE 
2821 Brooklyn Avenue, Detroit 1, Michigan. STRAIGHT B ARGLE usu cond Fat cite 
SoPmUES Ano FiTones 404 meanaQed 0 SPOCONAY (96°08) NO SPEL-DELUEE (16" 6.0.) TUBE 
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Theit homes never grow old 


— these millions of readers with 


BUY ON THEIR MINDS! 


pur HEY’RE always “fixing up” their homes, adding to them, re 
L aoltiing them, inside and out. They have the houses other 

people envy—these 3)4-million families who read Better Homes 

& Gardens. 

In fact, the figures show, they undertake nearly 1%4-million home 

improvement jobs a year! 

And you can then add to this another fact: 7 out of 10 families 

who are building new homes read BH&G! 

No wonder! BH&G editorial policy screens its readers to attract only 

such families—by devoting its pages exclusively to practical ideas 

for making home, and home life, more attractive and enjoyable, 



















There’s certainly no other multimillion market for building sup- 
plies—so big, yet so BUY-minded as this. 


BH+G BUYoLoGIcAL BRIEFS 


e A MAJOR BUILDING SUPPLY MANUFACTURER 
pulled 3,400 inquiries the first month his ad ran 
in BH&G. 


e A FLOOR COVERING MANUFACTURER in BH&6, 
pulled 5,000 inquiries in less than a month. 


e A DEALER SURVEY by a kitchen equipment manufac. 
turer, showed overwhelming preference for BH&G as 
best sales-producer. 





MEREDITH PUBLSHING COMPANY, Des Moines, lowe 
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d enjoyalle Department 
building sup. Engineering 
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Pattern Making 


Foundry Automatic Screw Machine 


said Machine Shop 
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th his ad te Drill Press 
Punch Press 
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Polishing 
Plating 
Assembly 
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BRASS PYTT aL COMPANY 


From all of us to 


all of you — a sincere 


wish for a happy and 3011 HUMBOLDT ST. * LOS ANGELES 31, CALIF. 


‘— prosperous New Year 
é ¢ 4 ° 


Des Moines, lows ? 
Be ttisnen Ms 
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HAM 


.-. for plumbing and 
heating valves in the 


125 (bs. working steam 
pressure class. 





_ 





Modern cost-saving, specialized pro- 
duction, of one class of valves enables 
Hammond to give more dollar for 


dollar value. 


Carried in stock by all leading 
plumbing and heating wholesalers 


HAMMOND 
BRASS 
WORKS 


4 
ORIGINATORS OF INDIVIDUAL VALVE PACKAGING 
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2 | Put your shop wheels 


it pays! 


You can handle more work when you take your 
shop to the job in an International with a Metro* w@® 
body. 

You carry everything you need to repair or over- 
haul a home plumbing or heating system in one 


visit! You get easy International truck maneuver- 
ability ... ruggedness and low operating costs. 


Just a few reasons why Metros have been first in 


multi-stop truck sales for 14 straight years. Why not 
see your International Dealer or Branch about a 


profitable “plumbing shop” Metro—right away ? d 
(INTERNATIONAL HARVESTER COMPANY ° CHICAGO 


*Metro. Registered trade mark of The Metropolitan Body Com- 
2 pany, Inc., subsidiary of the International Harvester Company 














Ask about these special 
Metro advantages: 


® Silver Diamond valve-in-head truck engine built in the 
world’s largest truck engine plant. 

® Super-steering system —37° turning angle, more positive 
control, safer, easier handling. 

® Six models—with GVW ratings from 5,400 to 11,000 Ibs. 
Cubic foot capacities — 235, 292, 375. 

® Matched body and chassis built to your specifications 
under one roof to save you money. 

® More than half the Internationals ever built are still on 
the job. 

® Same engineering that has kept International first in 


heavy-duty truck sales for 20 straight years. 


&y (International Harvester Builds McCormick Farm Equipment and Farmall Tractors . . . Motor Trucks . . . Industrial Power . . . Refrigerators and Freezers 


Better roads mean a better America 






INTERNATIONAL <= TRUCKS 


‘Standard of the Highway © 


~<a 


e - 


International Metro Series. 91/2 to 12-ft. body 
sizes. A wide variety of interior arrangements. 



































JOB I NEVER FORGOT 


By R. Paul Shade 


Glenview, Ill. 
I THINK I’LL ALWAys remember 


all started one winter morning with 
a telephone call, and after that it 
seems that I spent the most of my 
time with one ear glued to the re- 
ceiver. 


An Emergency Call 


The initial call was an emer- | 
gency. An old customer of ours was | 
calling for a business associate who | 
The 


was in Florida on vacation. 
business associate—we'll call him 
Williams—had left our old custom- 
er in charge of his home while he 


was gone. He told us that the burn- | 


er had failed and that everything 
in the house containing water had 
burst, radiators, pipes, plumbing 
fixtures, etc. 

We rushed over and looked at 
the mess. Naturally, our friend was 


deeply concerned because he had | 
| more. 


been left in charge of the home, 


and he wanted us to start to work | 
| the cause of this neglect, for the 


| researchers claim that the British 


immediately. 


Felt Like A Doctor 

Having no contract with the own- 
er, we felt like a doctor called in 
to operate without the patient’s 
consent. However, after hurriedly 
inspecting the job, we started ne- 
gotiations with the owner’s friend. 

This soon bogged down, how- 
ever, and then the fun really start- 
ed. We got Williams on the phone 
in Florida, told him what had hap- 
pened and we negotiated. I recom- 


doing such extensive repairs it 


wand be. better te remodel the | driver’s seat, said Mr. Blees, and 


(Please turn to top of page 16) 





OURSELVES 





Bim 


A "Bawth" a Day? 
Accorpinc to G. B. Shaw, the 
ancient inhabitants of Britain used 


to shun bathing like a plague, and 


| to paint their bodies blue to sym- 


bolize their serious concern with 


| virtue. 
this job in terms of telephones. It | 


A recently conducted survey, 


| however, reveals that while the 
' modern Briton has abandoned the 


practice of daubing his body with 
| blue paint, he still takes very few 


baths. The British government’s 
department of scientific and indus- 
trial research states that on the 


| average Britons bathe less than 
twice weekly, and that over half 
| the population enjoys a tub or 


shower less than once weekly. A 


'slim 8 percent ‘gets a thorough 


scrubbing five times weekly or 


Lack of hot water seems to be 


really want about three baths 
weekly. 
This looks like a good market 


for water heaters ... or maybe a 


| “Bawth-a-Day” campaign. 


The Customers Rebel 

THERE’S A REVOLUTION brewing in 
the country says William A. Blees, 
vice-president of Avco Manufac- 


| turing Corporation in charge of 


| Crosley sales... 
mended that as long as we were | 


a revolution in 
distributing and selling, that is. 
The customer is now in the 


12 


he is demanding service and mer- 
chandise the way he wants it and 
when he wants it. The “when” is 
especially important. 

Branding the usual 9 to 5 retail 
hours as a “stupid bit of merchan- 
dising,” Mr. Blees went on to point 
out that it is impossible to sell 
merchandise to customers during 
the hours that they work. 

In his personal survey of re- 
tailers who keep their establish- 
ments open until 9 in the evening, 
he found that from 60 to 80 per- 
cent of business is conducted dur- 
ing the hours from 5 to 9 p.m. 


It Ain't Gonna Rain No More! 


Many PEOPLE have often wanted 
to murder the Weather Man, but 
up until recently no one has sug- 
gested a way of putting him com- 
pletely out of business. But now 
it has been done, and those rash 
predictions of sleet, showers and 
slush may one day become as de- 
funct as the dodo. 

A University of Illinois professor 
has an idea for “weather-condi- 
tioning” a whole 
town with an 
umbrella. (Could 
we recommend 
Chicago?—Ed) 

It sounds just rf 
a little fantastic 
to us, but Profes- 
sor Ambrose M. 

Richardson says 

that it can be done, or so he claimed 
recently at a short course for ar- 
chitects. 

“Large spans of helium - filled 
plastic cushions — great umbrellas 
of indefinite dimensions—are theo- 
retically possible,” he said. 

“If we wish it, whole towns may 
be covered and weather-condi- 
tioned without disturbing nature.” 
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to sell 
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More! 
wanted 
an, but 
aS sug- 
n com- 
ut now 
se rash 


ode A Fine Unit Now Made Even Finer! 


ofessor 
-condi- Now the popular Richmond GHA will deliver sistance to corrosion... new single-unit design 


more heat more efficiently than ever before. for installation on combustible floors. . . hand- 

Thanks to a new sectionalized heating element, some white enamel jacket... full range of 

with easily removable individual burners for _ sizes (single: 75,000 to 175,000 input BT'U/hr.; 

each replaceable section ... all designed to twin: 200,000 to 300,000 input BTU/hr.)... 
produce maximum heating performance. fully approved by the AGA. 

™ Other GHA features in- For small, medium and large homes where 

clude: cast-iron heat exchanger quality is desired, use this new and improved 


for longer life and greater re- GHA unit. 








laimed 

or ar- 

- filled Richmond Radiator Company DE/12 

yrellas 19 East 47th Street, New York 17, New York 
Please send me more information and literature 


on the Richmond GHA Unit. No obligation, 
of course. 


s may NAME 

y COMPANY 
-ondi- 
ture.” 


theo- 


We are [] plumbing wholesalers (] plumbing 
contractors ((] building contractors. 
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what do you look for 


in a trap? 





Well, it might be a diamond ring, if you’re 
called in for that. But if you’re installing 
a new trap you’re usually looking for easy 
assembly and dependable performance after 
you finish the job. And that’s why this 
Scovill P-Trap has so much to offer you. 
Look at that cone-shaped lead washer, for 
instance. That’s been mechanically staked on 
at the factory. It can’t come off, you don’t» 
have to mess with a separate washer, 

and it molds itself to a perfect joint, every 
time, no matter how often the trap is opened. 
S.P.S. solderless threaded collars are attached 
by a special Scovill-developed method. Note 
too the S.P.S. brass nuts. Trap finished 

in mirror-polished chrome plate. 


in short...here’s a top quality P-Trap that will save you 
trouble on the job, and after. Ask your jobber for 
Scovill traps. Available with or without cleanout. 









COMPLETE LINE OF QUALITY TUBULAR GOODS 
AND TANK FITTINGS FOR THE PLUMBING TRADE 


SCOVILL MANUFACTURING COMPANY WATERVILLE. 14, CONNECTICUT 





A Product of 
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Your WHOLESALER 





Fou: can consider yourself. fortu- 
nate in being, able to share in a 


‘system of distribution that brings 








to you so many real opportunities 
through a wholesaler. 


‘You, no doubt, fully recognize the many advantages that accrue 
to yau' by having close at hand a wholesaler who can appreciate 
your purposes and can furnish you with the kind of products that 
_ ‘best meet your needs right when you want them—a wholesaler 
who also takes a personal interest in your welfare and is ready to 
extend a helping hand whenever you are confronted with special 
problems which demand the advice of someone having a wider 


perspective of things along with more varied experience. 


Happily, most men, like you, consider their wholesalers their 
good neighbors, possessing such thorough knowledge of their 
communities that their requirements can be anticipated and 


supplies made available in time for use. 


All good wholesalers know what, when and how to buy in order 
to be prepared for your demands. You can be certain, too, that 
all good wholesalers are familiar with the high quality of 
Wolverine tube. 


We observe that users are glad that they can again buy this 
dependable copper tube in unrestricted quantities. WOLVERINE 
TUBE DIV PION, Calumet & Hecla Consolidated Copper Com- 

; "> pany, Inc.,, ‘Manufacturers of 


_ : EF ry YO U R tubing exclusively, 1435 Cen- 
WHOLESALER tral Avenue, Detroit 9, Michigan. 







































Job | Never Forgot 


(Continued from page 12) 
heating plant completely. 

While negotiations were in prog- 
ress the weather turned mild and 
further damage to carpeting and 
walls became eminent due to the 
melting of the ice. Ankle deep in 
water, I called Florida again. This 
went on for two days. 

At length Mr. Williams instruct- 
ed us to completely remodel the 
plumbing and heating systems. But 
there was one little catch . . . the 
owner wanted all trace of damage 
removed, the new work finished, 
and the house ready to move into 
within five days. He was coming 
home. 

The work commenced, however, 
and after keeping on the job day 
and night we finished on schedule. 
Mr. Williams and his family re- 
turned, and they were happy with 
their new heating plant and the 
improved plumbing. We were 
tired. 

Before this I never realized how 
difficult it is to describe a job over 
the telephone, especially to some- 
one unfamiliar with plumbing and 
heating terminology. Each time I 
mentioned a part of the heating 
system by name, for example, I had 
to explain what it was, its function, 
and how much it would cost to re- 
place. This might not be so bad 
face to face, but over a telephone 
it became involved. Then add to 
this the urgency of the situation. 

But aside from teaching me how 
to negotiate a job by telephone, 
this one really emphasized the im- 


portance of checking a heating | 


plant every 24 hours during the 
heating season. 





THINGS HAPPEN TO 
YOU everyday that would 
make interesting reading. 
We know, for we've talked 
to you and heard some of 
these stories. Let us pub- 
lish them in this column, 
and for each one published 
you will receive $15. 

Writing style is not im- 
portant. Just put your ex- 
perience down as if you 
were talking to a friend. 
Send to the Editor, 1801 
Prairie, Chicago 16. 














| 








DEAR READERS: 


This month we decided to write a letter to you. We feel this is 
the most direct way of expressing our thanks for the many kind 
things you have said about our November Remodeling Issue. And 
to all of you we would like to say that this is just the beginning... 
next year, 1953, will be the year for remodeling. We feel that you, 
our readers, will make it a landmark in the history of the industry. 
And we, as the past, will do our best to help. 


A few of the letters we have received are printed below. 


WE MADE HISTORY, HE SAYS 
Ford City, Pa—Congratulations 
to you and the entire Domestic 
ENGINEERING organization on the 
Bay City Story! This tremendous 
issue will take us weeks to study 
and digest but you may be sure 


| we plan to do it carefully. 


You have certainly made history 
with this great contribution to the 
industry. 

A. E. THIESFELDT 
ad manager 
Eljer Co. 


MAGNIFICENT UNDERTAKING 
Minneapolis — Your November 
Remodeling Issue with its Bay City 
Story was a magnificent undertak- 
ing and one of which you can be 
extremely proud. 
Epon E. Fox 
ad manager 
Minneapolis-Honeywell 


GAINING FAME 
Milwaukee—I would like to com- 
ment on the excellent job you have 
done in your November Remodel- 
ing Issue; the Bay City Story is 
rapidly gaining fame throughout 


| the country. You undoubtedly put 
| in thousands of hours of work on 
| this project and certainly the in- 
| formation it produced will be of 
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value in many ways. I know for 
a certainty that our research de- 
partment will find this informa- 
tion most helpful. 

We feel that modernization is an 
extremely important market and 
Domestic ENGINEERING is to be 
commended for its remodeling 
program. 

D. E. Fricker 
ad manager 
The Heil Co. 


WELL-TIMED 
Minneapolis—I’d like to take 
this opportunity to express the 
very high regard we at Minneapo- 
lis-Honeywell hold for your No- 
vember Remodeling Issue. 


I took the book home with me 
last week-end and spent a consid- 
erable amount of time with it. The 
accomplishment is of no_ small 
order and reflects very great credit 
on Domestic ENGINEERING. It is 
my hope that you will see fit to 
continue the program. The remod- 
eling program certainly is in the 
interest of the entire industry and, 
likewise, holds every prospect of 
being extremely well-timed. 


H. D. BIsse.i 
merchandising 

director 
Minneapolis-Honeywell Reg. Co. 


(Please turn to top of page 18) 
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eel ARE 


MATCHED TO EVERY 
INSTALLATION REQUIREMENT 


1@ 4-4 = & BOILER FEED CONTROL VALVE 
Regulates the pressure in a hot water heat- 

ing system to a previously established point of highest efficiency. 
This raises the boiling point in the system... to carry more heat. 
Circulation is speeded up... less heat loss between boiler and 


radiator. It’s automatic, keeps the system filled with water at a 
maintained pressure. 





TYPE F-51 
ASME APPROVED 





SAFETY RELIEF VALVE 


Designed to safeguard hot water 
heating systems from dangerously 
high pressures through LIQUID 
or STEAM pressure discharge. 
Many cities and states are requir- 
ing the installation of F-51 ASME 
type rated safety relief valves 
which have capacities matched to 
the maximum boiler output. You 
can sell-this new relief valve with 
full assurance that you are offering 
the most advanced and complete 
protection for hot water heating 
systems. The F-51 conforms to the 
latest safety valve requirements set 
forth by the ASME Low Pressure 
Heating Boiler Code. 

















Normal installation of Cash-Acme Type 
E feed control valve and Type F-51 
safety relief valve is as illustrated above. 
The flexibility of this team of automatic 
valves can keep costly multi-valve 
inventories to a minimum. 


SILENT “\y SENTINEL 


Automatic Valves 





A. W. CASH VALVE MANUFACTURING CORPORATION 
6661 E. Wabash Avenue Decatur, Illinois 








avs 
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Methods of supplying hot water 
to the occupants of - apartment 
houses, hotels and office buildings 
are discussed in a new bulletin, en- 
titled “Hot Water Temperature 
Control.” The bulletin describes in 
detail the procedures and equip- 
ment that may be used to maintain 
the temperature of hot water in the 
proper range and how to avoid 
overheating the piping system. Dia- 
grams accompany the explanations. 

Issued by: Water Service Lab- 
oratories, Inc., 423 W. 126th St., 
N.Y.C. 27. 


How group kitchen demonstra- 
tions can be organized and con- 
ducted is told in a new Youngs- 
town Kitchens manual. Based on 
the experiences of distributors and 
dealers who have successfully op- 
erated demonstration sessions, the 
book suggests methods of arrang- 
ing meetings and how to prepare 
for them. It also contains an out- 
line of a talk that the demonstrator 
can use. Registration and door prize 
cards, follow-up letters and a 
check list of demonstration supplies 
are presented. 

Issued by: Mullins Manufactur- 
ing Corp., Warren, Ohio. 


Drainage plumbing layout is the 
subject of a useful data booklet 
published by the Cast Iron Soil 
Pipe Institute. A convenient source 
of weight and dimensional data 
whether or not a plumbing layout 
must comply with federal require- 
ments, the booklet simplifies the 
job of layout and installation of 
cast iron drainage plumbing. In- 
formation necessary in laying out 
soil, waste and vent systems in ac- 
cordance with government stand- 
ards is in a condensed form. 

Issued by: Cast Iron Soil Pipe 








Institute, 1627 K St., N.W., Wash- 
ington 6, D.C. 





Letters 


(Continued from page 16) 


More on Bay City 


Bay City, Mich—The officers of 
the Bay City Lions Club are very 
much interested in having one of 
your editors address our club and 
other interested clubs at one of our 
weekly luncheons. I was pleased to 
find so many truly interested in 
your reports. Therefore, I feel this 
is an excellent opportunity to bring 
these people the information they 
would like to hear. 

We will have the following dates 
open that you might choose from: 
December 10 and 17. If you cannot 
fit these dates into your schedule, 
any Wednesday in January would 
be satisfactory. 

Tom BERKHEISER 
Bay City Lions Club 


Bay City, Mich—As Superin- 
tendent of Schools of the City of 
Bay City, my reaction to the Mod- 
ernization Week survey may be 
somewhat different from that of the 
average citizen. I feel that this 
survey fits ideally into the instruc- 
tional plan of our Public Schools 
as we teach our pupils about Bay 
City, including such things as hous- 
ing, community improvement, home 
and family living, modernization, 
and many other items pointing up 
the importance of continually eval- 
uating the community in which we 
live. 

The facts and data which will 
come from this survey will be valu- 
able instructional material for our 
classes as we attempt to do a 


| better job of teaching community 


consciousness to the 8,000 pupils in 
the Bay City schools. 

Another reaction to the moderni- 
zation survey is one which in a 
sense is a selfish one, but never- 
theless, an important one, namely 
that your close scrutiny of our old 
and new schools will help our 
Board of Education, our architect, 
and our planning groups of teach- 
ers and parents to better plan func- 
tional and healthy buildings. Better 
lighting, heating, ventilation, and 
equipment, as well as more modern 
design, will help to produce better 
and better schools as we progress 
with our 15-year school building 


| plan. 


Selecting radiator heating equip- | 
ment and accessories is made easy | 
with a new catalog published by | 

(Please turn to top of page 24) 


Local retailers and distributors 
will benefit much from the facts 
which you have gathered here. Our 
fine community will benefit pub- 
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licity-wise by the fact that you 
selected us as the typical city for 
this Modernization Survey. 

Those of us who had the pleasant 
opportunity of association with the 
many members of the staff of 
Domestic ENGINEERING gained per- 
sonally, not only in friends, but 
also in knowledge about the serv- 
ices which your magazine attempts 
to render to the producer, the seller 
and the purchaser. 

Cuartes B. Park 
supt. of schools 


Bay City, Mich.—The diversified 
and far-flung benefits to a city of 
a Modernization Week survey such 
as Domestic ENGINEERING maga- 
zine recently made in Bay City 
must be innumerable. Think of the 
results possible! For example, fac- 
tual information, through efficient 
sampling, is made available as to 
the need for improvements of 
plumbing, heating and air condi- 
tioning. 

This information, properly 
weighed, can be used to project na- 
tional markets, new and additional 
sales, and better living standards 
for more people. No test of a com- 
munity could serve a more worth- 
while purpose. 

Bay City therefore is pleased and 
proud to have had an opportunity 
to serve the nation and its people, 


through Domestic ENGINEERING 
magazine. 
H. W. Bean, Sr. 
president 


Bay City Chamber of Commerce 


Bay City, Mich.—It is my privi- 
lege to work with’ young people 
about to enter adult life. Notice- 
ably, they look to better things. 
They are not satisfied to get along 
as their fathers or mothers have 
dene. For instance, girls in voca- 
tional homemaking courses are 
constantly using appliances of the 
latest design, are taught the most 
efficient methods of all phases of 
homemaking. In our courses in 
“Home and Family Living” senior 
girls and boys discuss the factors 
making for successful living. 
Among these factors is certainly the 
need for modern living conditions. 

Any group, therefore, which 
seeks to plan for the future needs 
of the homemakers must realize 
the great potential in our youth 
and seek to meet those needs 
through sound, scientific methods. 

If we are to keep our youth in 

(Please turn to top of page 23) 
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GENERAL Thermostatic Water Mixing Valve 


Here’s the easiest way you've ever seen to get an extra profit when 
you install a Tankless water heating system. Just include a GENERAL 
Thermostatic Water Mixing Valve in the estimate ... and explain 
to the customer how dependably, positively and inexpensively it 
protects him against scalding water at the tap. 

GENERAL Mixing Valves work automatically to keep hot water 
at the desired temperature . . . insure uniform comfort and safety 
impossible to obtain with by-pass valves! Outside adjustment sets 
water temperature anywhere from 80° to 210°F. Unaffected by water- 
pressure variations. Bronze bodies, nickel-steel sleeve and Everdur 
thermostatic element give lifetime assurance against corrosion, 
breakage, and trouble. 

Write for complete illustrated folder. General Fittings Co., 118 
Georgia Ave., Providence 5, R. I. 


GENERAL 


TANKLESS AND INDIRECT WATER HEATERS AND HEATING 


SPECIALTIES 





GENERAL Tankless Heaters are available in 
8 sizes from 3% to 35 gallons per minute. 
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Our own refinery producing pure 
electrolytic copper for your tube. 


Lewin Mathes 


Copper Tube is 
packed in the 


Easy-to-carry 
HANDIGRIP 
CARTON * 


MATHES 


ee ee oo -.  -  ae o O n OO a 


MANUFACTURERS OF COPPER AND BRASS TUBE, PIPE AND FITTINGS 
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SINCE 1875 
PA 


3 Y 
: 74 f e © pioneered and established 


the standards of modern temperature relief 
protection for hot water supply tanks and heaters. 


Boe: Watts proved that excessive temperature is the primary cause 
of hot water tank explosions. 


We Watts developed and introduced the combined (2 in 1) self- 
closing temperature and pressure relief protection. 





ike Watts established graded sizes and ratings to enable correct 


valve selection for any type and size of water supply heating 
equipment. 


: Wiis Watts established important location principles; discovered 
a thermal lag factor and developed extension thermostat to 
overcome it. 


Watts Regulator Company originated and developed the vital 
and basic protection of combination temperature and pressure 
relief valves. Since the first model was introduced, more than 
twenty-five years ago, all Watts self-closing temperature and 
pressure relief valves have followed the same simple pre- 
cepts of design. This proven principle of central operation is 
utilized again in Watts newest “Autothermatic” relief valves. 
Combined with the refinements and advanced features, no 
finer protection is offered for domestic hot water supply tanks 
and heaters. 


Send for @ 


WATTS NEW AUTO-THER-MATIC T. & P. eS 


RELIEF VALVE FOLDER No. F-N40-529 e 


ATTS REGULATOR COMPANY... cscsuc. 


_ WORLD'S LARGEST MANUFACTURER OF SELF-CLOSING TEMPERATURE AND PRESSURE RELIEF VALVES 
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BASKET 
STRAINER 






Your Customers... 


Sectional gE SRT 


Will MODERNIZE 





WITH YOU... & 
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SMALL STRAINER 


...the IDEAL Way! 





Doesn’t it seem reasonable that your cus- 
tomers can not be any more modern than 
the merchandise showing on your shelves 

. its quality . . . its features . . . its 
adaptability to demand? Looking at the 
trend in modernizing kitchens, baths and 
laundries, IDEAL has observed these re- 
quirements. They have found it is more 
than just an ordinary product. It is a living 
demand in fabrication, quality, style, size, 
weight, finish, fit, function, efficiency, life 
and dependability. These are the points 
found in IDEAL Tubular Brass Products. 
They are made modern for the modern way 
of selling . . . for modern living. 





FLAT TOP STRAINER 
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Letters 





(Continued from page 18) 
our own community, we must be 
prepared to meet their needs. 
Because of this, it seems to me 
that the survey just completed in 
Bay City by Domestic ENGINEERING 
would be a great benefit to this 
community and to similar com- 
munities throughout the nation. 
ArTHUR H. CANSFIELD 
principal 
T L Handy High School 


THE C.S.A. LIKED IT 

Chicago—I wish to express our 
Association’s thanks to members of 
the Domestic ENGINEERING staff 
who did such a splendid job in 
putting over the Bay City Story at 
our recent annual meeting (Chi- 
cago, Oct. 9-10). 

Comments from our members 
were all favorable, and many of 
them expressed the fact that it was 
a very timely presentation. I ex- 
pect it will wake many of them up 
to the necessity of a planned mod- 
ernization promotion among their 
contractor customers. 

J. H. PEERY 
secretary 
Central Supply Assn. 


e See report of CSA meeting, page 
88.—Ed. ; 


LUMBER INDUSTRY IS 
INTERESTED 

Bellingham, Wash.— We have 
read your promotion in Advertising 
Age Magazine and are wondering 
if information contained in your 
“Bay City Story” has any practi- 
cal application to our retail mer- 
chandising program. 

Inasmuch as we are the major 
building materials dealer in this 
territory, we are usually expected 
to carry the ball in any industry- 
wide program at the retail level 
here. For this reason we would be 
interested in your report. 

A. M. ALLYN 


ad manager 
Columbia Valley Lumber Co. 


ON MATERIAL HANDLING 

Detroit—By any chance are there 
any notes available on your “Bay 
City Story,” or of the discussion on 
warehouse efficiency methods as 
presented to the Central Supply 
Assn. during its recent meeting. 

We feel that we have developed 
some very interesting material 
handling methods and would like 


to have anything along this line 
that might add to our knowledge. 
Likewise, we would be very pleased 
to exchange this type of informa- 
tion. Needless to say, we are also 
interested in any new markets, 
such as the further development of 
the modernization program. 
KENNETH ADAMS 
Norwest Plumbing & 
Heating Supply Co. 


e A forthcoming article will discuss 
warehouse efficiency methods.—Ed. 


CABINET MERCHANDISING 
Sparta, Wis.—Your recent articles 
on the why and wherefores of the 
kitchen cabinet business, and why 





we plumbers should get into it, are | 


very interesting. But the picture 
isn’t always as pretty as you paint 
it. 

We have been in that business 
now for some eight years and have 
done what we think is a very good 
job for a small town setup. Our list 
of complete kitchen installations 
totals somewhere between 90 and 
110 and range in price from $250 
to $2300. 

We have been finding lately, 
though, that we as a dealer for 
one of the major lines are running 
into competition with our own 
manufacturer. 

What it boils down to is this: If 
we were just a dealer who sold a 
few cabinets now and then and 
knew nothing about the engineer- 
ing and designing aspects of a 
kitchen, we don’t think we would 
have a leg to stand on, but we have 
reached the stage where we honest- 
ly believe we have the ability to 
design and install kitchens that are 
as beautiful as any a big city store 
can do. We can justify this con- 
tention, too, by actual installations 
that visitors call “just beautiful”. 

Now, here is what happened— 
and the main reason for this letter. 
Our local church people observed a 
big setup in another parish which 
happened to be in a small town 
which had no dealer. The kitchen 
there had been installed by a big 
city outfit. So they were referred 
to them. 

Then the jobber who knew all 
along that this deal was on fire, 
instead of turning this over to us, 
turned it over to some outfit in the 
big city who went ahead with it. 
Supposedly, this is handled under 
a special factory setup, wherein 

(Please turn to top of page 24) 
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This special bench surfaced with fire 
brick has helped eliminate the fire 
hazard from welding sparks. 


SHOP SHORT-CUTS 


SPARKS FROM WELDING plus wood- 
en shop benches sometimes spells 
fire. Bill Masoner, owner of the 
Inland Heating Company, Chicago, 
has given this dangerous combina- 
tion a great deal of thought, and 
has come up with a solution to the 
problem. 

He has designed and had built a 
special bench surfaced with com- 
mon fire brick. The use of this 
bench eliminates the danger of fire 
from this source, and it is made of 
materials readily available in any 
heating shop. 


Here’s How It’s Made 


The frame, 36 in. high, 63 in. 
wide, and 27 in. deep is fabricated 
of 114 in. steel pipe. Across the top 
are welded angle irons (flat steel 
bars can also be used) to form a 
rigid support for the standard fire 
brick. 

Robert Printz, vice president of 
Inland, told Domestic ENGINEERING 
that the bench has solved a number 
of former problems. Because the 
bench is not usable for other mech- 
anics, it is always free for welding. 
Also, it is practically indestructible, 
needing only an occasional re- 
placement of an accidentally brok- 
en brick. 





Ten dollars will be paid for Shop 
Short-cut ideas acceptable to this 
column, Photos or diagrams will 
be helpful but not essential. Send 
your idea to the Editor, Domestic 
Engineering, 1801 Prairie Ave., 
Chicago 16. 




















Good Reading 


(Continued from page 18) 
American-Standard. Indexed to 


enable the user to turn instantly to | 
any of its five sections, the catalog | 


lists all information about an in- 
dividual product in one place. It is 


liberally illustrated with portrait | 


and cut-away views and dimen- 
sional drawings. Each section is al- 
so indexed. Technical information 


concerned in the application and | 
| we could handle this cheaper than 


installation is included. 


Issued by: American Radiator & | 


Standard Sanitary Corp., Pitts- 


burgh. 


> + + 


“Vacuum Isn’t Vacuum to a | 
Steam Trap” is the title of an il- 
lustrated 4-page brochure which 
discusses the relationship of 
vacuum to steam traps. It answers 
such questions as: What is vacuum, 
how does it affect trap operation, 
and what are common causes of 
lack of vacuum? The text is illus- 
trated with diagrams, charts and 
examples. 

Issued by: Armstrong Machine | 
Works, Three Rivers, Mich. 


- . , 


Toilet seat selection by color and | 
specifications is offered to the in- 
dustry by Swedish Crucible in a 
64-page, six color catalog. A spe- 
cial color chart, features of each 
seat and instructions for mainte- 
nance and installation are included. 
Any section may be quickly located 
by thumbing through the book, 
since each section is a unit in itself. 
There is a separate section for each 
series of seats. 

Issued by: Swedish Crucible 
Steel Co., Detroit. 





> + © 


Unit heaters technical data in 
U. S. Radiator’s new catalog will 
be of vital interest to contractors 
making calculations and layouts 
for heating installations. | 

The catalog discusses the loca- | 
tion of the heater and has charts 
and diagrams on wiring, steam pipe 
sizes, capacity data, etc. to make it 
a valuable reference guide. The 
pictures and diagrams illustrate 
and clarify technical information 
and show typical installations. 

Issued by: U. S. Radiator Corpo- | 
ration, 300 Buhl Bldg., Detroit 26. | 





| supplier enters 
| with you, and takes away one of 


Letters 


(Continued from page 23) 


schools and churches are taken 
care of on a “just about cost” basis. 

We have no particular objection 
to this, but what we do object to is 


' the fact that we as the dealer 


should have had the job of laying 
this kitchen out and installing it— 
so that all advertising value would 
revert to us. All installation is 
extra on such a job, and certainly 


those who have to come 200 miles 
to install it. 
On top of this these people have 


| the gall to offer us a check for $100 


as a good-will gesture for the job. 

What do they think we are? On 
charity? 

Another local dealer has seen 
fit to quit stocking his manufac- 
turer’s line of cabinets, because 
they are offering special deals to 


| prefab builders—completely by- 


passing the local dealer. 

I could go on like this all night 
and sure would like to. 

What is the use of advertising 
and building a reputation for 
kitchen planning when your own 
into competition 


your most promising chances for 
advertising? 

Mind you, we are not looking at 
this from a monetary standpoint in 
this particular case, since we belong 
to the same church. But we have 
come to pride ourselves in the work 
we can do in this field and feel 
we have received a slap in the 
face by not getting this particular 
job. 

I would certainly like to have a 
chance to write this in article form 
for your magazine if it could be 
arranged, as I think this is a cancer 
that is growing on the kitchen 
cabinet business every day. You 
might do the whole industry a 
favor by bringing it to the attention 
of all concerned. 

I think your magazine is the best 
trade magazine I have seen, so I 
have taken this problem to you. 

Let’s see what you can do with it. 

JOHN Kress, Jr. 
Western Supply Co. 


e Distribution policies of cabinet man- 
ufacturers and others are currently 
being studied by Domestic Engineer- 
ing editors. 

The findings will appear as part of 


| a series on appliance merchandising 


problems early in 1953. In the mean- 
time, we'll appreciate hearing from 
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other readers who have faced a simi- 
lar situation—and especially from 
those who have solved it.—Ed. 


CASE DISMISSED! 

Morgantown, W. Va.— Sterling 
Faucet Company is pleased to ad- 
vise that all charges brought 
against it by the National Produc- 
tion Authority have been ordered 
dismissed and the case closed by 
Samuel H. Crosby, Hearing Com- 
missioner for the NPA. 
- On May 28, 1952, a nine-count 
statement of charges prepared by 
the NPA alleged that Sterling 
Faucet had violated various regu- 
lations. In a press release issued 
on June 4, 1952, the NPA alleged 
that our company was guilty of 
unlawful receipt and use of nearly 
600,000 pounds of copper and asked 
that our company be denied all 
priority assistance. This press re- 
lease was given wide publicity and 
was naturally very embarrassing to 
us. Promptly after our first notice 
of these charges, we advised the 
NPA General Counsel by wire and 
by letter that the charges were 
untrue and that the press release 
was completely in error. We never 
received an answer to either our 
wire or to our letter. 


On June 18, 1952, a hearing was 
held in Washington before Mr. 
Crosby. The government pressed 
the charges which it had made 
against our company, and we pre- 
sented our defense. As a result of 
this hearing, Mr. Crosby issued his 
report on August 29, 1952, from 
which we quote: “Upon considera- 
tion of all of the evidence and the 
briefs and arguments of counsel it 
is the conclusion of the Hearing 
Commissioner that each and all of 
the charges brought and pending 
against Sterling Faucet Company, 
J. Wesley Ruby, president, and 
John R. Hardesty, secretary, should 
be dismissed and the case closed.” 

Through these trying times it 
has been the policy of our com- 
pany to meet and comply fully 
with the necessary restrictions 
placed upon us by the requirements 
of the national defense effort. The 
irresponsible charges brought 
against us by the NPA Compliance 
Division caused us great concern 
and we are pleased to be able to 
now advise you that the Hearing 
Commissioner for NPA has ruled 
those charges to be unfounded. 

J. W. Rusy 
president 


Sterling Faucet Company 
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HERCULES Boiler Liquid 


Ideal for sound, lasting repairs 
of cracked or leaking boilers— 
for high or low Pressure steam 
or hot water systems. Will with- 
stand 500 pounds of pressure 
ond can't clog the system. 


ONLY $1.20 


Per quart can’* 








Hercules Boiler Compounds are unsurpassed 
—both as boiler cleaners and leak-stop- 
pers. You'll find they pay off in 2 big ways. 











COMPLETE CUSTOMER SATISFACTION — 








HERCULES Boiler Solder 


Guaranteed to make a lasting 
repair on cracked steam and hot 
water boilers. Hardens into solid 
seal which exponds and con- 
trocts with boiler metal. Will 
not clog lines, gauges, controls, 


“ ONLY $1.25 
per 1 Ib can* 
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resulting in repeat orders, word-of-mouth 
recommendation, and prestige for you; 


ELIMINATION OF “CALL BACKS” —saving 
you time, money and wasted effort. Once 
you use Hercules, the job is done. 


Above all, you can purchase these top-notch 
Hercules products at much less than other 
leading brands. 

There’s only one conclusion: Hercules Boiler 


Compounds offer a standard of quality 
plus economy unmatched in the industry. 


HERCULES Boiler Cleaner 


(Powder}—Assures quick dry steam 
from new, oily, rusty or very dirty 
boilers. Eliminates priming and 
foaming, sluggish steaming, and 
fuel waste. Contains no caustic 
soda or acids which pit the boiler. 


ONLY $.75 
per 1'/2 lb can* 


















Buy HERCULES, and You Buy Absolutely 
THE BEST—FOR LESS! 


ATTENTION WHOLESALERS 





1. Hercules Boiler Compounds cost less than 
any other leading brand—no need to tie up 
that extra capital in over-priced merchandise. 


2. Every Hercules compound is a guaranteed 
performer—regardless of price, there are no 
better Boiler Compounds on the market. 


*Suggested price in case lots from your wholesaler— 


slightly higher in the West and South. 
4 Y ma 
$ x 
- x 









y y 


332 CC ANAL 


HERCULES Boiler and 
Heating System Cleaner 
(Liquid) — Removes rust and 
scale, emulsifies oi! ond grease 
in low pressure steam and hot 
Water systems. Inhibits rust in 
new and old installations—no 
draining or flushing required. 
ONLY $1.75 
Per quart can* 


HERCULES PRODUCTS ARE GUARANTEED 


The Right Hand of The ai iale 


Stu, eee OY OR K 


ing Industry for over 36 Years. 
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Full 11/2” 
Capacity for 
all sizes 






















EXTRA CAPACITY 


Taco circulators have that extra capac- 
ity needed for today's modern small 
pipe radiant heating jobs (panels, con- 
vectors, radiators or baseboards). 


LESS ANO MORE 
FLEXIBLE INVENTORY 


Interchangeable flanges mean one cir- 
omen plus four sets of flanges (34”, 

, 1%” or 1¥2”) equals four sizes 
of circulators in stock. 


A CINCH TO SERVICE 


All you need is an open end wrench, 


screw driver and allen set screw 
wrench. 


DOMESTIC ENGINEERING 


for LOW COST SERVICE 
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Ruggedly Built 


CIRCULATORS 


IONEY THREE WAYS: 


Get more information today about Taco’s increas 
ingly popular circulators. New users are enthusiastic 
because Taco is the BIG-VALUE of our industry. 


Better Heating — Better with Taco 






TACO HEATERS, Incorporated 
137 South St. + Providence 3, R. | 





READ TACO'S OTHER ADS 








IN THIS ISSUE 
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c , Walworth manufactures a com- 


plete line of Gate, Globe, Angle, 
Check, and Lubricated Plug Valves, 


made of Stainless Steel, Steel, Iron, 





Bronze, and Special Alloys in a 
wide range of sizes and tempera- 


ture-pressure ratings. 


Fittings of steel, iron, and bronze 





are also manufactured in all con: 





ventional types and sizes. 


WALWORTH 


valves and fittings 


ad ' a > | 60 East 42nd Street, New York 17, N. Y. 
: Vv Distributors in principal centers 
throughout the world 
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clean -clear-water 


...and Chase Copper Water Tube keeps it that way! 


Year after year, in schools, factories 
or in your own home, Chase Copper 
Water Tube delivers clear, rust-free 
water at full pressure. 

You see, Chase Copper Water Tube 
is corrosion resistant and can’t clog 
with rust. That means plenty in savings 
on repairs and replacement. 

Whether you are building a new 


(hase 


home or factory, or replacing worn- 
out rusty pipes, ask your plumbing 
contractor for Chase Copper Water 
Tube and Fittings. He can get them 
from Chase plumbing supply whole- 
salers served by Chase mills and 23 
Chase warehouses across the nation. 
Chase Brass & Copper Co., Incor- 
porated, Waterbury 20, Conn. 


The Nation's Headquarters for 
BRASS & COPPER 


a subsidiary of 


KENNECOTT COPPER CORPORATION 


December, 19§) 


PE Nae REESE: so 


PAP FEES. 











and Sales Offices st: — Albanyt Atlanta Baltimore Boston Chicago Cincinnati Cleveland Dallas Denvert Detroit Houston —_Indianapelis 


CHASE BRASS & COPPER CO., WATERBURY 20, CONN., Warehcuses 
Philadelphia Pittsburgh Providence Rochester t St. Louis San Francisco Seattle Waterbury (sales office a) 


Kansas City, Mo, Los Angeles Milwaukee Minneapolis Newark New Orleans New York 
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How to Change Payments into Profits . . . 


A DOMESTIC ENGINEERING DEALER down Arkansas way tells us 
he makes money by spending money. The secret, he says, lies in 
the use of personalized and beautified checks like the one re- 
produced below. 

Offhand, we’d say Contractor Rees might have something there. 
A check, we are told, is seen by an average of 16 people. . . 25 
checks issued per week bring free advertising to 20,800 people in 
a year’s time. Everyone looks at a check carefully and the com- 
pany’s name, products and services are advertised under the most 
favorable pyschological conditions . . . receipt of money! 

The Rees Plumbing Company began using its personalized 
check four years ago when it was not too well known, particularly 
in surrounding towns. Mr. Rees reports that the check has been 





81:013 
061 


JONESBORO - ARKANSAS 


SE SID EG Ta 


PLUMBING & HEATING CONTRACTORS 


ware. Pay 
tom 
omotn 

oo 
REES PLUMBING COMPANY. INC 


CANCELLED 





TITIREND BANK OF JONESBORO, sowss=oR©, Annaness 





Checks like the one shown here advertise the Rees Plbg. Co. name under 
the most favorable psychological conditions—receipt of money. 


invaluable in building prestige and goodwill for his company 
among businessmen, fellow tradesmen and customers. 


The most pleasing part of all, is that this favorable comment 
has helped spread the Rees name into areas that might not be 


reached by conventional advertising. 
The result, Mr. Rees says, has been more business . . . and bigger 


profits for his company! 





Send Us Your Management Idea .. . 

If you have a pet management idea which has proved a time 
and money saver for your business, we would like to hear about 
it. Domestic Engineering will pay $15 for each management idea 


published in this column. 
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Contractor Moser turns “real estate” 
salesman as he sells a remodeling job. 


SALE I NEVER FORGOT 


By E. HERMAN MOSER 


Philadelphia Contractor 


When Mrs. Farston, as I will call 
her, telephoned about the leak in 
back of her kitchen sink I some- 
how sensed that I should stop 
around personally. And I’m glad 
I did because it was the introduc- 
tion to an $1800 kitchen remodel- 
ing job. 

The Farston home is probably 
twenty-five years old and is lo- 
cated in a section where the city 
blends into the suburbs. The fur- 
nishings and decorations in the 
residence reflect good taste and 
excellent quality, but the kitchen 

. ? While I was checking for 
the leak, which was in the hot 
water line up in back of the wall 
hung sink, Mrs. Farston expressed 
her desire for a cabinet sink and 
perhaps a matching automatic 
washer. This was miy cue to go 
into a sales talk, but before I 
could even get started this house- 
wife answered her own remark by 
saying, “Of course, we would not 
think of putting that kind of money 
into this old kitchen. Our house 
is getting old, you know.” 

Now, I am a plumbing contractor 
yet that morning I took on the role 
of real estate salesman and put my 
entire effort into selling this wo- 
man her own home. “You have 
a beautiful living room, Mrs. Far- 
ston,” I pointed out. “And your 
dining room is an inviting spot for 

(Please turn to top of page 34) 
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These are customers! 





Sidewalk snow melting helps keep them 


, 


Sooner or later, whatever the business, a“buyers 
market” will return. When it does . . . and for 
some it already has . . . competition will again 
reign as “the life of trade.” 

It may then be that so little a thing as a friendly 
smile or a considerate way of dealing will react 
favorably. Certainly the bigger things like making 
it easy, convenient, and comfortable to transact 
business will help keep present customers and 
attract new ones. 

So, for good business reasons many merchants, 
bankers, hotel, apartment and office building 






Sheed Re 


gp WS MIME. 


... and brings more 


owners, and others are installing sidewalk and 
parking area snow melting systems. As sales 
builders such systems rank with air conditioning, 
good lighting and modern rest rooms. 

You can be sure when you specify steel pipe, 
that it is the first choice for such installations. 
For steel pipe is economical, formable and weld- 
able for coil and grid fabrication, and has been 
proved in more than 60 years of conventional 
hot water and steam heating applications. In 
fact, for snow melting and other applications, 
steel is the most widely used pipe in the world! 
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COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Avenue, New York 1, N.Y. 
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ere are your keys to greater profits 








Oil-fired 


For a good deal 
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Delco-Heat Rotopower Oil Burner 
Built to give years of trouble-free, 
fuel-thrifty service. The “PB” oil 
burner has the Rotopower unit, 
combining motor, fan, pump, oil 
conditioner and Thin-Mix fuel con- 
trol—all in a single, compact, sealed 
assembly, which can be easily re- 
moved for inspection or adjustment. 
3 models available, with capacities 
of 540’, 900’ and 2040’ net steam 
radiation, and of 860’, 1440’ and 
3240’ net hot water radiation. 


Delco-Heat Series “F” Oil Burner 


Here is the ideal unit for low cost 
installation in today’s busy conver- 
sion market. This burner, powered 
by exclusive Rigid-frame NEMA 
standard mount motor, has many 
features usually found only on much 
higher priced burners. It can be 
installed in any hand-fired boiler, 
regardless of type. Available with 
capacities of 560’ and 930’ net steam 
radiation; 890’ and 1490’ net hot 
water radiation. 





DEAL WITH DELCO 





Electric 
Water Systems 

























on conversion and 


replacement sales! 


With the complete Delco-Heat line of large and small 
capacity conversion burners and boilers you can handle 
any modernization or replacement job that comes along. 
That’s Key No. 1 to greater profits—more business! 


Key No. 2 is your ability to bid competitively on all 
business —at a profit. Delco-Heat prices are not only low, 
but please every budget-minded buyer who also wants 
highest quality. 

This combination of a complete line and low competi- 
tive prices is winning extra sales and greater profits for 
Delco-Heat distributors all over the country. 


Why not look into this opportunity? You can get com- 
plete information about the profit possibilities of a Delco- 
Heat franchise. Just send coupon below. 


Delco-Heat Cast Iron Boiler 
Here’s the boiler recognized as the 
finest by everyone who has installed 
it. “Wet Heat” installers quickly 
recognize its many quality features. 
It’s the only wet base type boiler 
powered by the exclusive Roto- 
power Oil Burner. Its built-in cop- 
per heating coil provides plenty of 
hot water for year round use. Boiler 
sections have streamlined fins which 
are curved, tilted and arranged to 
travel heat 58% farther. Thus, more 
heat is absorbed and put to work. 
Three models are available with 
capacities from 350’ to 800’ net steam 
and from 560’ to 1290’ net hot water. 





Clip and Mail Today! 


DELCO APPLIANCE DIVISION 
General Motors Corp., Dept. DEH, Rochester 1, N.Y. 


Please send me information about a Delco-Heat franchise 


Name 





Firm Name 





Street 





City Zone State 





Nip hint in ie en et nici 
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Thread Perfect 
Fittings that 










Fit! 
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for every pipe and turn... 


Throughout each step of production... 
from design to casting to finished product 
...Pacific fittings and couplings are quality- 
controlled to assure thread-perfect fit and 
alignment. Wherever pipe is used, Pacific’s 
complete line of malleable fittings, pipe 
nipples and couplings are supplied in bulk 
or protective packages. 




















Established over a quarter of a century, 
Pipe Fittings Pacific Fittings is one of the largest fully 

are NOT integrated manufacturers of quality pipe 
fittings. For full information, write for 


all alike For Quality brochure P-52 


and Reliability 


=m PACIFIC FITTINGS, 


DIVISION OF GENERAL METALS CORPORATION 
12024 CENTER STREET * HOLLYDALE, CALIFORNIA 
340 KANSAS ST - SAN FRANCISCO 3, CALIFORNIA 


REPRESENTATIVES: S. G. ANDERSON, SEATTLE, WASHINGTON; 
T. C. BRADY, DENVER, COLORADO; ROWELL-DEGRAZIER, FORT WORTH, TEXAS 
REPRESENTATIVE (Stock): M. BORNSTEIN CO., INC., WOODSIDE, NEW YORK 
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Crane Dealer Says, 


“The Crane Sketchbook of Ideas 
Means Faster, Easier Sales for Us” 






LER 


J. G. IRWIN'S success in the plumbing business 
is well known. And that success is traceable to 
one basic reason: 


He believes in modern selling methods. 


One of the first dealers to use the Crane Sketch- 
book of Ideas, Mr. Irwin is highly enthusiastic 
about results. 


To center attention on the Sketchbook, he dis- 
plays it prominently on the specially designed 
Crane Idea Center, then backs this up with an 
interesting display of products. 


dea center 


parangems + KITCHENS « griuity eens 


J. G. Irwin of J. G. Irwin Plumbing 
Co., Okiahoma City, Oklahoma, uses 
the colorful pictures in the Sketch- 
book to help show a customer how a 
little remodeling (and new Crane fix- 
tures) will give her a beautiful new 
bathroom and kitchen to be proud of. 






“This is an unbeatable combination,” Mr. Irwin 
says. “People look through the Sketchbook, find 
some idea they want to incorporate in their 
homes, and in my opinion, many of them will 
ultimately buy the equipment to carry out their 
idea. It really works, and it means faster, easier 
sales for us!’’ 


If you are not yet using the Crane Sketchbook 
and other business-building ideas that go with 
it, talk to the Crane salesman who calls on you. 
Or, ask your Crane Branch or Wholesaler. 


GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 5 
RAN 3 ( O VALVES © FITTINGS © PIPE 
ey mw PLUMBING AND HEATING 























Sale | Never Forgot 


(Continued from page 29) 


your family to gather at mealtime | 


or for you to entertain your friends. 
You would not think of neglecting 
these areas simply because your 
home is not brand new, would 
you?” As she tossed these thoughts 


} 


| 
| 


about in her mind I then added: | 


“In today’s market, Mrs. Farston, 
it is more economical to maintain 
a desirable property like this than 


to search out and buy comparable | 


living quarters.” 

Like many other women in this 
day and age, this housewife had put 
down roots in her home and dur- 
ing our talk that evening when I 
returned to meet Mr. Farston it 
became evident that the couple’s 
dream of a new home was linked 
closely with kitchen conveniences 
available in some recently built 
properties. Through literature, pic- 
tures and verbal descriptions I ex- 


WHAT WAS YOUR MOST 
INTERESTING SALE? 
A brief account of your 

most interesting sale will 

bring $15.00 if published in 

Domestic Engineering. Writ- 

ing style is not important— 

just put it down on paper 
as though you were relating 
it to someone else. It needn’t 
be long, 250-390 words will 
do. Send your account today 
to the Editor, 1801 Prairie 
Avenue, Chicago 16. 


plained how beauty could be coup- 
led with time saving advantages 
right in the surroundings where 
Mrs. Farston felt at home. With 
a rule I showed them how an in- 
line arrangement along the back 
kitchen wall would save steps and 
give the housewife more elbow 
room in her kitchen “workshop.” 
The two warmed to the idea be- 
cause it offered the promise of get- 
ting what they wanted without 
subjecting themselves to the 
trouble and costliness of moving. 
I felt just a bit proud of my role 
of real estate salesman and plumb- 
ing contractor. Not only that, but 
I had just made an $1800 kitchen 
sale. 

















Compact Water System 
Converts to Shallow or Deep Wells 


A compact electric water system, econom- 
ically priced, has been introduced by The F. 
E. Myers and Bro. Co. Called the “Ejecto 
Jr.”, it may be used either for shallow or 
deep wells up to 40 ft. and comes complete 
with either an 11 or 21 gal. tank. It is es- 
pecially designed for installation under 
kitchen sinks, in utility rooms and other 
areas where space is at a premium. It may be 
converted from shallow to deep well use by 
changing only one threaded connection and by adding the necessary 
well pipe and the deep well ejector. The pump and 11 gal. tank are 
bolted onto the installation base as a unit. 

Manufacturer: The F. E. Myers and Bro. Co., Ashland, Ohio. 





G. E. Redesigns Wringer 
Washer For 1953 Line 

The General Electric 1953 model wringer 
washing machine will wash an 8 lb load 
and has an impeller-type drain pump that 
will empty the machine in minimum time. 
The model, WC-230, is designed for the 
popular-priced field and has been restyled 
for appearance. Design improvements have 
been incorporated for efficiency. A new 
black plastic agitator is light weight and 
will not pit, discolor or corrode. It is easy 
to handle and clean. The drain control is 
located at the back of the machine. A 
white baked enamel finish resists strong alkalis and will not readily mar. 

Manufacturer: General Electric Co. Major Appliance Div., Louis- 
ville 2, Ky. 


New Heil Boiler Series Adaptable 
To Three Heating Systems 

Quick heating and fast response to 
temperatures are two features of this new 
15 by 40 in. Heil gas fired boiler. The boiler, 
called the JB series, is completely water 
jacketed, even under the burners. Narrow, 
sidewall construction assures fast steam- 
ing and makes the boiler particularly adapt- 
able for use with circular pumps for base- 
board and radiant heating or for steam heat 
systems. The boiler is available in five sizes 
ranging in length from 24 to 39 in. A 
“custom fit” burner fits the combustion 
(Please turn to top of page 36) 
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HEAT RESISTING NICKEL ALUMINUM BRONZE 


Producers of glass bottles have obtained increased pro- 
duction without changing present equipment by using 
this alloy in their bottle-blowing machines. 
Consideration for the use of this alloy is warranted in 
applications where performances at high temperatures, 
resistance to thermal shock, high thermal conductivity, 
hardness and strength are essential. 
We invite your inquiries. 

























FREE . . . Write for your copy of the 8-page Lavingot Technical Journal — Vol. 8, No. 3 — 
containing an article discussing ‘Gates and Risers.’ 























Specify—LAVIN NONFERROUS INGOT—Quality 















R LAVIN & SONS, INC. 


e Refiners of Brass, Bronze and Aluminum 
e Producers of Zinc Base Die Casting Alloys 


3426 S. KEDZIE AVENUE e CHICAGO 23, ILLINOIS 
REPRESENTATIMES PM REIN CIPAL CEYHES 








Shopping with D. E. 


(Continued from page 34) 


burner fits into the combustion 
chamber and boiler sections have 
wide fins extending into combus- 
tion chamber to soak up the heat. 
Water completely surrounds the 
combustion chamber to make posi- 
tive use of all the heat. 
Manufacturer: The Heil 
pany, Milwaukee 1, Wisc. 


Com- 


Tubing for Refrigeration 

Chase Brass has introduced an 
extra soft copper tube for use in 
air conditioning and refrigerating 
service. The new refrigerator tube 
is supplied clean, bright, dry and 
oxide-free with crimp-end seals, no 
larger than the outside tube diam- 





eter, to keep moisturc, dirt and air 
from entering the service line. 

The tubing comes in 50 ft lengths 
wound in flat, double-layer coils 
and individually packaged to help 
prevent damage from cross-over or 
denting. The packaged coils are 
shipped in cartons. 

Manufacturer: Chase Brass & 
Copper Co., Waterbury 20, Conn. 


Radiator Venting Valve 

Hoffman has produced a univer- 
sal radiator venting valve that 
automatically vents air from both 


steam systems and hot and cold 
water systems. It may be cleaned 
without removal and_ without 
draining the system. It may be 





used horizontally or vertically to 
add to its versatility. 

Manufacturer: Hoffman Special- 
ty Mfg. Corp., 1001 York St., In- 
dianapolis 7. 


Food Waste Disposer 

Three years of testing preceded 
the new Republic kitchen food 
waste disposer’s appearance on the 
market. The G. E. motor was built 
especially for the product. All food 





wastes are scraped into the drain 
while the unit is operating. Be- 
cause of its continuous feed there 
is no need to stop and separate 
garbage or to stop and reload. The 
disposer has a jamming control for 
releasing foreign objects. The unit 





Double Bow! Shallow Sink 

The Murray Corporation of 
America has designed a double- 
shallow bow] cabinet sink designed 
especially for light laundry use and 
dishwashing. The shallow laundry 
tub feature permits the homemaker 
to hand wash delicate garments 
and [ingerie at a comfortable work- 
ing level. Dishwashing procedure 
is modified with the two bowls. 
While one tub is filled with soapy 
water, the other tub may be filled 


with rinse water, used to stack 


dishes or as a station for a dish 
drainer. 








Each of the tubs is 6% in. deep, 
with a cabinet under each sink. The 


unit measure 42 by 25 by 39 in. 
Manufacturer: The Murray Corp. 


of America, Scranton, Pa. 
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is guaranteed for a year. 
Manufacturer: Republic Heater 
Corp., Huntington Park, Calif. 


Oil-Fired Boiler 

A new oil-fired boiler has been 
developed by L. J. Mueller Furnace 
Co. for “in-between-size” heating 
installations, such as large resi- 
dences, apartments, small factories 
and stores. 

The unit is a sectional wet nipple 
boiler with vertical flues. It comes 
in sizes from 240,000 to 560,000 btu 
input and is available as a steam 
or hot water boiler or for hot 





water supply installations. 

There are four types of boiler 
sections used with the unit: right 
and left hand sections, the inter- 
mediate sections, and the special 
intermediate section adaptable for 
a tankless heater. Each end section 
has two 2 in. flow-tappings for 
piping versatility and minimizing 
air pockets in the system. 

Manufacturer: L. J. 
Furnace Co., Milwaukee. 


Mueller 





Cooking Top with Griddle 

A new cooking top design on the 
Thermador line of “bilt-in” electric 
ranges incorporates a griddle in the 
middle combined with four quick- 
heating cooking elements, The 
“middle griddle” is made of grained 
aluminum with a stainless steel 
frame, ribbed on the underside for 
even heat distribution. It has a 
five-heat reciprocating switch for 
temperature control and is pro- 


(Please turn to top of page 43) 
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Extra-strong, light- 
weight coils of 
Bundyweld Tubing 
are easily mounted 
onto ceilings. Ly- 
ing flat and straight, 
coils are quickly 
plastered over, with 
small chance of 
damage from any 
rough handling or 
hammer blows. 


















SIZES UP 
_TO %" 9.0. | 





Key to Low Cost 
Bundyweld is the only tubing 


double-walled from a single 
strip, copper-brazed through 
360° of wall contact. It’s leak- 
proof, thinner walled, yet 
stronger. It transmits heat 
quickly, has high bursting 
strength. It saves on material 
costs and installation time. 
Standard 20’ or 24’ lengths 
of Bundyweld are easily 
formed into coils in shop or 
on job site. Expanded ends 
(furnished when specified) are 
quickly soldered into leakproof 
union. Joined, lightweight 
coils are easily mounted onto 
ceiling, quickly plastered over. 
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Now-—Jeave competition ‘way behind... 
with Bundyweld Ceiling Radiant Heating 


Now, you can walk away from your 
closest competitors and keep your lead 


for years to come. 

Take on the finest heating system of 
all... Bundyweld Ceiling Radiant Heat- 
ing. It’s so clean and even, so economical 
and convenient that it makes all other 
heating methods obsolete! 

Chances are that your prospects have 


already heard about this wonderful new 
heating system. Enthusiastic users are 


spreading the good news among their 
friends. Millions are reading Bundy ads 


in Better Homes & Gardens and Ameri- 


SEND FOR 


can Home, They’re rushing coupons 
through the mail to request literature. 
They’re writing for the names of build- 
ers and plumbing and heating contrac- 
tors who handle Bundyweld Ceiling Ra- 
diant Heating in their areas. 

Don’t miss out on the most exciting 
new heating development on the market. 
Send coupon today for your free litera- 
ture, 


Radiant Heating Division 


BUNDY TUBING COMPANY 
Detroit 14, Michigan 


FREE Radiant Heating Division, Dept. DE-1252 


Radiant Heating. 





LIKE HAVING 





Send free 20-page nontechnical brochure explaining Bundyweld Ceiling 


LITERATURE! ‘ Bundy Tubing Company, Detroit 14, Mich. 
— oO 


4 (J Send Bundy technical radiant heating pamphlet. 











IN YOUR CEILING Nome —___________— = =~ 
oo eae 
' ° Address. 
Bundyweld 
City. Zone State 
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Contractor C. Albert Matthews (right) explains, 
with the aid of a Proposal, how he intends to 


modernize the heating system in the home of 


a prospect. 


with the “Personal Touch” 
C. Albert Matthews, heating con- 


tractor of Easton, Md., doesn’t seem 
surprised at his six year record of 
207 Webster Tru-Perimeter Base- 


board Heating installations on the 
famed “eastern shore” of Maryland. 


“A contractor is missing the boat 
today if he doesn’t become known 
as a specialist,” Mr. Matthews says. 
“The slogans and insignia on my 
trucks all tie in with newspaper ads 
and outdoor signs. All this helps 
publicize the fact that Matthews is 
the man to see for the most mod- 
ern, efficient and comfortable form 
of wet heat. 

“I'm personally sold on the com- 
bination of Webster Baseboard and 
a G-E Oil Boiler. And I sell others 
on a direct personal basis. After I 
have surveyed the requirements, 
each prospect receives a Proposal 
outlining his heating problem, what 
I intend to do about it and an 


estimate. This presentation is de- 


tailed and pointed right to the pros- 


pect. There is immediate interest.” 


Mr. Matthews is a firm believer in 
neatness on the job and is enthusi- 


astic over the clean finished instal- 
lation of Webster Baseboard Heat- 
ing. Customers are impressed with 
the tidiness and the cleanness and 
evenness of the heating. 

Webster Baseboard Heating is tru- 
perimeter heating with forced hot 
water. Behind the metal baseboard 
enclosure, the Webster heating 
element carries hot water round 
and round each heating circuit. 
Nothing too hot to touch. No cold 
walls. Floors are warm even with 


floor-slab construction. There is no 
feeling or smell of heat. 


More Webster Baseboard Heating 
specialists — craftsmen contractors 
—are needed to meet the demand 
for this modern heating. Get in 
touch with your Webster Represen- 
tative or write us for his name. 


Address Dept. DE-12 


WARREN 
Camden 5, N. J. : : 


WEBSTER & 


COMPANY 


Representatives in Principal Cities 


In Canada, Darling Brothers, Limited, Montreal 


Home of Charles E. Marshall, Easton, Md. This 


is one of Matthews’ modernization jobs. About 
half his Baseboard work has been modernization. 


Oak Haven Inn, outside Easton, where Matthews 
put in a 4-zone Webster Baseboard Heating job. 


Below: Living room at Oak Haven Inn. Berkeley 
Brandt, the owner, liked the neatness of the 
work. Matthews’ men worked room by room 
during the day and cleaned up so that rooms 
could be occupied at nigh 

; Tay 


Ch) eater 


TRU-PERIMETER FORCED HOT WATER 


BASEBOARD HEATING 
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Curbs on the use of steel anda copper in construction will 


be eased by January 1, according to recent plans announced 


by the National Production Authority in Washington. Origi- 
nal timetable had called for May 1 as the date. 


WRITE YOUR Controls om commercial, entertainment and apartment 


OWN TICKET ! house projectS will also be relaxed. This means that ror 
the first time under present controls, plumbing and heat- 


ing contractors will be permitted to write their own prior- 


tickets for specified amounts of controlled metals for 

the following projects: theatres, swimming pools, country 
clubs and other recreational projects. 

Just how much material will be allowed is not yet known. 


facia ala lind 


Outstanding consumer credit has risen to a new high with 
the announced figure standing at $22.3 billion. As a result, 
Federal Reserve officals are showing concern. 

It_ might mean some indirect curbs imposed by the Board 
itself. Regulation W could not be imposed without going 


TOO MUCH before the new Congress for authority. However, the Board 






































CREDIT? could discourage people from getting bank loans by increas- 
ing its rediscount rate at which member banks borrow money 
from the Federal Reserve. 


The Board's concern is not shared by all, however. Other 
officials point out that the amount of consumer credit 


nee in relation to income after taxes is actually smaller now 


ton, Md. This 





nodernization. 


than it was in 1940. 
As of right now, it seems safe to assume that your cus- 


tomers can continue to buy those appliances on the install- 


ment plan with low down payments. 
Just how much effect indirect curbs might have is diffi- 


cult to judge at this time. 


eK 


Also on the business front: Most economists are how 


optimistic on the outlook for '53. 
Their opinion is based on the expectation of continued 


GOOD TIMES defense spending - perhaps on a Slowly rising scale - since 





TO STAY? it now lags, and a continued high level of consumer buying. 
erty An Eisenhower decision to cut defense spending could have 
‘pig an adverse effect - if it came about. 
Se or yoed *#ee% 
m by room 





<cbieeume President-Elect Eisenhower's appointment of Martin P. 
| Durkin to his cabinet writes still another chapter in a 
remarkable success story . .. from pipefitter to Secretary 

SUCCESS of Labor. 

STORY ! Durkin, former president of the AFL Plumbers Union, has 
been active in labor relations since he began to attend 
union meetings shortly after his return from World War I. 
In 1921 he was elected business representative of Local 597 
of the AFL Plumbing and Pipefitting Union, and in 1933 
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ALSO IN 
THE NEWS 


TO CONTROL 
OR NOT 
TO CONTROL? 


THE MOTOR 
AND YOU! 


fey incite Governor Henry Morner appointed him State Director 
° or. 

It seems likely that this appointment represents an 
effort on Eisenhower's part to rebuild Republican strength 
in organized labor. 

And in the process, the plumbing industry is receiving 
Some good publicity. 


KH 


Another ex=-plumber is also in the news. He's George 
Meany, newly elected head of the AFL from his post as 
secretary-treasurer. 

Meany began his career as an apprentice plumber in 
New York in 1911. Since then, he has held various union 
posts for the past 30 years. 








**** 


There's considerable talk around Washington about con- 
trols. The question seems to be "to control or not 
to control." 

Defense Mobilization Director Henry H. Fowler says no 
action will be taken during his term of office to eliminate 
the Controlled Materials Plan, feels that it would be 
dangerous to scuttle the CMP before the end of the current 
fiscal year. 

But . . «- there's quite a clamor from quite a lot of 
people about controls in general and it seems likely that 
the next couple of months will see some changes made, or at 
least timetabled for the near future. 











* KK 


Members of the fractional horsepower motors and generators 
industry were warned by NPA not to expect any let-up in the » 
tight supply of copper mill products vital to the construc- 
tion of fractional horsepower motors. 

This means less motors for such household appliances as 
home laundry equipment, refrigerators, vacuum cleaners, and 
air conditioners. Members of the motor and generator group 
report an ever increasing demand for small horsepower 
motors. 

NPA assured the group that first quarter production 
next spring will be sufficient to meet the industry needs. 
Officals are of the opinion that much of the estimated 
demand for 1953 préduction is unrealistic and may be cut 
sharply. ; 








a 


Third quarter shipments of manufacturers’ plumbi fix- 
tures amounted to $72.1 million, the Census Bureau reports. 





It's a gain of 1l percent over the 2nd quarter shipments of 





$65.0 million and tops the third quarter shipments of 
last year by six percent. 

At the top of the list were cast-iron plumbing fixtures 
valued at $33.3 million, or 46 percent of the total; 
vitreous china fixtures in second place with $22.4 million 
or 31 percent; and steel in third place with $15.5 million 
or 21 percent. 

Steel shipments were 15 percent ahead of the second 
quarter; while vitreous china and cast-iron plumbing 
fixtures were up 9 and 10 percent respectively. 

Water-closet bowls shipped increased seven percent and 
flush tanks 9 percent; kitchen sinks and bathtubs each rose 
1l percent, with a 17 percent gain reported in shipments 
of lavatories. 
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Engineer Charles Abrams 
of the Soo Plumbing & 
Heating Supply Co. de- 
signed and supervised 
the installation of this 
radiant panel system for 
the farrowing-pen floors 
on the Beegley farm. 










Heat loss at outside walls 
of barn could be serious. 
That's why generous 
insulation was used be- 
tween slab and footings. 


Panel Heat 
or 


Piglets 





















A farmer in Jowa named Milford Beegley had an idea. 

Why not use radiant heat to warm floors of farrowing pens? 
He could raise healthier pigs and avoid the piling up that often 
causes injuries and death. Straw bedding would remain dry, 
too. Such a system might shortly pay for itself. 

Farmer Beegley consulted Soo Plumbing & Heating Supply 
Co. of Sioux City. They laid out a complete system. It is shown 
in the illustration at left. In the 38 pens, floors would have 
thermostatically controlled heat. An air conditioner would 
provide fresh air. To minimize perimeter heat loss the floor 
slab was double insulated from the foundation wall. 

The entire installation was run with ANaconpA Copper 
Tubing buried 2 inches deep in concrete. One-half inch grids 
were laid 9 inches on center and % inch grids 12 inches on 
center. The system was zoned. Either side may be controlled 
separately. All grids may be balanced individually. 

What did breeder Beegley think after the first winter? He 
couldn’t have been more enthusiastic. He hasn’t lost a piglet 
and they grow faster. He even claims the full-grown hogs have 
shorter and finer hair . . . and that means a lot to a professional 
pig raiser. He is sure he has found the ideal method of heating 
for any commercial pig-breeding barn. 

We will gladly send you a complete description of this 
installation on request. It demonstrates how the market for 
radiant heating has grown. Look around you. Similar oppor- 
tunities for selling your services for commercial as well as 
residential panel heating undoubtedly exist in your community. 

For reliable service on copper and copper alloys, call your 
Anaconda Distributor. For highest quality, use ANACONDA 

Copper Tubes. The American Brass Company, Waterbury 20, 
Connecticut. In Canada: Anaconda American Brass Limited, 
New Toronto, Ontario. 5214 


modern plumbing calls for 


NACONDA 


copper tubes 
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Shopping with D. E. 
(Continued from page 36) 


vided with a stainless steel cover 
and spatter shield. A neon indi- 
cator light glows when any unit is 
in operation. 

Manufacturer: Thermador Elec- 
trical Manufacturing Co., Los An- 
geles. 


Kitchen Sink Basket 


Michigan Brass has developed a 
new kitchen sink basket with a 
center post that stays open when 
raised and that swirling water ac- 
tion will not pull down. The bas- 
ket has a “neoprene” stopper to 





resist abrasion, grease, acids and 
heat. Made of die formed stainless 
steel, the basket is tough and dur- 
able. Horizontal drainage slots al- 
low fast water flow while catching 
refuse efficiently. 

Manufacturer: Michigan Brass 
Company, Grand Haven, Mich. 


Oil-Fired Floor Furnace 


A new floor furnace, fired with 
a gun-type flanged oil burner, has 
been introduced by Delta. Ap- 
proved to burn No. 2 fuel oil, the 
burner is equipped with a fuel 
pump capable of lifting oil from a 
tank located at lower-than-furnace 





level. The furnace comes in two 
sizes, one rated at 70,000 btu/hr, 
the other at 80,000. A large 10 in. 
fan circulates the warm air and a 
built-in suction box permits in- 


stallation of 4 in. round return 
ducts from hard-to-heat distant 
rooms. It has an adjustable fan 
and limit control. 

Manufacturer: Delta Heating 
Corp., Trenton, N.J. 


Refrigerator—Freezer Combination 

This is one of the refrigerator- 
freezer combination models in the 
1953 Admiral line. It consists of the 
upper portion, a 77 lb freezer chest, 
and a regular 11 cu ft. refrigerator. 
The freezer compartment, with a 
separate door, is a 52 deg. below 
freezing “food bank” in which the 
housewife can store a week’s sup- 
ply of food. 

The unit has separate tempera- 
ture controls, a two-temperature 
freezer-refrigerator combination 
which never requires defrosting in 
the moist cold compartment. Quick, 
automatic defrosting enables the 
user to defrost and clean simulta- 
neously. 

Manufacturer: Admiral Corpora- 
tion, 3800 Cortland St., Chicago 47. 





Perimeter Heating System 

A warm air, small pipe perimeter 
heating system has been announced 
after a year of testing. It provides 
a blanket of warm air between the 
outer walls and the house interior, 
where tests showed most heat loss 
occurs. The system can be applied 
economically between floor joists 
of a basement ceiling or in crawl 
space. The 4 in. pipes also have 
been proved efficient in basement- 
less homes. The system has par- 
ticular application in remodeling 
older homes by using existing 
registers as return air facilities and 
installing inconspicuous baseboard 
units under outside wall windows. 

Manufacturer: Patco Manufac- 
turing Company, Philadelphia. 
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Waste Pipe Cleaner 

The new waste pipe cleaner, in- 
troduced by M. A. Dean Co., is de- 
signed for use primarily in lines 
from % to 4 in. Called the “Cayo 
Jr,” the unit has a distributor 
which operates independently of 
reel, allowing the cable to be 
pushed back or drawn into the reel 
while the reel is in motion or 
stopped. Cables and knives are de- 
signed to pass traps and other 
bends in drain pipes with ease. 

Manufacturer: M. A. Dean Co., 
Division of Cayo Electric Sewer 
Machine, Benton Harbor, Mich. 





Two Temperature Water Heater 


A new Ruud automatic gas water 
heater has been announced which 
provides hot water of two different 
temperatures from a single tank. 

Called the “Laundrymaster,” it 
utilizes two separate lines of water, 
assuring a constant supply of water 
at the desired temperature for each 
washing job. From the 180F outlet 
of the heater, a line is run direct to 
automatic clothes washer and dish- 
washer. A second source of water, 
mixed to the moderate temperature 
of 130F, goes to other household 
faucets for general use. 

Manufacturer: Ruud Manufac- 
turing Co., Pittsburgh. 





(Please turn to top of page 44) 
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Brule Introduces 1953 Incinerator 


The Brule incinerator for 1953 
has more insulation, an enlarged 
refractory lined charging door and 
even tougher brick-work than pre- 





vious models, firm officials report. 
Burner and automatic ignition 
controls have been revamped. 
Volume per charge is 234 bushels, 
adequate for home usage. Con- 
sumption at 40 lbs per hour per- 
mits the servicing of several fam- 
ilies, a grade school, hospital ward, 
or similar institution unit. 

Manufacturer: Brule Incinerator 
Corporation, 407 S. Dearborn, Chi- 
cago 5. 


Trailer-size Bathtub 

A new small-size bathtub, de- 
signed especially for house trailers 
cr motels or installations where 
primary use may be as a shower 
receptor, has been added to the 
AllianceWare line. The tub, of 


Weil Extends Versatility of Sewage Ejector 


Versatility is a keynote of the 
new Weil submersible sewage 
ejector, which is now available in 
a unit with a 4” discharge with 
horsepower ratings of 14, 2 and 3. 
Capacities run from 50 gpm to 300 
gpm and heads from 20 to 45 ft. The 
unit is a compact, easily handled 
and quickly installed sewage 
ejector. It is 28 in. in height and 23 
in. in diameter and can be installed 
in sumps of any depth within the 
limits of the discharge head re- 
quirements. Because of this feature 
the sewage ejector is particularly 
suitable for replacement and re- 
modeling installations as well as 





recess type, is 42 by 29 by 12 in. 
and made without an overflow 
drain. It has an integral wall guard 
extending upward a full inch from 





the rim where it joins the wall to 
prevent water from seeping over 
the edge and causing damage. Clips 
that fit over the back of horizontal 
studding hold the tub securely in 
place. These clips also permit easy 
relocation of the unit. 

Manufacturer: AllianceWare, 
Inc., Alliance, Ohio. 


Pushbutton Electric Range 
Leading the 1953 Hotpoint line 
of ranges is a model with more than 
4700 cu. in. of oven space. The 
oven will accommodate a 35 lb. 
turkey and two casseroles at once. 
A built-in automatic deep fat fryer 
is thermostatically controlled and 
will fry up to six dozen donuts 
an hour. A new bake unit re- 


quires no oven heat baffles. The 











in new installations. 
Manufacturer: Weil Pump Com- 
pany, 1530 N. Fremont St., Chicago. 
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surface heating unit at right rear 
has 4% more surface, is 15 per- 
cent more responsive, and uses 30 
percent less electricity than pre- 
vious models. Push-button groups 
are “color-keyed” to surface units 
by colored ceramic medallions. 

Manufacturer: Hotpoint Co., 5600 
W. Taylor, Chicago 44. 


Forced Warm Air Furnace 
Three new forced warm air furn- 
aces designed for use with con- 
ventional, high velocity or peri- 
meter warm air distribution sys- 
tems have been brought out by 
Delco. All are oil-fired. They fea- 





ture compactness and new pack- 
aging for easy and quick installa- 
tion. One model, for utility room, 
alcove or basement, is 25 in. square 
in a single unit. The second model 
is a deluxe type unit designed es- 
pecially for basement installations. 
The third model is a reverse or 
counterflow unit for perimeter sys- 
tems in basementless homes. All 
are rated at 75,000 Btu/hr and are 
shipped assembled. 

Manufacturer: Delco Appliance 
Division, General Motors Corp., 
Rochester 1, N. Y. 


Floor Diffuser 


Three new sizes and two extra 
features have been added to the 
line of Lima floor diffusers. New 
models have notched diffusion 
vanes to facilitate resetting of the 
directional air diffusion and to 
make shifting of the diffusion 
vanes easier. The other new fea- 
ture is a damper locking device, 
designed to prevent accidental 
changing of the balance damper 
position. The locking device is hid- 
den when the diffuser is installed 
and holds the damper in balance 

(Please turn to top of page 48) 
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When Specifications Call for 


Be Ready With 





© 


STEEL 


Reproduced here is one of a 
series of Saturday Evening Post advertisements 
that invite prospective home builders to see you 
about GM Steel Tubing for home radiant heat- 
ing. Be ready with the answers! And remember 
— whether specifications call for ceiling or floor 
installations, only GM Radiant Heating Tubing 
offers all this: 


LOW MATERIAL COST—yet meets the strict re- 
quirements for radiant heating. GM Steel Tubing 
is all steel—no secondary bonding alloys to en- 
courage electrolytic corrosion. 


LOW HANDLING COST. 120’ to 1000’ continuous 
coils eliminate fittings and joints in plaster and 
under grade—reduce labor costs and, at the same 
time, lessen chance of leakage. 


HIGH QUALITY, STRENGTH and UNIFORMITY. 
Every foot of GM Steel Tubing is hydrostatically 
tested at 2000 pounds per square inch. In addition, 
a section of each coil is subjected go “destructive” 
tests such as flaring, twisting, flattening, etc. Such 
tests assure you of quality and uniformity. 


SMALL, YET TOUGH. GM Steel Tubing is small 
enough for easy handling, yet tough enough to be 
walked on or roughly handled without damage. 
Complete serpentine coils readily formed in your 
shop or at building site. 


SEND FOR PRES BROCHURE 


Entitled “A New Approach to Radiant 
Heating,’”’ this profusely illustrated 
Rochester Products brochure tells 
why GM Steel Tub- 2 

f ingisthechoiceof ~~" 
1 more and more 
} progressive build- 
4, ers. Send today for 

your free copy. 









ROCHESTER PRODUCTS pivision OF GENERAL MOTORS cm sree. rusine 


Rochester, N. Y., U.S. A. 
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Write for bulletin PR-224. It gives complete 
information and other data. 
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“Never spent 
RvV-o so little for “What an oil 
ressur ji i 
Rolie ere .:, i oh in 
% gee Ee re ‘ou 
-_ Winkler LP*." oe 4 


RV-1 


Pressure Relief 
al, 


Valve with ee ' BRS 


OF WINKLER L? sueners 
ARE PRE-SOLD THROUGH 
OWNERS’ RECOMMENDATIONS 


test handle 


GOOD NEWS 


TRAVELS FAST! 


A recent survey proves that Winkler dealers 
profit from a huge forcé of unpaid sales- 
men! These are owners so delighted with 
Winkler LP Burner performance that they 
urge friends to buy. 

That’s why the Winkler franchise is like a 
rolling snowball—producing increasing prof- 
its, year after year. [t is a growing asset. 

This owner enthusiasm for Winkler Prod- 
ucts is not surprising . . . because Winkler 
makes qua/ity heating equipment. The de- 
velopment and production of this equipment 
is not secondary to some other phase of the 
company’s business. Heating equipment 
is our lifeline, not a sideline! 

Remember, too, that the Winkler line of 
furnaces, boilers, stokers, oil and gas burners 


is now so comprehensive that virtually every CLOG-PROOF NOZZLE 
type of buyer is a prospect. GUARANTEED 10 YEARS! Teh") PRESSURE 
Write today for information on how to ob- pinbaios end Se ee on re) L B T] R N E R 
tain the Winkler franchise. persed oadaaneelians ping 
quirements of the building. 


Winkler Institute trains salesmen to make money 


The Winkler Training Institute is open to all Winkler dealers and their personnel. 
Here in the Sales and Engineering Schools, Winkler trainees hear . . . see . . . and 


actually do the things which assure successful selling and correct application of 
Winkler Automatic Heating Equipment. 


WINKLER 


AUTOMATIC HEATING EQUIPMENT 


U. 3 MACHINE CORPORATION * Dept. F-122, Lebanon, Ind. 








Shopping with DE. 


(Continued from page 44) 


position. The new sizes are 4 by 


10, 4 by 12 and 4 by 14 in. 
Manufacturer: The Lima Regis- 
ter Co., 118 N. Third St., Columbus 


15, Ohio. 


Trailer-size Lavatory 

Here is a small, compact vitre- 
ous china lavatory designed espe- 
cially for trailers or for limited 
space areas in cabins, small homes 


or motels. It is 16 in. wide and 





projects 12% in. from the wall. In- 
stalled in pairs, or even batteries of 
three, it is possible to use it in 
regular homes for the children to 
use, avoiding traffic jams in the 
bathroom. 

Manufacturer: 
City, Pa. 


Eljer Co., Ford 


Automatic Rotary Ironer 

A new automatic rotary ironer, 
with retractable shoe and the motor 
housing located below the work 
surface, has been added to the 
Bendix line, marking the firm’s 
15th anniversary. The roll and shoe 
are free of obstruction and any size 
or shape garment can be ironed 
without “bunching.” The new 
model has gray+green plastic and 


chrome trim, with a thermostat at 
either end of the shoe. Both of 


these can be operated singly. The 









forming board is located so that 
garments are rolled under, not 
over, the top of the roll. Controls 
are concentrated in one dial. 
Manufacturer: Bendix Home Ap- 
pliances Division, Avco Mfg. Corp., 


South Bend, Ind. 


Boiler Compound 


A boiler compound which coagu- 
lates and precipitates the organic 
impurities in the boiler that cause 
priming and surging has been in- 
troduced by Stewart-Hall Chem- 
ical Corp. Called the “Surge- 
master”, the compound is packaged 


in a container, each of which has its 
own test tube and water stability 
testing powder so that the user can 
tell quickly when the boiler treat- 





Pre-packaged Perimeter Heating System 





The small duct perimeter heat- 
ing system, introduced by Meyer 
Furnace Co., is pre-packaged for 
ease of installation, ordering, and 
supervision. The system provides 
the 4 in. pipe, fittings, registers and 
accessories in rectangular cartons. 
By using combinations of the six 
available packages, the installer 
can provide all the necessary ma- 
terials for most modern homes. The 
pipes can be used in numerous 
places where space is at a premium. 

Manufacturer: The Meyer Fur- 
nace Company, Peoria 1, IIl. 
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ment is complete. The compound 
also is designed to prevent foam- 
ing and to correct rust and corro- 
sion conditions. 

Manufacturer: Stewart-Hall 
Chemical Corp., 550 South Fulton 
Ave., Mount Vernon, N. Y. 


Toilet Tank Attachment 

Dual-Flo has patented a toilet 
flushing attachment that permits 
either standard or smaller amounts 
of water to be used. The attachment 
may be installed in the tank in a 
few minutes without plumbing. 


Push the flush handle down and 
a short flush results which is ade- 


quate for most occasions; “up” 
on the handle brings a full flush. 






The attachment has a 3 in. guide 
for positive re-seating of the tank 
ball. It is designed in plastic and 
rust-proof metal. 

Manufacturer: Dual-Flo, P. O. 


Box 420, Greenfield, Ind. 


Fin-tube Radiator 
This new type fin-tube radiator 
has extruded collar fins bonded to 
a seamless steel pipe which become 
an integral part of the radiator. 
The radiator is designed for easy 
installation and low cost heating 


- er aah 
and maintenance. Uses include 
drying rooms, baseboard radiation 
in homes, hot houses and garages. 
Is is offered in 6, 8, 10 and 12 ft 
stock lengths. Each end of pipe 
extends 2% in. with both ends 
either threaded or chamfered. 

Manufacturer: Lee Vine Fin- 
Tube Radiator Co., Inc., 16 Fair St., 
New Haven, Conn. 

(Please turn to top of page 142) 
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BRIDGEPORT sink and tray wastes 
Look Getter... Wear Better 











The long-wearing, good appearance and the de- 
pendable, trouble-free performance you get with 
Bridgeport quality plumbing brass goods pays off. 
Your customers will find the Bridgeport line easy 
to install... resulting in repeat orders. 

The copper shortage will unquestionably become 
more serious as armament needs increase. Now is 
the time to look to your inventories. An adequate 
stock of Bridgeport plumbing brass goods kept on 
hand will help both you and your customers. The 
Bridgeport line is complete. If your stocks are low, 
order now. 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. ¢ Established 1865 
” Mills at Bridgeport, Conn. and Indianapolis, Ind. 


In Canada: Noranda Copper and Brass, Limited, Montreal 





BRIDGEPORT BRASS 
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The Galt Siream 


STANDARD 


Shipped fully erected, 
with complete set of 
automatic controls: 
stack switch, thermo. 
stat and limit control. 


Multiple flue tubes 
baffled for maximum 
heat extraction 


High combustion. 
efficiency 


Fast action 


Instant hot water 
from tankless hot 
water coil 





4 lt oy For Today’s Low-Cost Housing Market 











Tor Full Details wr*** 
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ALDRICH 


weal 


C-SERIES 
BOILER-BURNERS 


Designed, Sized, Rated and Priced 


Aldrich produced this new line to meet today’s ™ . 


urgent need: quality boiler-burners at a quantity 
price. Here is compact hot water heating with a 


a 
saving of dollars, critical materials, space and in- rea 
stallation time. The Gu 


They meet the ASME code; they are designed PACKAGE 
for standardized production. Five separate sizes, Fully erected package, 
with SBI net ratings ranging from 440 to 1120 pre-wired, accessory 
square feet of water radiation. equipped, ready to set 

Investigate this new line today. You'll find it in place and connect, 


profitable to sell, easy to install, economical to use. 


December, 1°52 

















HOT WATER HEATERS 


Available as internally gal- 
vanized, high-delivery hot 
water heater. Five sizes, with 
output from 100 to 255 GPH 


Aldrich burners at 100° rise. Instant, steady 

coordinated te supply of hot water for larger 

Gulf Stream boilers homes, motels, commercial 
buildings. 





For inspection and 
maintenance — readily 
removable top jacket 
and large opening to 
combustion chamber 







Burners U.L. listed 






ALDRICH 


COMPANY 


113 WILLIAMS STREET 
WYOMING, ILLINOIS 
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Special Down-feed 
Fittings eliminated 





Different Monoflo Fittings for up-feed 
and down-feed radiators are not required. 
By revolving either a Supply Fitting or 
Return Fitting so that the riser opening 
is down, it can be used for down-feed 
radiators, 


DOMESTIC ENGINEERING 


Install a Monoflo Fitting at either the supply 
or return riser—results are equally effective 


fy 

i] ] 
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Hi 
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STANDARD TEE UP-FEED RETURN 






















B & G Monoflo Fittings enable you to design a forced hot water system with assur- 
ance that it will be correctly and efficiently circulated. That’s because the Monoflo 
Fitting is an engineered device—not just a “scoop” or “‘choke.”’ 


Under average conditions, a single Monoflo provides ample diversion capacity! In 
abnormally long pipe runs or where unusually large heating loads must be handled, 
a Monoflo Fitting may be required at both supply and return risers. Down-feed 
radiation likewise requires two Fittings. 


Here’s the important point! It would be no trick at all to build enough resistance 
into Monoflo Fittings so that one fitting would be sufficient under all circumstances. 
But remember this...every average job would then be penalized with excessive resistance! 
This is particularly true in large installations. 

So why waste power... why over-circulate one radiator in order to properly supply 
another... why take a chance on a noisy system because of excessive water velocity. 
Use B & G Monoflo Fittings—correctly designed for most efficient performance! 


Send for Bulletin DF-450 giving simplified 
Monoflo Design Table for smaller installations. 


=) BELL & GosseETT 
ee 


Canadian Licensee: S. A, Armstrong Lid., 1400 O'Connor Drive, Toronto, Canada 
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> Any gas heater will give out heat. But heat that’s quick and 
dependable... and performance that’s long-lasting . . . that’s 
something different. And it’s a difference you can sell, for it’s a 
difference that’s built right into the very heart of every Carrier 
Gas-fired Unit Heater. 


The heart of the Carrier is a tough one-piece heat exchanger 
and combustion chamber made of Aluminized Steel. Molten 
aluminum is permanently bonded to both sides of a low carbon 
steel base to form an amazing metal which is highly resistant to 
corrosion. It will take heats up to 900° F without discoloring 
and up to 1600° F with no destructive scaling. That means better 
heat, plus years of added service. 


Carrier Gas-fired model 46T, shown, is recommended for 
clean, economical heat wherever gas is available. It needs no 
that’s pipes, ducts, boilers. There’s a duct type model, too (46TD, not 
3 shown), that connects to an air distribution system employing 
di ffere nt! é a centrally located fan, and that can be used to augment cooling 
° systems to give year-round air conditioning. Both the propeller- 
fan type and the duct type models are available in 7 sizes, 70,000 
to 230,000 Btu’s. AGA-approved for all gases. 


Want to know how you can profit through a Carrier Unit 
Heater franchise? Write Carrier Corporation, Syracuse, N. Y. 


CEN dala 


AIR CONDITIONING / REFRIGERATION f INDUSTRIAL HEATING 


FOR STEAM OR HOT WATER 
Carrier propeller-fan type vertical discharge model 46S (left), Four-way Directed-flo design, recommended for 
high-ceiling buildings, in 7 sizes, 82,000 to 500,000 Btu’s; and horizontal discharge model 46U (right), 
ideal for wall installations, directs warmed air at heights up to 18 feet, in 10 sizes, 21,000 to 200,000 Btu’s. 
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.DOLE 


FA VARI-VENT VALVES 


The Dole Adjustable Vari-Vent Air justed for the desired venting speed. 
Valve offers the instant venting so nec- 1A Valves are easily adjusted for an 
essary with the one-pipe steam heating equal distribution of steam to all radia- 
system. These valves are designed for tors simultaneously. Both comfort and 
use with oil, gas or stoker-fired heat. economy can be had with mere ounces 
They can be quickly and easily ad- of steam. Write for complete details. 
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& & THE DOLE VALVE COMPANY 
H : : 1933 Carroll Ave., Chicago 12, Ill. 
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Spane CW is a Star performer 


in the University of Detroit’s 
new Memorial Building 


Built to provide facilities for sports, plays, lectures and other important campus 
activities, the University of Detroit’s new Memorial Building is the last word in 
modern, up-to-date planning. 
With a seating capacity of 11,000, this completely air conditioned, two and 
one-half million dollar structure is a major investment. Therefore, it was built 
with only the best materials ... carefully planned to give long-time service, 
free from maintenance problems. 
For instance, wherever pipe was needed—for plumbing, heating and air - peas age gee 3 . 
conditioning—reliable Spang CW Steel Pipe was installed 100%. Caden Daresy a ewer 
And there was a good reason. Spang CW is the quality-controlled pipe. Con- came: na ys va Pay. Mite 
stantly inspected through every step of manufacture and carefully controlled cial Miabas peony al id Congeny, 
during forming, Spang CW always gives complete Detroit, Michigan é 
dependability and freedom from trouble. Piping Contractor: Harrigan & Reid Company, 
Which explains why Spang Steel Pipe has just the right Detroit, Michigan 
characteristics to give easy threading, bending and cutting 
... features that speed ‘amgian time and i costs. SPANG-CHALF ANT 
So don’t just ask for pipe. Specify better Spang CW Steel : DIVISION OF THE NATIONAL SUPPLY COMPANY 
Pipe from your local Spang distributor. DMR General Sales Office: Pittsburgh 30, Pa. District 


Sales Offices: Atlanta, Boston, Detroit, Houston, 
oe Angeles, New York, Philadelphia, Pittsburgh, 
. Louis. 
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IT'S THE LAW! 


Misrepresented Facts Upset Contractor's Bid 


THE OTHER DAY a worried plumbing and heating contractor asked us 
if a property owner who has misrepresented facts to a contractor can 
be made to pay for additional work required as a result of these mis- 
representations. 

We were glad to inform him that, according to a late higher court 
decision, the answer is yes. The case we had in mind involved litiga- 
tion with a municipality, and our contractor friend became alarmed 
that this would mean that the decision would not apply to an in- 
dividual property owner. But we checked thoroughly and found that, 
in the eyes of the law, a municipality is, in a case like this, con- 
sidered as an individual. 


Here's What Happened 


Here’s what happened in the case we cited. A small city reached a 
decision to move a gas pipe line and advertised for bids. Several con- 
tractors submitted their bids, and one of them, the lowest bidder, had 
previously done a little checking on the nature of the job. 

Prior to the submission of his bid he visited the office of the mayor 
and town clerk and asked to examine the specifications. What he had 
in mind was to find out exactly how many connections were to be 
moved. 

Thus, when he was told at the mayor’s office that there were 
no specifications, he became alarmed and asked if there was anyone 
he could consult to obtain this information. They gave him the name 
of a person in charge of the gas system. 


Wrong Information Given 


This individual, upon questioning, informed the contractor that 
there were no more than 14 connections to be moved, and the bid 
was therefore based upon this number. 

However, when the contractor started doing the work it was soon 
discovered that there were several more connections than had been 
stated. He completed the job and submitted a bill for the additional 
work not covered in his original estimate. The municipality refused 
to pay and the contractor sued for annulment of contract and pay- 
ment in full. 


Contractor Recovers Full Payment 


In litigation the court held that the contractor had entered into 
the contract with erroneous information supplied by the town’s rep- 
resentative, and was thus entitled to annulment of the original con- 
tract, thus recovering payment for full value of his work performed. 

The court said: “Accordingly, it seems manifest that, since the 
town’s representative misled plaintiff with respect to a very material 
fact, he would be entitled to have the agreement set aside.” 

Citation: Sylvester v. Town of Ville Platte, 49 So. (2) 746. 
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Hapless Harry... 




















“We'll have to open it up again, doc- 
tor, I left my screwdriver inside!” 

















“There, Mrs. Bowen—when it rains I 
think you’ll have plenty of shower 
water!” 








“I couldn’t find the leak so I plug- 
ged up the vent, and presto, you’ve 
got a swimming pool!” 
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You 
SHOULD 
BE 
HERE} 





..f0 see and learn about the latest developments 


in 
At Chicago’s International Amphitheatre, from Jan. 
26-30, you'll SEE all that’s new, LEARN the latest trends nd E ATING 
and practices, GET a wealth of new ideas, and MAKE a host 
of valuable contacts during the 11th International Heating e 





Over 300 technically-staffed exhibits will provide’ an ex- 
ceptional opportunity for contractors; distributors; dealers; 


and consulting, design, and sales engineers to get a first- 
hand look at the latest products for conditioning air in all AIR 


types of commercial and public buildings, industrial plants, 

and homes... to compare hundreds of new, improved items, Oo 9d 
large and smal] . . . to find cost-saving nullebeen to problems CONDITI NIN 

by discussing them with engineering specialists . . . to get 


MONTHS AHEAD in FIVE DAYS, 


and Ventilating Exposition. VENTILATING 


Arrange now to ATTEND and BENEFIT from this exposition 


of ideas and progress; the largest of its kind ever held. 








/} Chir Conditioning xposailion INTERNATIONAL AMPHITHEATRE 
TATA INTERNATIONAL HEATING & VENTILATING EXPOSITION CHICAGO 
Under Auspices of American Society of Heating & Ventilating Engineers J A 8 2 6- 3 0 
MANAGEMENT INTERNATIONAL EXPOSITION CO. ° 




















vecember, 1952 
, 7 December, 1952 DOMESTIC ENGINEERING 37 





LEGS AND TOWEL BARS 
ALL NEW 


ALL PURPOSE _ 
















THIS LEG AND 
TOWEL BAR — 

rents TAKES CARE OF 

EVERY INSTALLATION 









TOWEL BAR ADJUSTS TO ANY HEIGHT 


Here's the answer to a lot of requests ....an all purpose 
leg and towel bar... MADE OF BRASS — to sell in the 
popular price range. Easy to instalf — full 3” adjustment. 
S-D All-Purpose legs and towel bars are the most beauti- 
ful accessory you can install in a lavatory... dresses up 
the bathroom ~ gives the lavatory a ‘‘finished”’ look that 
appeals te your customers. Use the S-D Legs and Towel 
Bars on every job...it’s simple—it's fast...it’s profitable! 







iG 

















PS. ALL THE OTHER 
© POPULAR = LEGS 
AND TOWEL BARS AR’ 
CENTURY OF 9 ia i” 






over A 
QUARTER 













TRUSTWORTHY ¥ 
seavice MANUFACTURERS OF TUBULAR BRASS PLUMBING GOODS 


SANIFLEX SUPPLIES © LEGS & TOWEL BARS 

















TRE Clarence Slade Barnet Weiner 


| “Warehouse REPRESENTED BY Portland, Oregon Boston, Mass. 








R. H. Gaebler Co. L, J. Grossman Co. Mitchell Love Co. Slaybaugh-Thompson Co. ngar ompan: 
CSA Ge Leet. Mo, Cleveland 15, Ohio ‘Philadelphia30, 2, DenversCola™™"" “PAT WS, Gomnany 
; A. $. Gibbons Co. *Sam Hexte: mrock Pibg. Sales Co. Watson Agenci 
ae | eaten. New York Gt. 6, Ohio Beverly Hills, Cal, Chicago, ilings Toronto, Canada Wee tee int, N.Y. 












G. H. ROUSE 
Stevens Mel 


H. T. KESSLER 
Tuthill Pump 


NAMES IN THE NEWS 


Tuthill Pump Co., Chicago—Harry 
T. Kessler has been appointed presi- 


dent and treasurer. 


Stevens Manufacturing Co., Inc., 
Mansfield, Ohio— George H. Rouse, 
as vice-president. 


General Electric Co., Major Appli- 
ance Division, Louisville 2, Ky —M. J. 
Hackney as supervisor of sales train- 
ing for the air conditioning division, 
and Edward L. Stehle as southeastern 
district manager of the major appli- 
ance division, with his headquarters 
in Atlanta. 


General Electric Co., Schenectady, 
N. Y.—Richard D. Tyler as manager 
of marketing and Thomas J. Kelly as 
manager of engineering for the appli- 
ance control department, headquar- 
tered at Morrison, II. 


Cutler Metal Products, Camden, 
N. J.—George Berger and Solomon 
Patsiner as sales representatives for 
the Craft shower cabinet line. 


Bernard Harris, vice-president and 
secretary of Utility Appliance Corp., 
Beverly Hills, Calif., recently went to 
the Hawaiian Islands. Mr. Harris is in 
charge of exports for both Utility and 
Mission Appliance Corp., the latter 
firm having recently sold effective 
control to Utility. Mr. Harris has been 
active in developing the export trade 
of the two companies’ products. 


National Research Council, Building 
Research Advisory Board, Washing- 
ton, D. C—Homer E. Robertson, ex- 
ecutive vice-president of the Cast 
Iron Soil Pipe Institute, has been ap- 
pointed to the advisory panel on 
plumbing. 


Bendix Home Appliances, Division 
Avco Mfg. Corp., South Bend—Jack 
Gilhooley became manager of major 
accounts with Bendix Home Applianc- 
es Sales Corp. in Chicago; Ray W. 
Fisher, district representative in Dal- 
las; Willard C. Foust as district sales 
representative; John K. Russell Jr. as 
range sales manager; James W. Riley, 
sales manager of the freezer division; 
Gerald L. Hartman as kitchen appli- 


(Please turn to top of page 61) 


















Eljer Launches Ad Program 

Eljer Co. will conduct a concen- 
trated promotion in December with 
color ads in ten national consumer 
magazines, ads in local and na- 
tional plumbing publications, and 
its own The Eljer News, which is 
distributed nationally. 

Eljer believes an estimated fifty 
million readers will see their ad 
program in the 30-day period, a 
time of year the company feels 
when more persons are indoors and 
therefore pay more attention to re- 
minders of bathrooms. 


G. E. Starts 1953 Production 


Assembly of major appliances 
has begun at General Electric’s 
new “Appliance Park” under con- 
struction at Louisville, Ky., with 
electric dishwashers the first prod- 
ucts off of the line. When com- 
pleted, the plant will include five 
buildings for the production of all 
G-E major appliances. 

Home food freezer and room air 
conditioner operations have been 
located in a specialty refrigeration 
products department at Louisville. 
The major appliance division is 


THE MONTH 


producing a dehumidifier on a test 
basis that is not expected to reach 
the market for some time. 
“Exhibit halls on wheels” were 
railroad baggage cars fitted out by 
G-E to introduce in November its 
1953 line of appliances to key dis- 
tributor personnel in sixteen cities. 


1953 Air Conditioning Outlook 

New, low-cost, year-around air 
conditioning units have made pre- 
fabricated homes with complete, 
built-in air conditioning a definite 
1953 possibility, according to Wil- 
liam A. Lake of Carrier Corpora- 
tion. The residential air condition- 
ing promotion manager told the 
Prefabricated Home Manufactur- 
ers’ Institute, meeting in Augusta, 
Ga., that his company’s single- 
package home Weathermaker could 
be incorporated in such homes for 
$600 to $800. 


Win Direct Mail Award 
A direct mail campaign by James 
and Roach, Inc., Detroit heating 
and air conditioning distributors, 
won for the firm the “Best of In- 
(Please turn to top of page 61) 


More than 300 members of the New Jersey League of Master Plumbers 
visited the Woodbridge, N. J., plant of Gerber Enterprises recently to learn 
how the firm makes its vitreous china plumbing ware. Beginning the plant 
activities, below, were, left to right, M. Stein, treasurer of the League; “George” 
Makahak, vice president; M. Eskin, New Jersey representative of Gerber; 
Pat Cohen, superintendent of Woodbridge Sanitary Pottery Division, Phillip 
Bukraba, League president and Henry Gerber, general manager. 
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VENTING MANUAL 
ready 


Send today for free copy 


METALBESTOS sno 
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MAID-O'-MIST ADAPTER UNITS CONVERT STANDARD 
— TEES INTO BALANCING VALVES 


BALANCING VALVE 

ADAPTER UNITS Maid-O’-Mist offers you a low cost unit for making up your own balancing 
valves. They are designed for the job of balancing hot water heating systems... 
easy to install ... and priced much lower than square head cocks or other types 
of shut-off valves. These Adapter Units are quickly soldered or sweat fitted 
into regular copper or bronze tees, or threaded into cast iron tees. Can be in- 
serted in side outlet or run of tee of the same pipe size to complete either a 
straightway or angle balancing valve. Simple balancing adjustment requires 
only a screwdriver. Precision made of brass and monel metals with packed stem 
construction. 


FULL FREE FLOW OF WATER THROUGH THE TEE. Since there is no inside reduc- 
tion of pipe diameter, there is no water restriction except for the balancing re- 
quired. This advantage plus low cost permits the use of additional balancing in 
a hot water system without preliminary planning. 
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Alec Easton, right, sales manager of Fraser & Johnston Co., and Lee Deinfirst, 
representative, made a trip in Deinfirst’s plane calling on accounts in Kansas, 
Kansas City and Oklahoma. They covered the territory in three days. 


News 
(Continued from page 58) 

dustry” award at the 35th annual 
conference of the Direct Mail Ad- 
vertising Association in Washing- 
ton, D. C. The campaign was 
planned and carried out by Dalton 
P. Fox, sales promotion manager 
of the firm. 

While some of the promotional 
pieces used by James and Roach 
were furnished by their suppliers, 
the bulk of the material was de- 
signed and prepared by the com- 


Hecla, Inc., instead of the former 


name of Calumet & Hecla Consoli- 
dated Copper Company. 


Jobbers Credit Assn. Meets 
Almost 1,000 members of the 
plumbing and heating industry at- 
tended the annual dinner of the 
Jobbers Credit Assn. in New York 


on Nov. 8. It was one of the best | 


attended meetings of its kind held 


by the association, drawing a num- | 


ber of manufacturers from all over 
the country as well as several of 


the officers of the other whole- | 





saler associations. 

The Jobbers Credit Assn. in- 
cludes in its membership whole- 
salers of plumbing and _ heating 
supplies operating in the New York 
City metropolitan area. This year 
its activities have been directed 

(Please turn to top of page 62) 


pany, aimed mostly at the con- 
sumer level. 


Calumet & Hecla Changes Name 

The Wolverine Tube Division has 
announced a name change as it 
concerns its parent company. It 
is now a division of Calumet & 








=, ga2 -.. 
Industry Honors Peter M. Munn 


Peter M. Munn (right) was honored recently at a dinner at the 
Rolling Green Country Club for his 60 years of service with the 
Plumbing Contractors’ Assn. of Chicago. Mr. Munn plans to retire 
as secretary of the association shortly after Jan. 1, 1953. At the din- 
ner he was presented with a clock-trophy on which was inscribed 
the record of his long work with the group. The dinner was attended 
by leaders of the plumbing industry throughout the country. Also 
attending were Chicago city officials connected with the building in- 
dustry, union leaders, and representatives of the Heating, Piping, and 
Air Conditioning Contractors Chicago Assn. 

Shown with Mr. Munn above are Roscoe L. Wagner, St. Charles, IIl., 
plumbing contractor, and Ludwig H. Koepke, Chicago contractor and 
president of the Chicago organiation. 
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Names 


(Continued from page 58) 


ance manager and Harold P. Bull as 
laundry equipment sales manager. 


Universal Major Elec. Appliances 
Inc., Lima, Ohio—Harry J. Holbrook, 
former director of the consumer du- 
rable goods division of NPA, has 
been appointed vice president in 
charge of marketing. 


F. E. Myers and Bro. Co., Ashland, 
Ohio—Hesket. H. Kuhn has been 
named a member of the board of di- 
rectors. 


Swedish Crucible Steel Co., Detroit, 
Mich.—William Balfrey becomes sales 
manager of the plastics division and 
Richard R. Rourker assistant sales 
manager. 





H. H. Kuhn 


H. J. Holbrook 


The National Assn. of Master 
Plumbers, Washington, D.C.—Oliver 
F. Erickson as executive secretary 
and John L. Sudler as assistant execu- 
tive secretary. 


W. B. Connor Engineering Corp., 
Danbury, Conn.—T. L. Smith as sales 
manager of the residential air dif- 
fuser division. 


The Connecticut Heating Trades 
Golf Association—New officers for 1953 
are: Arthur Wasserman, of Marsden 
& Wasserman, Hartford, president; A. 
J. Mongello, New Haven, vice-presi- 
dent; Nat Batter, N. Y. Plumbing 
Supply, New Haven, secretary-treas- 
urer. 


McCray Refrigerator Co., Kendal- 
ville, Ind.—Jack Canady, appointed 
sales manager of the Palmer Mfg. 
Corp., Phoenix, Ariz., McCray sub- 
sidary; George W. Benson, assistant 
advertising manager for both con- 
cerns. 


Dick Brothers Inc., Reading, Penna. 
—Don F. Brown as sales manager 
and Arthur A. Leaver as assistant to 
the president in charge of personnel 
and time study activities. 


Berger Manufacturing Division, Re- 
public Steel Corp., Canton, Ohio—C. 
K. Reynolds as manager of the newly 
created position of manager of kitchen 
cabinet marketing. John P. Kenne: 
as Boston, district sales manager. 

(Please turn to top of page 66) 














Coming Events 


Dee. 3—Annual convention of the Steel 
Kitchen Cabinet Manufacturers Assn.; 
Cleveland Hotel, Cleveland. 


Dec. 3-4—NWAHACA—339th Annual con- 
vention of the National Warm Air Heating 
and Air Conditioning Assn.; Sheraton Gib- 
son Hotel, Cincinnati. 


Jan, 11-13—NARDA—Annual conven- 
tion of the National Appliance and Radio- 
TV Dealers Assn; Conrad Hilton Hotel, 
Chicago. 


Jan. 18-22—NAHB—Annual convention- 
exposition of the National Assn. of Home 
Builders; Conrad Hilton Hotel, Chicago. 


Jan. 19-22, 1953—Illinois—Annual con- 
vention of the Illinois Assn. of Master 
Plumbers; Sherman Hotel, Chicago. 


Jan, 26-28—Wisconsin—Annual conven- 
tion of the Wisconsin Master Plumbers 
Assn.; Schroeder Hotel, Milwaukee. 


Jan, 26-30—IHVE—Annual International 
Heating & Ventilating Exposition; Interna- 
tional Amphitheatre, Chicago. 


Feb. 5-6—Indiana—35th annual conven- 
tion of the Sheet Metal and Warm Air 
Heating Contractors Assn. of Indiana; Hotel 
Severin, Indianapolis. 


Feb. 9-11—Ohio—Annual convention of 
the Ohio State Assn. of Master Plumbers, 
Inc.; Commodore Perry Hotel, Toledo. 


Feb. 19-21—Arkansas—Annual conven- 
tion of the Associated Mechanical Con- 
—— of Arkansas; Hotel Goldman, Ft. 
Smith. 


Feb. 26-28—Minnesota—Annual conven- 
tion of the Minnesota Master Plumbers 
Assn.; St. Paul Hotel, St. Paul. 


Feb. 27-28—Mississippi—Annual__con- 
vention of the Mississippi State Master 
Plumbers Assn.; Heidelberg Hotel, Jackson. 


Mar. 9-11—Nebraska—Annual conven- 
tion of the Nebraska Retail Plumbers 
Assn.; Hotel Cornhusker, Lincoln. 


Mar. 12-14—Oklahoma—Annual conven- 
tion and exhibit of the Associated Plumb- 
ing & Heating Contractors of Oklahoma, 
Inc.; Hotel Tulsa, Tulsa. 


April 9-11—Iowa—64th annual conven- 
tion of the Iowa Master Plumbers Assn.; 
Savery Hotel, Des Moines. 


April 14-15—Annual exhibit of the 
Modern Sanitation and Safety Show; Mos- 
que Building, Newark, N. J. 


April 16-18—Texas—Annual convention 
of the Associated Plumbing Contractors of 
Texas, Inc.; Hotel Adolphus, Dallas. 


April 17-18 — Tennessee — Annual con- 
vention of the Assn. of Master Plumbers 
of Tennessee; John Sevier Hotel, Johnson 
City. 


April 21-23 — California — Annual con- 
vention of the Associated Plumbing Con- 
tractors of California; Fairmont Hotel, San 
Francisco. 


April 23-25—New Jersey—Annual con- 
vention of the New Jersey State Assn. of 
Master Plumbers; Chalfonte Hotel, Atlantic 
City. 


April 23-25—Pennsylvania—Annual con- 
vention of the Pennsylvania Assn. of 
Master Plumbers; Bedford Springs Hotel, 
Bedford. 


April 24-25—Montana—Annual conven- 
tion of the Associated Plumbing & Heating 
Contractors of Montana; Florence Hotel, 
Missoula. 


April 24-25—Oregon—Annual conven- 
tion of the Portland Master Plumbers 
Assn.; Pendleton Hotel, Pendleton. 


April 24-26—Louisiana—Annual conven- 
tion of the Associated Plumbing Contrac- 
core of Louisiana; Hotel Heidelberg, Baton 

ouge. 


May 6-9—NAMP—7Ist annual exposition 
and convention; 
Kansas City, Mo. 


Municipal Auditorium, 








News 
(Continued from page 61) 


by the following officers: president, 
E. E. Basch, Regent Plumbers Sup- 
ply Co., Inc.; first vice president, 
Henry Gasner, Saltser & Weinsier, 
Inc.; second vice-president, Harry 
Schumacher, McElraevy & Hauck 
Co.; treasurer, Julius Klein, N. Y. 
Plumbers’ Specialties Co., Inc., and 
secretary, Glenn B. Van Buren. 


Mueller Honored by Italy 


Theodore E. Mueller, president 
of American Radiator & Standard 
Sanitary Corporation, has been 
honored by the Italian government 
with the Order of the Star of Soli- 
darity for his role in the recon- 
struction of Italian industry. 

The presentation was made dur- 
ing an eight-week tour of Ameri- 
can-Standard plants in Europe, on 
the occasion of the opening of a 
new vitreous china plant in Brescia, 
Italy. The plant produces sanitary 
ware under the brand name Ideal- 
Standard. It employs almost 800 
persons. 


Wholesaler Relocates Branch 
Saltser & Weinsier, Inc., Brook- 
lyn, plumbing and heating whole- 








An “Award of Merit” plaque was pre- 
sented to Penn Controls, Inc. em- 
ployees by the National Safety Coun- 
cil for one million man-hours of op- 
eration without a lost-time accident. 
R. S. Penn and J. P. Bradford display 
the award, which was presented at an 
all-plant meeting. 


salers and distributors, relocated 
its Hempstead branch in new and 
larger quarters at 635 Nassau Road, 
Corner of Northern Parkway, 
Uniondale-Hempstead, L. I., N. Y., 
in November. 


Lennox Promotes Air Conditioning 
The Lennox Furnace Company, 
Marshalltown, Iowa, will begin a 
nation-wide sales program of all- 
season air conditioning equipment 
in 1953. The new equipment was 
developed at Marshalltown and is 
being manufactured in Fort Worth, 
Texas. The line was offered only 
(Please turn to top of page 149) 


Convention Round-up 


New York... 

Twelve hundred New York City 
area leading contractors and repre- 
sentatives attended the annual din- 
ner of the Heating, Piping and Air 
Conditioning Contractors New 
York City Assn. November 12 at 
the Waldorf-Astoria. New officers 
of the association are R. Tompkins, 
president; J. A. Courter, vice presi- 
dent; W. W. Murray, Jr., treasurer; 
R. B. Miller, secretary; and A. C. 
Contardi and P. A. Collins, di- 
rectors. 


New Jersey... 

The 11th annual meeting of the 
Middle Atlantic Wholesalers Asso- 
ciation in Atlantic City recently 
was attended by about 170 whole- 
salers. The meeting was held in 
connection with the Ist national 
convention of the American Insti- 
tute of Wholesale Plumbing and 
Heating Supply Associations, Inc. 

Officers elected by the Middle 
Atlantic group were C. C. Lowry, 
Hajoca Corporation, president; G. 
A. Barker, Belfield Supply Corp., 
1st vice president; J. A. McCann, 
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Seashore Supply Co., 2nd vice 
president; and W. H. Mitchell, C. 
L. Weber Company, treasurer. 


Maryland... 

Governor T. R. McKeldin of 
Maryland visited the Maryland 
Master Plumbers convention at 
Annapolis recently. Anthony Grati- 
zano, a director of the National 
Association, was a speaker, as was 
Miss Margie Flood of American- 
Standard. Joseph Peddigrew, 1st 
vice president of the National As- 
sociation, Vincent Manas of the 
U.S. Department of Commerce, 
and Herman Johnson of the A. O. 
Smith Corp., were other speakers. 


Pennsylvania... 

A proposed Plumbing Code and 
Licensing Act for Pennsylvania 
was discussed at the mid-year 
meeting of the Pennsylvania Asso- 
ciation of Master Plumbers, Inc., 
in Harrisburg, and will be pre- 
sented to the convention in April. 
If accepted, it will be sent to the 
legislature next November. About 
200 attended the meeting. 
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Reasons Why this 
New TUTHILL FUELSTAT 


is Today's Best Buy! 













30OA5G 
FUELSTAT 


COMPACT Light in weight 


REVERSIBLE (8) UNIVERSALLY INTERCHANGEABLE 


in the fleld with standard commercial models 


VERTICAL VALVE one position— LOW POWER 
accessible for easy servicing CONSUMPTION 


6) MECHANICAL SEAL FOUR MODELS IN ONE 


Dependable, leakfree— One pump adaptable for both 
easily replaced in the field rotations and valve positions— 
reduces pump inventory 


DESIGN CONFORMITY 


Smartly streamlined 

Whether you require oil burner pumping units for original equipment 
or for replacement, it will pay you to get the complete story on this 
new Model 30A5G Tuthill FUELSTAT. Write today! 
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Tuthill pump comPANY 


939 East 95th Street, Chicago 19, Illinois 
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HAVING TROUBLE with air in hot water heating 
systems? Then you need Thrush Flow Control Valves with 
air tubes. Even a little air reduces efficiency of convectors, 
radiators or coils because of the limited volume of water Yeitten! Plow Contre! 
in a modern hot water heating system. Air from the boiler T Valve with air tube 
passes up outside the air tube into the Thrush Flow Con- 
trol Valve and is kept out of the system. 


The Thrush Flow Control Valve is used with the 
Thrush Water Circulator to provide positive control of cir- 
culation and prevent overheating. Water is passed through 
the valve to the heating units only when heat is needed. 
Various types and sizes permit quick, low cost installation 
on any job. Ask your wholesaler about them today or 
write Department A-12. 


Horizontal Valve for zoning 
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KENNEDY 


bronze globe 
and 

angle 
valves... 


7 with the right disc 
OB FITTED for every service 
































trol Valve 
TO ASSURE LONG, TROUBLE-FREE operation with easy mainten- 
w Control ance, the complete KENNEDY Line is job-fitted . . . every valve speci- 
air tube ally designed and engineered for the job it has to do. 
IN THE KENNEDY FIGS. 97 AND 98, for example, the disc is ex- 
actly matched to the job. To meet a wide range of fluid, temperature 
and pressure requirements, a variety of disc materials is available. 
Each is carefully selected for the service for which it is recommended. 
or zoning 





THE RENEWABLE COMPOSITION DISCS give longer service because 
the extra height of the raised seats utilizes full thickness of the disc 
before replacement is necessary. The disc holder swivels on the 
stem to allow uniform wear on the disc. 


THE MOLDED PACKING is self-lubricating and both Fig. 97 and 
98 can be readily repacked under full line pressure. 


THE HEAVY-WALLED BODIES are ruggedly built with full rounded 
contour. The stems are made with manganese bronze of 50,000 Ib. 
tensile strength and have unusually heavy threads. Parts are fully 
interchangeable. Sizes range from 4 to 3 inches with a working 
pressure of 125 Ibs. saturated steam. WRITE FOR BULLETIN 56. 














BUY FROM YOUR LOCAL DISTRIBUTOR 


K FF N N £ D VALVE MFG. CO. 
ELMIRA, NEW YORK 


VALVES - PIPE FITTINGS - FIRE HYDRANTS 









Names 


(Continued from page 61) 


General Controls Co., Skokie, Ill— 
R. C. Boehm as assistant manager for 
both the appliance and heating divi- 
sions. B. L. Lerch as regional man- 
ager for the midwest territory, and 
Russell Strongman as regional man- 
ager of the eastern seaboard area. 


Whirlpool Corp., St. Joseph, Mich.— 
Glenn Clark as director of manage- 
ment development and Juel Ranum 
as personnel director. 


Jackson and Church Co., Saginaw, 
Mich.—L. F. Reimann as _ assistant 
vice-president of manufacturing. 


United States Radiator Corp., De- 
troit—J. Roy Knox and E. J. Grady 
have been appointed vice-presidents 
of US. division sales and Pacific 
boiler division sales, respectively. 





C. V. Fenn 


J. M. Bickel 


Carrier Corporation, Syracuse, N. Y. 
—John M. Bickel and Charles V. Fenn 
as vice-presidents in charge of dealer 
sales and direct sales divisions re- 
spectively. 


Obituaries 


Harry G. Starr, former secretary of 
the Plumbing and Heating Whole- 
salers of New England Inc., Boston, 
died of a heart attack Nov. 6 at 
Quincy, Mass., his home. 

Mr. Starr, well known in the trade, 
was active in the formation of the 
American Institute of Wholesale 
Plumbing and Heating Supply Asso- 
ciations Inc. In a tribute to Mr. Starr, 
George T. Underwood, executive sec- 
retary of the Association said: “In a 
great measure, the American Institute 
owes its very being to Harry Starr. 
No other individual in our industry 
gave as much of himself to it as he 


did.” 

Lloyd Usilton (“Casey”) Noland Sr., 
67, president of the Noland Co., died 
recently in Colonial Hospital, Roches- 
ter, Minn. 

Marshall H. Braden, 57, one of the 
pioneers in the oil burner industry, 
and president of the Fuel-Master 


Corp., Toulon, Ill., died recently as 
the result of a heart attack following 
a short illness. Mr. Braden was a 
charter member of the Old Timers’ 








Club of the oil burner industry. 








Correction, Please! 
To the Editor: 

How can a pipe fitter squeeze 
7 ft. 10% in. of pipe fittings and 
flanges into a 7 ft. F to F allowance 
as outlined in your solution to 
Problem - of - the - Month No. 7? 
(Problem-of-the-Month No. 7 ap- 
peared in August, page 114. The 
solution appeared in October, page 
124.—Ed.) 

(1) Given dimension as 
shown on drawing ..... 6 ft. 7% in. 

(2) F to C of flange and 
5% deg. ell, using 4 plus 5 
in. nipple made up allow- 
ing 1 in. thread make up in 
ell, also 1 in. in flange... .5 3/16 in. 

(3) Offset or travel 
piece between 55% deg. 


ells—1 in. offset......... 10 3/16 in. 


Total over-all length 7 ft. 10% in. 
Please tell us how you did this. 


Illinois “Anonymous Fitters” 
Congratulations to this sharp- 


Questions 20: 
and 
Answers | 





eyed reader! Our solution was cor- 
rect but our mathematics was faul- 
ty, and we are happy to see that 
the error was detected. 

Now for the explanation. Turn- 
ing to page 124 of the October is- 
sue, it will be seen in Fig. 2 (top 
of page) that there is a measure- 
ment of 6 ft. 7% in. for the piece 
of pipe between flange and 5% deg. 
ell. It should read 5 ft. 7 5/16 in. 

In fact, on page 164 we got it 
right. The sentence: “The con- 
nection would be 5 ft. 7 5/16 in. 
from face to flange.” The error 
cropped up in translating the des- 
cription into a drawing.—Ed. 


Mysterious Odors 
To the Editor: 

Ten months ago we installed the 
plumbing and two cesspools in a 
new home. Although on the out- 
skirts of town, this work was done 


under the Los Angeles, California 
(Please turn to top of page 63) 
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Fig. 1: The above drawing further ex- 
plains the solution to Problem-of-the 
Month No. 7. It also clarifies the di- 
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mensions of the piping. (Problem-of- 
the-Month No. 7 appeared in August, 
page 114—the answer in October.) 
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A job well done, a customer satisfied, makes a valu- 
able friend for you in your community. Convection 


Heating — with Tuttle & Bailey Convectors — will 





help you make and keep many friends. Here is 
heating that provides constant, gentle circulation of 


room air... even temperature from floor to ceiling 


...no stratification, no drafts. 


Here is quick response to thermostatic control 
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CONVECTORS 





we 


with no time lag in getting the heat from boiler to 
room. Here is heating comfort at its best and fuel 


economy too. 


Tuttle & Bailey Convectors are beautifully 


styled, blend harmoniously with any interior design 


and furnishings. Packaged for easy handling too, 
To get the details, write for Catalog C9. 


IN, CONNECTICUT 








R CONDITIONING AND VENTILATING 








Q&A 


(Continued from page 66) 


code, and we considered it a fine 
job. 

Recently, however, an odor has 
been detected from the vents that 
are two feet above the roof. This 
can be smelled over an area as far 


away as 75 ft from the rouse. Oc- 
casionally, it has become so bad 


that the occupants of the house had 
to close their windows. 

The City inspectors and sanita- 
tion men were called out to check 
the job several times. They care- 
fully examined the plumbing and 
opened the cesspool. Everything 
was passed 100 percent. 


No Trees Near Home 

There are no trees near or 
around the house, nor are there 
any mountains. The nearest house 
is 125 ft away and we have also 
checked the vents on this house. 
They were OK. 

Also, the vents have turned blue 
on the outside. 

Please help us with this serious 
problem. We have done a great 
deal of plumbing in this com- 
munity over a 30 year period and 
nothing like this has ever hap- 
pened before. 

California 


To the Reader: 
Apparently—judging solely upon 
the basis of the reported statements 
of inspectors and sanitation men— 
the odor does not originate with 
the plumbing and the cesspool. 


Dead Animal in Venting? 


Thus, we must look elsewhere 
for the source. Two possibilities 
come to mind: Perhaps some ani- 
mal, such as a squirrel, large bird 
or cat, might have gotten trapped 
in the vent pipe, died, and is now 
in a state of decay. If so, the re- 
sulting odors would be intensified 
by the gases coming up the vent 
pipe from the drainage system. 
Even though you state that you 
have inspected the vent piping, 
this may still be the cause. Some- 
times a source of this sort is dif- 
ficult to detect. 


J.AS. 


Or—and this is the second pos- 
sibility—perhaps a flue from either 
the gas water heater or the heating 
plant was accidentally connected to 








Problem-of-the-Month . . . No. Il 


ks month a prize of $15 is offered for the most interesting and 
significant problem published in this department. These problems 
can be of any sort as long as they deal with some phase of plumbing, 
heating, air conditioning and appliances, and there is no limitation 
upon the number of problems which a reader can submit. Below, is 


the current Problem-of-the-Month. 


To the Editor: 

Our drawing (Fig. 2, below) 
shows a single-story, high school 
departmental building, used for of- 
fices and the teaching of home 
economics. Construction is of brick 
veneer, fully lathed and plastered. 
There is no basement, the floor be- 
ing 4-in. concrete slab. The attic 
is unfinished, without access ex- 
cept by a ceiling hatch. 

Situation: The architect’s estimates 
indicated that all funds would be 
absorbed by the construction costs, 
except for $4,800, which could be 
devoted to heating. 

Conditions: The school board called 
for a central heating plant of some 
kind, using oil, coal or gas as fuel, 
housed in the building, but so 
located as to not subtract from 
class-room, office or toilet space. 
Question: How would you heat 


this school from a central plant, 
the plant cost not to exceed $4,800? 
The total calculated load is 300,000 
Btu per hour. 

For this interesting Problem-of- 
the-Month Domestic ENGINEERING 
has awarded a prize of $15 to R. H. 
E. of South Carolina. 

Readers are invited to contribute 
their solution to this problem. And 
for the first accurate (or most 
nearly adequate) solutions pub- 
lished in this department, DomseETIc 
ENGINEERING will award to each a 
prize of $5. (For other details of 
this Contest, please see Domestic 
ENGINEERING, February, page 127.) 

Address all correspondence to the 
Contest Editor, and make certain 
that reference is made to the num- 
ber of the problem. 

In case of a tie, duplicate prizes 
will be awarded.—ED. 
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brick veneer, ful- 
ly lathed and 
plastered. The 
problem is how 
to heat it and sat- 
isfy the condi- 
tions stated 
above. 


PARTITION 





















one of the soil stacks. The mixture 
of these gases, which contain sul- 
phur, combined with moist sea air 
might act upon the vent piping to 
discolor it. 

We would suggest, therefore, 
that another careful examination 
of the vent piping be made, and that 
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all flue connections be thoroughly 
investigated. 


Cleaning Oil Burner Nozzles 
To the Editor: 

In the past we have specialized 
in gas-fired equipment, but now we 
have added a line of oil burners. 

(Please turn to top of page 153) 
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Crane-Line Furnace for Perimeter Heating 


GETS YOU IN ON THE 
GROUND FLOOR FOR SALES! 





Typical perimeter heating 
installation with ducts 
in the foundation slab. 


Because it speeds up building and cuts construction costs, 
many builders are going in for perimeter heating—a simple 
ground floor duct system with a compact, counter-flow 
furnace. 

And here’s the furnace that sets you up for your share of 
this warm-air heating business—the oil-fired Crane-Line 
Counter-Flo. 

Only 25” wide, 27” deep and 6814” high, the Crane-Line 
Counter-Flo can be tucked away in a small closet. It oper- 
ates quietly and efficiently... assures your customers of 
dependable, low cost heating comfort. Bonnet rating is 
84,000 BTU. 


UNLIMITED | a 


SALES OPPORTUNITY 


This popular Counter-Flo unit is only one of 19 dif- 
ferent warm-air furnaces in the complete Crane line. 
There are models for every kind of fuel and every 
type of home—a range of styles and sizes that gives 
you one of today’s greatest sales opportunities. 

Whether or not you are now bidding on warm air 
heating installations, it will pay you to get the facts 
about the Crane-Line. Crane makes it easy for you 
to get this profitable furnace business. For complete- 
ness, for performance—and for profits—Crane has the 
line to line up with. See your Crane Branch or Crane 
Wholesaler for details! 


CRANE CO. 





































The popular Crane-Line "'Con- 
servoil” burner is an important 
feature of the Counter-Flo fur- 
nace. Operates quietly, is 
automatic and has a “floating 
flame” which burns entirely in 
suspension enabling the heat 
exchanger to absorb max- 
imum heat. 








GENERAL OFFICES: 836 SOUTH MICHIGAN AVE., CHICAGO 5 
VALVES © FITTINGS © PIPE 
PLUMBING AND HEATING 
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‘American-Stardard 


disposer __ 
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@ Especially designed for installation with 
American-Standard sinks, this new disposer 
is also ideal for modernization as it can be 
easily fitted in any sink with standard drain 
opening. Equipped with reversible, double- 
edged shredders of rustproof chrome steel to 
prevent clogging and lengthen operating life. 
Unique safety top control makes this dis- 
poser completely safe for children to use. 
Smooth and quiet in operation, yet rugged 
enough to handle almost any shredding job. 





Aeropel 


kitchen ventilator 
AS aig 





@® Winner of two Fine Arts Awards for beauty 
and utility, the Aeropel is easily installed in 
kitchen, bathroom, laundry, or recreation 
room. Its smartly styled grille is made of 
moulded white plastic. Fan is driven by a 
totally enclosed, constant speed motor that 
is “‘whisper-quiet” in operation. Motor has 
wool-packed bronze bearings. Is suitable for 
either horizontal or vertical operation. Fabri- 
cated steel wall box is rustproof. Fan starts 
automatically when weather door is open, 
stops when door is closed. 


American Radiator & Standard Sanitary Corporation 
P. O. Box 1226, Pittsburgh 30, Pa. 


BIG 32-PAGE CATALOGUE 


Gives full details of the new 
Disposer and Ventilator, as 


SPECIAL 
DISPLAY UNITS 
d to hold full-size, — 
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floor. Available @' 


ONLY $10 EACH 


Please order from your wh 
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Bathroom 
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well as the complete line of 
American-Standard sinks, cab- 
inets and accessories. Just ask 
your wholesale distributor for 
Form No. KP-52. 


AMERICAN-STANDARD «© AMERICAN BLOWER + CHURCH SEATS & WALL THE + DETROIT CONTROLS + KEWANEE BOILERS © ROSS HEATER 
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Additional Flexible Copper 
Deerless Chrome Plated ° Unit has rubber 
provucts cone, washer and friction ring Leather Was N 
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“They almost solve 
themselves, Ma’am, 
with J-M quality 
pipe insulation!” 


Q 


k DcHoo OFFICIAL, plant superinten- 
dent, hotel manager, or home owner 

. your customers will rate you A-1 
ii you give them an efficient and 
economical answer to their heating 
problem. 

_ And it’s easy to prove with simple 
arithmetic that an investment in 
Johns-Manville quality pipe insula- 
tion is the right answer. 

Take J-M 85% Magnesia Pipe 
Insulation as an example. This J-M 
quality insulation is a structurally 
stable material that does not deteri- 
orate with age. Nor does it shrink 
significantly or distort regardless of 
the length of time it is exposed to 
heat. The snug fit and tight joints of 
a good J-M 85% Magnesia installa- 
tion stay put—and heat savings re- 
main constant for periods of 20 to 50 
years and more. 
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_—_—~ 
—_- 





Case studies are available to help 
you prove to your customers that 
while J-M 85% Magnesia may cost 
a little more at the outset, it actually 
costs far less when amortized over a 
period of years because it saves so 
much more heat and fuel. You can 
also point out how architects and 
engineers have provided more effi- 
cient and more economical heating 
systems for hospitals, office build- 
ings, hotels and apartment houses 
by specifying J-M 85% Magnesia 
Pipe Insulation. 

Johns-Manville products for the 
plumbing and heating trade are car- 
ried by leading plumbing and heating 
wholesalers everywhere. For further 
information, write Johns-Manville, 
Box 60, New York 16, New York. In 
Canada, 199 Bay Street, Toronto 1, 
Ontario. 





“You sure head 
the class in solving 
heating problems!” 




















SEND FOR THIS 
NEW 24-PAGE 
CATALOG 


Some of the 
time-tested J-M r* 
products covered in 
this catalog are 
described briefly below. 


Insulating Fire Brick for building oil burner 
fireboxes; Anti-Sweat Pipe insulation to 
prevent dripping on cold-water lines; Fireite* 
Asbestos Furnace Cement for sealing joints 
in stoves, heaters, ranges, etc.; Preshrur 

Asbestocel* Pipe Insulation for low- pres- 
sure steam and hot-water lines; Asbestoce!l 
Range Boiler Jackets for insulating verticel 
or horizontal hot water boilers; Peckings 
and Gaskets for all kinds of plumbing and 





heating applications; Trensite*’ Asbestos- 
Cement Pipe for conveying wastes from 
houses to street sewers or septic tanks; for 
venting domestic gas-burning appliances; 
and for venting soil and waste pipe. 
_ for your free copy of “Johns-Manville 
ity Products For The Pi And Heating 
par nei Ask for Brochure IN-57A. 





*Reg. U.S. Pat. Off. 


Johns-Manville INSULATIONS 











FOR BETTER PLUMBING AND HEATING SERVICE 
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You can stake your reputation on this 


NEW...LOW PRICED 


CRAMP 


FLUSH TANK LEVER 





with 
Staked-in Construction 





Here is an entirely new Crampton Flush Tank Lever at a 
new low price! And it has that famous Crampton patented 
staked-in feature that makes the stainless steel lift arm and 
the handle a solid unit to resist years of wear just like the 
more expensive Crampton levers. The handle is chrome 
plated, the corrosion-resistant lever will bend enough for 
adjustment. 

Handsomely designed and easy to install, this lever will be 
recognized immediately by Master plumbers who know the 
name Crampton means levers built for long satisfactory 
service. That’s why Crampton levers are in greater demand 
than ever for original equipment and for replacement. 
Check your stock today. 











What Staked-in 


Construction means 


to you! 


There are no screws to loosen, 

no worn-out knurls, nothing to 
“give” with Crampton staked-in 
construction. The arm and 
handle are staked together in a 
single unit. That’s why customer 
satisfaction is assured .. . why 
you can guarantee better, 
longer-lasting service than with 
any other flush tank lever. 





GRAND RAPIDS, 


MICHIGAN 


DIVISION OF CRAMPTON MANUFACTURING CO. 
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WHITNEY 


counter type 
lavatory 





Two new “Salesmen” 
to bring you high class jobs 


New Case fixtures like these do more than “sell themselves” 
to the new generation that demands extra comfort and convenience. 
They sell the contractor who suggests and installs them. Generous with 
basin area yet compact overall, the 22”x 18” Whitney is ideal 
for larger 2-lavatory bathrooms as well as small singles where counter 
space must be held down. The slanting control panel has modern 
bathroom style appeal. With pre-fitted stainless metal rim it is available 


in the full Case range of 26 colors, and white. 


In matching colors and white, the Case One-Piece Water Closet 
is now available with elongated or regular bowl. This is the only water 
closet that enables you to offer positive protection from bowl overflow 
due to accident or carelessness. In remodeling and new installation, 
the low level integral tank affords unequalled flexibility of placement. 
Construction, fittings, and trim are Case quality throughout. 





CASE® One-Piece* with Elongated Bow! 


@ For your nearest Case Distributor, look under “Case” in your 
Classified Telephone Directory ... or write W. A. Case & Son Mfg. Co., 
33 Main Street, Buffalo 3, N. Y. Founded 1853. 


Casey Line Vttwout Cina 
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At Press ian al 
Time 


AN ON-THE-SPOT SURVEY of 23 large scale builders reveals that air conditioning 
will be widely offered as an integral utility in thousands of low and 
medium-price homes in 1953. The survey, made by Chrysler Airtemp, cov- 
ered twelve major cities in the East, Midwest and South. 

The majority of homes for which air conditioning i roposed fall 
in the $12,000 to $23, 000 category. All of the builders contacted 
foresee an excellent market for low and medium-price air-conditioned 
homes. In the lower price range, air conditioning is being installed 
at somewhat less than $1,100. Larger and more expensive homes may re- 
quire a $2,500 installation. 


EXE 








REMODELING IS THE BIG MARKET for plumbing and heating. Further results of 
DOMESTIC ENGINEERING'S Bay City Survey, beginning on page 79 of this 
issue, show not only what the immediate needs of aging homes are, but 
also show what the long range remodeling potential created by these 
needs will be. 

Since these figures are representative of a typical American 
city, they can be projected to your town. This second report of the 
Bay City study tells how to do it. 


KKK 


HOUSING OUTLOOK: In a recent study submitted to the Committee for Economic De- 





COMPETITION DEMANDS THAT MANUFACTURERS spend more money for advertising in 1953. 


STEEL BOILER BUSINESS PROSPECTS: General optimism over the future of the steel 





velopment, it was pointed out that some drop in residential activity 
may be expected by 1955 as a result of low birth rates in the 1930's. 
Some time during the 1960's, though, renewed intense demand for hous-~- 
ing should occur as the high birth rate of the 1940's is felt. 
Non-farm housing starts went to 101,000 in October, reports the 
Bureau of Labor Statistics. Early reports indicate that in almost all 
regions of the country new dwelling units were being started in num- 
bers equal to or above September's volume. Increased activity was 


specially marked in larger cities. 


*e4% 


























Contractors can benefit by climbing aboard the bandwagon of these in- 
creased expenditures by putting it to work in their own business. 
A large part of these appropriations will be invested in sales aids 
that dealers can use to stimulate local business. 

A second list of manufacturers’ sales aids that are available to 
contractors in order to help their customers to buy appears on page 
117 of this issue. 


HK 


boiler industry was expressed at the fall meeting of the Steel Boiler 
Institute. 

It was reported that the number of steel boilers shipped in the 
first three quarters of 1952 is 108 percent of the number shipped dur- 
ing the corresponding period last year. Comparisons made with figures 
released by R. A. Locke, manager of the Institute, indicate that steel 
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boilers are holding their own in the competitive heating field. 


a eid 


SLATE MATERIALS HANDLING SHOW: 25,000 top management executives from 40 coun- 
tries are expected to attend the fifth National Materials Handling 
Exposition at Convention Hall, Philadelphia, next Spring. 

All six halls of the huge Convention Hall will be used to house the 


exhibits of 255 companies. 
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DON'T OVERLOOK CHRISTMAS MERCHANDISING: According to a recent estimate some re- 
tail stores do 30 percent of their annual volume during the holiday 
season! 

The figure probably does not hold true for plumbing, heating and 
appliance retailing, but people are in a buying mood and the contrac- 
tor who is armed with manufacturers’ sales aids, uses them properly 
and who promotes his best selling methods together with an aggressive 
advertising campaign will get his share of sales. 

If you haven't already done so, consider these proven methods for 
increasing Christmas business; 

1) Christmas eve or morning delivery of major appliances. 

2) Special Christmas mailings and/or gifts to prospects and cus- 

tomers. 

3) Participation in community plans and activities. 

4) Advertising that ties-in with the holiday season. 

5) Decoration of the store to help set the proper mood. 

6) Promotion of the slogan, "Give the gifts that keep on giving." 


eRe 


WHOLESALING MILESTONE: A national program for improving service to the industry 
was the objective and result of the first national convention of the 


American Institute of Plumbing and Heating Supply Assns. 
For details see page 122. 


* 





ENAMELED CAST IRON PLUMBING FIXTURES increased unit volume of shipments 21.5 
percent in the third quarter over the corresponding quarter a year ago 
and 10.4 percent over the second quarter of 1952 as computed from 
Bureau of the Census figures, according to a statement from the 
Enameled Cast Iron Plumbing Fixtures Assn. 


HEH 


REMODELING OPPORTUNITIES IN THE SOUTHEAST: Remodeling of heating in Southeastern 
homes is taking the form, almést invariably, of hot water under forced 
circulation. The reason is to be found in the construction of these 
old southern houses. 

Read this month's story (page 100) on the problems and opportunities 
i remodeling in this distinctly sectionalized area of the United 
tates. 





OH 


FANS, BLOWERS AND UNIT HEATERS: Shipments of fans, blowers and related equipment 
in the third quarter of 1952 decreased 5 percent from the value of 
shipments reported for the second quarter, reports the Bureau of the 
Census of the Department of Commerce. 

The value of orders booked during the third quarter decreased 15 
percent from the preceding quarter. 
Shipments of unit heaters and related equipment in the third quarter 


decreased 15 percent. 





ADVERTISING CORRECTION: Patco Manufacturing Company's address appears incorrect- 
ly on page 303 of our November issue. The street name should read 


Bread instead of Broad Street. 
76 
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Constructed of Copper and 
Bronze Throughout 











New parts catalog gives proof... = 
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available to Architects, Builders, on 
Plumbing Contractors, Building 
Managers, Maintenance and Speci- 
fying Personnel. See your nearest 
Eljer Distributor or write: Eljer 
Co., Ford City, Pennsylvania. 
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it Pays to speciFy ELJER renewABLe BRASS 









This is an illustration from Eljer’s new Brass Parts 
Catalog...a 24-page booklet featuring unusual service 
and reference information. It shows a quick, easy and 
accurate way to order parts. Also, it gives unmistak- 
able proof of these two facts: 









1. The premium quality and superior design of Eljer 
Renewable Brass is unequaled. 










N 


. The high degree of standardization and interchange- 
ability of Eljer Renewable Fittings assures fast, 
economical repair or replacement from a minimum 
parts inventory. 


eer 


SAAT: 








All working parts of Eljer’s two, exclusive, renewable 
units . . . for exposed and concealed body fittings ... 
are standardized. They are precision made to be inter- 
changeable today or in years to come. Worn parts can 
be replaced quickly with new-condition results. You'll 
find it pays to specify Eljer Renewable Brass. 
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Which People Are at Home? 


LAST MONTH, IN THESE PAGES, the most compre- 
hensive fact and figure gathering project of its 
kind ever attempted was described. Called the 
Bay City Story, it proved conclusively that a 
tremendous remodeling market exists for 
plumbing, heating, air conditioning and related 
appliances in all types of structures. 

The principal purpose of the story (based on 
an actual city-wide survey of remodeling needs, 
intentions and abilities to buy in the “typical” 
American community of Bay City, Michigan) 
was to open a long-term program to stimulate 
the prosperity of our industry by starting thou- 
sands of modernization jobs from coast to coast. 
“Eventually,” the lead-off editorial stated, “this 
program will change the face of America!” 

The first concrete evidence that this predic- 
tion will come true has come from Bay City 
itself. The loan officer of a lending institution 
and at least two of the city’s leading contractors 
have already reported an upswing in remodel- 
ing business. 

Manufacturers in this industry, ever alert to 
business indicators that herald a rise or fall in 
volume, also believe the modernization pro- 
gram sparked by this issue will result in in- 
creased business. 


Result Will Be Increased Business 

Typical of the scores of comments received 
from astute industry observers is the one from 
David J. Crane, vice president of Eljer Co., 
who writes: “This special issue shows that the 
remodeling business is tremendous, and it cer- 
tainly shows that this important segment of our 
industry’s volume can be increased. I believe 
you have dramatized the subject so effectively 
that it is going to make all of us more con- 
scious of the prospects we have in modernization 
work, and I definitely think it is going to in- 
crease our business.” 

The Bay City Survey, the second report of 
which is contained in the following pages, was 
planned to produce two kinds of information for 
the merchandisers in this industry. 

First, direct information on families: Number 
of persons, number of wage earners, income, 
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age of their homes, what their modernization 
buying intentions are, how they went to pay for 
their purchases, and others. 

Second, combination information in which the 
answers to direct questions are related to each 
other so that sales opportunities can be pin- 
pointed .. . permitting the smooth functioning 
of “select group selling” (see August D.E., p. 
86). For example: Homes in each age bracket 
still using hand-fired heating systems; number 
of homes with two or more wage earners and 
three children under the age of 18 with only 
one bathroom; number of farms with inadequate 
water supply planning to increase livestock 
herds or poultry flocks. These are, of course, 
only a sample of the combination opportunities 
which the Bay City Survey reveals. And with 
allowances for climate and other local factors, 
they apply for contractor-dealers from Penob- 
scot, Maine, to Pomona, California. 


You Can Apply Select Group Selling 

In the pages following you will find the pin- 
pointed “combination opportunities” that tell 
you more about your heating prospects, how 
to find them, what their needs are, how to sell 
them, how to finance their work. With them, 
you can begin to apply select group selling 
economies to your business. 

As you study the Bay City reports and use 
them to get select group facts about your com- 
munity, plan also to use the Domestic EncI- 
NEERING Remodeling Sales Kit. A letter to the 
editor will bring full details or, refer to page 
259 of the November issue. In it you will find 
everything you need to organize remodeling 
sales drives on all of the products you sell. 

The Bay City Survey was vast in concept, 
encompassing your total modernization market; 
and it is necessarily vast in interpretation and 
presentation. In fact, it will take months to 
present all of this material in usable form. With 
it, you can reappraise your planning. As one 
contractor-dealer attending the American So- 
ciety of Sanitary Engineering meeting last 
month in Miami put it, “The Bay City Story 
gives us for the first time not just the keys to 
the front doors of our prospects’ homes . . . but 
tells which people are at home waiting for us.” 
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BEFORE YOU CAN SELL you’ve 
got to know. You’ve got to know 
people and families, their needs 
and desires, their ability to buy 
and to pay. As you gain know- 
ledge of these things, you are 
able to set up your own Select 
Groups for selling your products 
and services, and to direct your 
effort with greater effectiveness. 

Start with the question: How 
many homes are there in your 
community 41 years old or 
older? In Typical Town, U.S.A. 
(Bay City, Michigan) 34 per- 
cent fall into this category, and 
the chances are, unless yours is 
a “new town,” the percentage 


ut —- Bay City Story... 


2nd REPORT—HEATING 


See, also, preceding page 


‘ 


will be about the same. Off-hand, 
you'd say all of these ought to 
be pretty good prospects for 
heating modernization, but let’s 
apply the Bay City yardstick 
further. Let’s find out about 
their ability to buy and pay, and 
their needs and desires. 


Ability to buy: 


3.6 percent of the homes in this 
age category have incomes over 
$7000 a year 


26.9 percent of them have incomes 
between $5000 and $6999 


(Income) 


51.8 percent of them have incomes 
between $2000 and $4900 


10.4 percent of them have incomes 
up to $2000 


Your Select Groups here ob- 
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viously are in the first three 
brackets, and don’t be inclined 
to consider the third bracket as 
questionable. In this group (and 
the fourth) are, of course, some 
of the “stand-stillers”—people 
who are content with their lot 
whatever it may be. But also in 
this group are the young people 
who are daily gaining more and 
more traction in their drive to- 
ward better living. They’re the 
“comers” who at the moment 
may be prospects for no more 
than a heating accessory or 
specialty. But they’re the people 
who will respond quickly to the 
economy and greater comfort 
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SURVEY REPORT 


Over 40 Years Old... 


appeal of, for example, a thermo- 
stat—the first step in the sale of 
fully automatic heat. If their 
homes are not equipped with 
central heat, they’re ready to 
listen to your story about it. 
You may have to “dream” with 
some of these people for a while 
but it will pay off next year. 

A large number of them, how- 
ever, are not only ready to listen 
to your story, but able to act 
upon it, too. They'll require 
financing, of course. Two out of 
three in all income brackets will 
buy modernization on extended 
payments, so be ready with fi- 
nance plans to help make dreams 
realities. (See November issue.) 


Ability to buy: (No. of 
Wage Earners) ; 


22.7 percent of the homes in this 
age category have two or more 
wage earners 

70.5 percent have one wage earner 
6.7 percent have no wage earners 


(retired, living on pensions, un- 
employed, etc.) 


The Select Group here is the 
22.7 percent with two or more 
wage earners. These homes 
should not be attempting to get 
along with anything less than 
fully automatic heat, yet you 
may find that some are still 
struggling with stoves or out- 
moded: space heaters. The rea- 
son? Mostly because they have 
never had pointed out to them 
the convenience and economy of 
automatic heat. Many of these 
people are driving expensive 
automobiles, own television sets, 
have nicely furnished homes, but 
do their “economizing” on ineffi- 
cient heating. 

In the second group, the 70.5 
percent having one wage earner, 
many are able to buy automatic 


heat, but like those in the first 
group, they either haven’t been 
asked to buy it, or don’t realize 
that it actually pays for itself 
twice; in actual cash, and in 
greater comfort in the home. 


Ability to buy: (Occupa- 
tion of the homeowner) 
19.2 percent of the homes in this 
age category are owned by persons 
in professional and semi-profes- 
sional occupations 


9.3 percent are proprietors or ex- 
ecutives of businesses 


15.5 percent are in sales and cleri- 
cal work 


32.6 percent are skilled craftsmen 
or foremen 


14.5 percent are operatives (trans- 
portation employes, etc.) 


11.9 percent are in service, (hotel, 
restaurant, etc. employes) 


7.3 percent are laborers 
The Select Groups here are 
craftsmen and foremen; profes- 
sional and semi-professional; and 
those in sales and clerical occu- 
pations. 
Don’t conclude that the skilled 
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Here Is Your Heating Market in Homes 


craftsmen are also “handymen” 
who might undertake to do their 
own work. Most of these know 
the necessity for having the right 
man do the job. What many do 
not know is that heating can be 
modernized at a cost that is sur- 
prisingly low when factors of 
economy of operation are 
weighed against Wage 
earners in this classification are 
making high wages now and are 
likely to be more interested in 
heating modernization than the 
average “non-technical” person. 


cost. 


In the professional and semi- 
professional classification, you 
will likely encounter people who 
want to modernize but have just 
been too busy to think about it. 
Aim economy, convenience and 
comfort appeals at this group es- 
pecially. Get their interest and 
you've got a sale. 

In clerical and sales are sound 

(Please turn to top of next page) 
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(Continued from preceding page) 
people whose work and “outside- 
the-home” interests frequently 
cause them to relegate home 
modernization planning to sec- 
ond or third place in their busy 
schedules. It takes appeals that 
include economy, comfort, con- 
venience, and “impression” or 
“prestige” to get them to realize 
that modernization should be 
topmost in their thinking. 


Needs: (Number of Rooms, 
Nuinber of Persons) 


4 


No. of aaa % No. of Persons ¢ 
5 


13 3 16.6 
6 24.4 4 21.2 
7 20.7 5 19.2 
8 18.1 6 10.9 
9ormore 20.7 7 3.6 


In homes 41 years old and 
older, the greatest percentage 
have 5 or more rooms. Obvious- 
ly, the more rooms, the greater 
the need for more efficient heat; 
the greater the need for better 
insulation, too. Many of these 
homes are snugly built but in 
some the years have taken their 
toll and when you talk heating 
modernization, it is well to check 
for heat leaks. A few of these 
homes have already remodeled 
their heating but not in recent 
years. They'll appreciate a 
check-up in which you tell them 
why certain rooms are hard to 
heat and what can be done to 
correct the condition. Sales ap- 
peals to homes in this age cate- 
gory might well center around 
that single question: Do you 
have rooms that are hard to 
heat most of the time? 


More People a Factor 


The more people living in a 
home, the greater the need for 
efficient heating, too, although 
one or two persons can be just 
as uncomfortable in a cold house 
as seven or eight. Where there 
are school age or younger chil- 
dren in the home, heating effi- 
ciency becomes a simple health- 
protection must. Older people, 
too, require dependable, uniform 
heat. 

Knowing the number of per- 





sons in the home leads to know- 
ing the ages of those people. 
Families with youngtsers need 
little to make them aware of 
the health hazards of inefficient 
heating. What many of them do 
not know is that modernizing is 
far less costly than continuous 
illness. Make your appeal on 
heat strong on the health count 
for both children and grown-ups, 
and couple it with economy and 
convenience urges. 


How Old a System? 


Needs: (Year Heating 
Plant Was Installed) 


Year Installed Percentage 
1948-1952 23.8 
1943-1947 16.1 
1938-1942 11.4 
1933-1937 5.2 
1928-1932 3.1 
1927-1933 1.6 
1918-1922 3.1 
1913-1917 1.0 
1908-1912 1.6 
1907-1880 4.7 
Don’t know 29.0 


In all probability, Select 
Group No. 1 in this line-up are 
the “don’t-know.” When a home 
owner doesn’t know what year 
the heating system was _in- 
stalled, it’s pretty nearly certain 
it’s an old one. Morever, his lack 
of knowledge indicates a lack of 
interest that clearly points the 
way for some sales effort. The 
question: Do you know how old 
the heating system in your home 
is? provides the theme for homes 
in almost all age brackets. It 
might begin to get home owners 
thinking, especially if it is fol- 
lowed with facts about the im- 
provements that have occured in 
heating in very recent years, 
improvements which spell econ- 
omy and convenience beyond re- 
sistance. 

But look at the above figures 
again. Almost five percent of 
the homes have heating systems 
dating to 1907 and before! You’d 
have a tough time trying to sell 
those people a 1907 automobile 
or a rug for the floor that had 
been in use that long. Why do 
people continue to pay in money, 
comfort and convenience for 
something they don’t have? Why 
do some of them insist that an 
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ancient heating system is “all 
right”? 

Part of the answer will be 
found in the brilliant appeals 
that are made to these people 
by manufacturers of and dealers 
for automobiles, television sets, 
furniture, etc., etc. The con- 
tractor-dealer can well afford to 
follow the lead of many manu- 
facturers of heating equipment 
and keep pounding away at the 
modern appeals for better liv- 
ing, more healthful living, more 
economical living. 

Needs: (Have Not Remod- 

eled, Plan to Remodel) 

69.9 percent of the homes (41 yrs. 

old and older) have not remodeled 

30.1 percent have remodeled 


21.8 percent plan to remodel with- 
in two years 


31.6 percent do not plan to re- 
model 


46.6 percent don’t know whether 
they’ll remodel or not 


Here’s prime Select Group in- 
formation. Study it carefully. 
69.9 percent have not remodeled 
their heating! 46.6 percent don’t 
know whether they’ll remodel 
or not! In the latter group, it’s 
probably safe to say they’d re- 
model if someone would only 
ask them—show them reasons 
why it’s a good idea. And there’s 
that 21.8 percent who are plan- 
ning to remodel. That’s business 
waiting for you. 31.6 percent do 
not plan to remodel. That’s what 
they think. You can change their 
minds for them with well-di- 
rected sales effort that gets them 
conscious of the economic bene- 
fits of efficient heating. 


They Pay More Each Year 


It’s a strange thing but a lot 
of people think that a heating 
plant never wears out, or they 
just don’t notice the gradual de- 
cline in efficiency from year to 
year, or maybe they just accept 
it and let it go, never realizing 
that along with the inconveni- 
ence and discomfort, they are 
paying more and more each year 
to get less from old equipment. 

Every one of the homes in the 
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something fixed, so solidly at- 
tached to the house that it can- 
not be changed. 

Or, and this is a very common 
attitude, they feel that as long as 
the heating plant continues to | 
operate it is adequate. They have 
never known the comfort and 
convenience of truly modern 
heating, and they have not yet 
become convinced of its many 
very obvious advantages. 





Direct the Sales Appeal 
This inertia, this resistence to 
change, should be the chief tar- 
get in any remodeling campaign. 
Teaching these people to want | 
modern heating is the first step | 
toward selling them. And they | 
can be taught if sales appeals are 
directed precisely to them. | 
What are they like? 
First of all, 46.4 percent of | 
families living in houses 31 to 40 
years old are composed of four or 
more people. In 22.4 percent of 
cases there are two or more wage 
earners in each family. 


When Both Parents Work 
The latter fact is especially sig- 


nificant in that it points up the 
great need for automatic heating. 
With both parents working, op- 
erating an ancient heating plant 
becomes a difficult problem. Al- 
so, the fact that both parents are 
working indicates a better than 
average ability to pay for mod- 
ern automatic heating. 





Financing is a problem with 
many of these people, for 65.6 
percent of them have incomes of 
less than $5,000 per year. How- 
ever, 26.9 percent of them are 
employed as craftsmen and fore- 
men, and 35.8 percent fall into 
the white collar and executive 
group. | 

This means that, as a social 
group, they instinctively desire | 
the better things of life, in this 
case modern heating, and that | 
sales appeals should take this 
important fact into consideration. | 
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Here Is Your Heating Market in 
Homes 21-30 Years Old... 


THESE HOMES WERE BUILT in 
that period which straddles the 
Great Depression. They are not 
excessively old, but the state of 
the heating system is open to 
question. 

That they are, generally speak- 
ing, in good condition architec- 
turally means that the owners 
will probably be receptive to re- 
modeling suggestions. In many 
cases, the homes themselves have 
been remodeled, but the Bay 
City Survey revealed that 75 
percent of these heating plants 
have never been touched. 

It is significant that 19.6 
percent of this group stated that 
they did intend to remodel their 
heating plant. This matches 
closely the 19.7 percent who do 
not have central heating. (These 
are probably homes constructed 
during the Depression and never 
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Hete are the facts abo@ fang 
homes 21-30 years old 


remodeled.) And 32.1 percent 
are still hand-fired. 

Again, the percentage of grav- 
ity air is high—41.1 percent. And 
there are four times as many 
gravity hot water systems as 
forced flow. These facts reveal 
that a limited budget dictated the 
heating system in most of these 
cases. However, the financial 
condition for this group has 
changed considerably by now. 

In this group, 41.1 percent 
have incomes larger than $5000 
per year. This makes them a 
better than average remodeling 
market, for their ability to pay, 
when measured against the na- 
tional average, is relatively high. 
(In fact, income-wise, this is the 
best of all groups.) Almost one 
in four families have two or 
more wage earners... again 
pointing up the ability to buy. 


4 


who veg { vA 














¥ 


mW ¢) 
Ait be & LW, 
i rj 






yp 


MORE THAN NO AUTO- 
$5000 INCOME MATIC HEAT 





\ i 






































percent 


of grav- 
ent. And 
AS many 
tems as 
ts reveal 
tated the 
of these 
financial 
yup has 
y now. 
percent 
an $5000 
them a 
nodeling 
r to pay, 
the na- 
ely high. 
lis is the 
nost one 
two or 
. again 
o buy. 














Here are the facts about families who live i 
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Here Is Your Heating Market in 
Homes 11-20 Years Old... 


ALTHOUGH THE HOMES in this 
group are relatively new, 25.9 
percent of families expressed an 
intent to remodel their heating 
system within the next two 
years. This percentage is larger 
than that of any other group. 

This fact can be explained in 
several ways. For one thing, 
many of these homes were built 
during the late thirties on limited 
budgets. And as is all too fre- 


quently the case, the cost was 
sliced off the heating plant. A 
significant number of _ these 
homes are heated by stoves (8.6 
percent), and 35.8 percent of 
them have gravity warm air. 
Another factor contributing to 
the fact that a larger percentage 
of this group intends to remodel, 
is that, as a whole, the people in 
these homes are younger than 
in other groups. Also, 73.8 per- 
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cent of these families have one 
or more children. Both of these 
factors make them much more 
susceptible to remodeling ap- 
peals. They are modern in their 
thinking and have a natural con- 
cern for the children’s health. 
This gives the clue to the ap- 
peal needed to sell even more of 
this group on remodeling. Health 
and efficiency should be stressed. 
Also, heavy emphasis should be 
placed on a completely auto- 
matic system, for 12.3 percent of 
this group have two or more 
wage earners in the family and 
little time remains for fussing 
with old, inadequate heating. 


MY MOST INTERESTING INTERVIEW... Related by the Bay City Researchers 


IF YOU THINK that making a survey is a matter 
of picking up refrigerated facts and bloodless 
figures with some sort of mathematical ice tongs, 
or if you think that survey interviewers have a 
magical way of turning human beings into yes 
and no robots, you should talk to any one of the 
40 Domestic ENGINEERING and Northwestern Uni- 
versity reporters who conducted the Bay City 


survey. 


At first glance, it may be a little difficult to see 
how the sheaf of somewhat technical questions 
propounded by the editors of Domestic ENGINEER- 

(Please turn to top of page 187) 
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Here Is Your Heating Market in 
Homes 0-10 Years Old... 


THESE ARE THE HOMES built 
during the War and shortly after. 
To the heating contractor this 
means that, in many cases, the 
heating system could stand re- 


Pau. BUNYAN, FABLED FIGURE 
of the American northwoods, 
boss lumberjack of all boss 
lumberjacks, performed his most 
prodigious feats in the Saginaw 
Valley country around Bay City. 
As early as the 1830’s, the timber 
barons of the east were begin- 
ning to move into the rich for- 
ests of Michigan, buying what 
seemed to be limitless stands of 
glorious white pine, 70 feet high, 
for as little as $1.25 an acre. 

It was in the 1830’s that the 
first white settlers—Joseph and 
Mader Tromble, Indian traders 
—built a cabin some three miles 





modeling, even though it is rela- 
tively new. Material shortages 


strongly influenced design and 
quality, and frequently the cus- 
tomer could net buy as complete 


Remember When ? 








a new system as he desired. 


Often, too, the customer had 
to take the kind of heating plant 
the contractor had in _ stock, 
which might not have been what 
was desired. Houses were often 
poorly constructed and poorly 
insulated. All these facts mean 
heating troubles. 

A great many of these homes 
were built with the intent to re- 
model and add more and better 
heating equipment later. Some- 
times this was dictated by short- 
ages, in others by limited budg- 
ets, or a combination of both. 

Now, however, conditions have 
changed, and, although these 
homes are new, many of them 
are still among the contractor’s 
best prospects for heating re- 
modeling. The offer of a heating 
survey would be one logical ap- 
proach for this group. A large 
number report trouble with their 
heating system, rooms hard to 
heat, etc., and thus such an offer 
would be certain to arouse in- 
terest. These people have had 
cause to wonder about. their 
heating plants, and they would 
like to know what to do. 

Thus, these homes, although 
modern, are lively prospects for 
heating remodeling. And, inso- 
far as ability to pay is concerned, 
they rate high . . . 29.2 percent 
earn $5,000 or more each year. 





Here's what plumbing was like in Bay City at 
the turn of the century... 


upstream from where the Sagi- 
naw River enters Saginaw Bay. 
They were Bay City’s pioneers. 
In 1857, the settlement’s first 
general store was opened at a 
time when there were no more 
than a dozen frame buildings. 

By the close of the Civil War, 
however, Bay City had grown to 
a thriving 7,000. Paul Bunyan 
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and his roaring crews had ar- 
rived and with them came the 
scores of sawmills that lined the 
river’s banks. The lumberjacks 
(the term, logger, was as yet un- 
known) were a fiery-throated 
army when they stormed into 
town after the winter’s work in 
the woods. ’Tis said it took as 
many saloons to slake their 
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thirst as it took mills to plane the logs they felled. 

In 1882, the whining saws cut more than one 
thousand million feet of lumber, though, one 
authority places the great period of Michigan’s 
lumbering days between 1862 and 1880 with “Bay 
City and Saginaw the busiest communities in 
the state.” From Bay City came lumber for 
eastern, western, and southern markets. The 
stout logs cut from the Michigan forests made 
wooden pipe for many cities throughout the 
country and, of course, for Bay City itself. 

Lumber was moved out of the bay country by 
every available means of transportation. The 
floating raft was one such means. The largest 
one ever to leave the bay country was made up 
of two million feet of oak and a million feet of 
cork pine to support it. It was 1,000 feet long 
and required 16 days to tow it to Buffalo. 


Led All States in Lumbering 


As late as 1890, Michigan still led all states in 
lumbering activity but the end was already in 
sight. The great forests that had been acres of 
giant green diamonds were cut to acres of stumps, 
and Paul Bunyan’s men were moving westward. 

At the height of its lumber prosperity, Bay 
City witnessed the building of homes that showed 
a considerable diversification of architectural in- 
fluence. Some of these were simple, comfortable, 
well-built structures of clapboard, mostly two 
stories in height, with ample room and privacy. 
In the interiors were to be found heavy timber 
framework, reminiscent of European homes. They 
combined the best features of the European with 


_ the stately beauty of Early Colonial. 


But Bay City also saw many homes of the post- 
Civil War architectural “reign of terror” go up. 
These were marked by elaborate, costly, and 
superfluous scroll and ornament. Thousands of 
them still remain throughout the country. These 
were the homes of narrow windows, high ceilings 
and swirling drafts, but they were castles in their 
day. Numbers of them still survive in Bay City, 
last evidences of the wooden wealth of a gaudy, 
roistering past. 


Lumber Industry Slacks Off 


Between 1890 and 1910, the mills began to close 
down. Bay City’s days as “the lumber queen of 
the world” were numbered. Its population fell off, 
business slackened, and the town entered a period 
which threatened to make it a ghost town. Soft 
coal mining, commercial fishing, the production 
of salt, the development of the great Dow Chem- 
ical interests, and shipbuilding interests, and ship- 
building contributed to its life after lumber activ- 
ity ceased. 

It was in 1905 that the De Foe brothers estab- 


lished a small shipbuilding concern where they 
constructed small pleasure craft. In World War 
I, this business took a leading part in the produc- 
tion of harbor mine planters and other craft. 
During World War II, Bay City’s shipbuilders 
turned out scores of transport and fighting ships. 
The struggle to attract new and diversified in- 
dustry has been a long, at times discouraging, but 
on the whole, successful one. Today, Bay City 
with an urban population of 55,000 is a city of 
substantial homes, solid business and industry, a 
progressive program of civic improvement, and 
a lively interest in the things that make for 
greater living comfort and efficiency. 
(Please turn to top of page 181) 


OLDEST MASTER PLUMBER in the Bay City area is 
83 year old Charles E. Mulholland, center. He contributed 
much of the information in this article to Domestic 
Engineering interviewers who are shown with him here. 





MIDNIGHT OIL was burned by Domestic Engineering 
reporter Jim Malone in his search through historical 
documents for background on Bay City’s colorful history. 

















HOW MANY OF THESE HOUSES ARE 


Ir WE Wish To Usz the statistics from 
the Bay City Study for the purpose of 
getting a better idea of the potential 
market for durable goods and plumbing 
and heating supplies, we must do so by 
assuming that Bay City represents an 
average United States city. 

About 52 percent of the homes in 
Bay City have been built since 1919, 
as compared with approximately 54 
percent in the entire U.S., as reported 
by the 1950 Census of Housing. 
And, although the Census of Hous- 
ing reports 26.2 percent of all urban and 
rural non-farm dwelling units without 
private toilet and bath, only about 2 
percent of the owner-occupied homes in 
Bay City are without toilet and bath 
facilities. In other words, if there is 
a modernization potential in the bath- 
rooms of Bay City, there should logical- 
ly be a greater potential both for in- 
stalling and modernizing bathrooms in 
the homes of the country as a whole. 


How to Apply the Survey Results 

If anyone wishes to apply the results 
of the Bay City study to determine a 
probable national market, he may do 
so by using either the estimates of the 
1950 Census of Housing, which says 
there were 45,875,000 dwelling units in 
the United States as of April 1, 1950, 
or he may use the 53,000,000 spending 
units which the Federal Reserve Board 
estimated were in existence in 1952. 

The number of units of various kinds 
of durable goods which may be pur- 
chased for urban and rural non-farm 
homes in the next two years is shown 
in Table I. These figures are obtained 
by applying the Bay City percentages 
to the 1950 Census of Housing estimate 
of 39,390,000 urban and rural non-farm 
dwelling units. 

If we wish to apply the Bay County 
farm percentages to the 6,485,000 farm 
dwelling units, which the 1950 Census 
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of Housing estimated on April 1, 1950, 
the result we get is shown on Table 2. 

The 1952 Federal Reserve Board 
survey of consumer finances esti- 
mated that there were almost 53,000,000 
spending units in the United States. A 
spending unit was defined as follows: 
“Spending Unit is all persons living in 
the same dwelling and related by blood, 
marriage, or adoption, who pool their 
incomes for major items of expense.” 


How Big Is the Market? 

If the urban and non-farm spending 
units have the same relative distribu- 
tion as the urban and non-farm dwell- 
ing units, (in relation to rural farm 
houses,) the total number of urban and 
non-farm spending units would be 45,- 
505,000. The total number of rural 
farm spending units would then be 
7,495,000. 

The writer makes no claim that the 
Bay City survey results are all applic- 
able to these 53,000,000 spending units. 
It is logical to assume, nevertheless, 
that each of these self-sufficient family 
units is a prospect for some of the dur- 
able goods in the list shown in the 
tables. Table 3 simply applies the ob- 
tained percentages from the Bay City 
study to the 45,505,000 urban and rural 
non-farm spending units. 

Similarly, if the Bay City percentages 
are applicable to the 53,000,000 spend- 
ing units of the Federal Reserve Board 
Survey, Table 4 shows durable goods 
that may be purchased in the next two 
years by the 7,495,000 farm units 
throughout the country. 

It must be remembered that the pre- 
liminary reports of the 1950 Census of 
Housing and the Federal Reserve 
Board Survey of Consumer Finances 
are based upon usual sampling pro- 
cedures and must be examined with 
full allowance for a reasonable sam- 


(Please turn to center of page 90) 
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Noted research authority 
shows how to use the Bay 
City Survey as a yardstick 
for measuring the plumbing, 
heating, air conditioning 
and appliance remodeling 
potential in the homes of 


Anytown, U.S.A. ... 


TABLE I 
1950 Census of Housing 
Preliminary Report, April 1, 1950 
Total Urban and Rural Non-Farm 

MERI, SUNG Cg hs ei nhletea’s ebb dade d0% 39,390,000 

Durable goods which will be purchased for Urban 

and Rural non-farm homes in the next two years 
% Homes Two Year Potential 

Number of Units 


1. Automatic Washer.... 11.4 4,490,460 
2. Conventional Washer. 6.2 2,244,218 
3: Dishwasher ......... 3.0 1,181,700 
ES a re 6.6 2,599,740 
5. Clothes Dryer........ 11.8 4,648,020 
6. Electric Range....... 3.0 1,181,700 
OS 5.2 2,048,280 
8. Window Air 

Concdiioner? ... 61.5%. 18 709,020 

Additions to Urban and Rural Non-Farm 
Bathroom Desired Now 
% Homes Number of Units 

WO 3 eu we oak deus oe 7.5 2,954,250 
pe ee ea eee 11.4 4,490,460 
ME. Sav ceaeeees 52 2,048,280 





By DR. C. L. ALLEN 


Director of Research 
Northwestern University 


Dr. Allen is shown here as he dis- 
cussed results of the Bay City Sur- 
vey before the recent meeting of 
the Central Supply Association. 


TABLE I 
1950 Census of Housing 

Preliminary Report April 1, 1950 

Total Farm Dwelling Units ............... 6,485,000 
Durable goods which will be purchased 

for farm homes in next two years 

% Farm Homes Two Year Potential 
Number of Units 


1. Automatic Washer.... 10.2 661,470 
2. Conventional Washer.. 4.6 298,310 
3. Dishwasher .......... 1.9 123,215 
G0 Aa 0 
5. Clothes Dryer......... 8.4 544,740 
6. Electric Range........ 3.7 239,945 
(el oO 2.8 181,580 
8. Window Air 

Conditioner. ..6664:«.; 1.9 123,215 

Additions to Bathrooms Desired Now 
% Farm Homes Number of Units 

OME choices bak aedeas 2.8 181,850 
BT) ae ee 2.8 181,580 
ea ae 4.6 298,310 


(Tables continued on page 90) 
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C. S.A. MEETING GETS FIRST REPORT OF BAY CITY STUDY 


THE RECENT MEETING of the 
Central Supply Assn. held in 
Chicago provided the setting for 
the first public report of the 
Bay City Survey results. 

Speaking before the group, C. 


told members and guests that to 
the best of his knowledge this 
was the first time that penetrat- 
ing information of this type had 
been gathered and made avail- 
able to the entire plumbing and 
heating industry. 








L. Staples, editorial director of 
Domestic ENGINEERING, empha- 
sized the point that the experts 
have known for a long time that 
remodeling represents a_ tre- 
mendous, uncultivated market, 
but until Domestic ENGINEER- 
ING’s city-wide survey in Bay 
City, no one has known just 
how big it really is. 

Dr. C. L. Allen, director of re- 
search for Northwestern Univer- 
sity, who conducted the survey, 





(Continued from bottom of page 88) 
pling error. The Bay City data must be similarly 
interpreted and used with full knowledge of the 
limitations of the sampling process employed in 
securing this information. 


TABLE III 
1952 Federal Reserve Board Survey of 
Consumer Finances 


Total Pochawis Units ois covey cweeceees 53,000,000 
Total Urban and Non-Farm (Est.)** ..... 45,505,000 
7,495,000 


Total Farm (Est.)** 
Durable goods which may be purchased for Urban 
and Rural non-farm homes in the next two years 

(If Bay City percentages are applicable to 53,000,000 

spending units) / 


% Urban Homes 


ee ee | 


Two Year Potential 
Number of Units 


1. Automatic Washer.... 11.4 5,187,570 
2. Conventional Washer.. 6.2 2,821,310 
3. Dish Washer.......... 3.0 1,365,150 
ge EE ene ree 6.6 3,003,330 
5. Clothes Dryer........ 11.8 5,369,590 
6. Electric Range........ 3.0 1,365,150 
eS ee 5.2 2,366,260 
8. Window Air 

Conditioner .......:.:.. 18 819,090 


Additions to Bathrooms Desired Now 
(If Bay City percentages are applicable to 53,000,000 
spending units.) 
% Urban Homes Number of Units 


NN ncs, bos ew aoe es 3,412,875 
Os ee ee es 11.4 5,187,570 
ae eee 5.2 2,366,260 


*Total number of Spending Units as estimated in the 
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GRE FP Staples, D. E. Editorial Director 


1952 Federal Reserve Board Survey of Consumer 
Finances. 

**Estimated on basis of percentage of Urban and 
Rural Non-Farm, and percentage of Rural Farm 
Homes, 1950 Census of Housing. 





TABLE IV 
1952 Federal Reserve Board Survey of 
Consumer Finances 


Total Farm Spending Units (Est.)* 7,495,000 


Durable goods which may be purchased for farm 
homes in next two years 
(If Bay City percentages are applicable to 53,000,000 
spending units.) 
% Farm Homes Two Year Potential 
Number of Units 


1. Automatic Washer..... 10.2 764,490 
2. Conventional Washer.. 4.6 344,770 
3: Mish Washer... 26.5.3. 1.9 142,405 
ae Perr eee t eee 0 
5. Clothes. Dryer........ 8.4 629,580 
6. Electric Range........ 3.7 277,315 
1, SOB 66 oa ches 2.8 209,860 
8. Window Air 

Concitioner : 4.6569 1.9 142,405 


Additions to Bathrooms Desired Now 
% Farm Homes Number of Units 


Ces sihaaieacheokaaee 2.8 209,860 
AMAVOROTEES © ioc cA Shea 8% 2.8 209,860 
TRUMNON 4 oc vi cowedee 4.6 344,770 


*Based on Federal Reserve Board Survey of Con- 
sumer Finances estimate of 53,000,000 Spending 
Units, and the 1950 Census of Housing estimated 
percentage of rural farm homes. 
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‘al Farm ; 
Krager Does It with 

of 

7,495,000 - Wall tile and floor covering are no longer a sideline 

— : with this contractor. They now open the way to 50 per- 

3,000,000 ' cent of his remodeling business... 

-otential 

f Units 

90 Wuen Cart Kracer, head of U. S. Tile and 

70 Plumbing Co. of Bay City, Mich., talks kitchen 

05 or bathroom remodeling wtih a prospect, he’s 
always shooting for the complete job and, more 

30 often than not, gets it! 

15 For Carl, in addition to his quality plumbing 

50 and heating work, has gained recognition as a 

05 floor covering and tile specialist. And, according 
to Carl, his “specialty” pays off handsomely. Last 

y year the sales on this portion of the business 

of Units alone accounted for approximately 50 percent of 

30 his annual volume. Add to this the number of 

50 (Please turn to center of page 92) 

10 

of Con- 

pending At left: A Bay City interviewer is shown looking over 

timated the attractive floor covering display which occupies a 
prominent spot in U. S. Tile and Plumbing Company’s 
shownroom. Note wall tile installed on store counter. 
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(continued ) 








Any prospect for a floor covering or wall; 
tile job is also a prospect for a complete 
remodeling job, says Carl Krager. Here he 
shows a sample from his display of floor 
tile. Note the waxes and cleaners on top. 





Carl telis a Domestic Engineering inter- 
viewer how he uses this “idea book” (sup- 
plied by a manufacturer) to help close 
remodeling sales. Prospects can easily 
visualize how their own room will look. 








(Continued from bottom of page 91) 
complete kitchen and bathroom 
remodeling jobs that resulted 
directly from his “tile entree” 
and you really have something in 
the way of a nice remodeling 
business, or rather Car] has. 

Actually, his sales pitch works 
two ways; if he is following a 
plumbing or appliance lead, he 
always brings up the question 
of new floor covering and wall 


tile; or, if his lead is on tile, he 
also makes a bid for the plumb- 
ing work, as well as carpentry 
and electrical work. 

His overall operation is, of 
course, geared to handle the 
whole job. Let’s take a repre- 
sentative case and see the actual 
progression of events and the 
work itself. 

The lead came from a phone 
call in response to a newspaper 
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ad on kitchens, The housewife 
was interested in a “lazy-susan” 
type cabinet for her kitchen. 
Before seeing his ad, she had 
called several places around 
town with no luck. “Did Mr. 
Krager have something that 
would show her how it would 
look in her kitchen?” He cer- 
tainly did and would be glad to 
have her come down to the store 
and look over the model kitchen 
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display. Thus, the entree was 
established. They talked kitch- 
ens in general and Car] offered 
to go out and look at the pros- 
pect’s kitchen. Incidentally, she 
had been somewhat impressed 
with the colorful floor covering 
and tile display in the showroom. 

Once on the spot, or in the 
kitchen, the Krager sales pitch 
is underway. The technical as- 
pects of a remodeling job are 





kept in the background. Cus- 
tomer convenience and pride of 
ownership are stressed more 
than actual products. The ques- 
tion of whether the kitchen is 
actually to be or not to be 
remodeled is avoided as long as 
possible. Instead, the emphasis 
comes in pointing out some of 
the advantages the kitchen has 
as it is and how they could be 
improved by doing thus and so. 
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This colorful showroom display features a model bathroom complete with one of U.S. Tile and Plumb- 
ing Company's tile installations—Carl’s specialty. Here he points out some of the refinements of the job 
and explains that careful attention to the small details is an important part of every installation. Carl is 
a perfectionist and his insistance that every job be “just right” has played an important role in building 
his business. Advertising from satisfied customers, he feels, is one way to assure repeat business. 


Again, to do it or not to do it is 
not the question. “There are 
several good possibilities in a 
kitchen like this,” Carl tells the 
housewife. “For example, you 
might like something like 
this...” And he proceeds to 
explain what he has in mind. 
Before the prospect can come up 
with a definite yes or no, Carl 
has gone on to say, “Or, on the 
(Please turn to top of page 184) 











TO 
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DAMPER 
REGULATOR 


This conventional, 





Modernizing | 





Part One 
of a Series 


hand-fired, gravity flow 


heating system is ripe for remodeling. (The 
drawings are courtesy of H. A. Thrush and Co.) 


jes Bay City Story, in defining 
the large outlines of the heat- 
ing modernization market, was 
selective in that it revealed sales 
opportunities for different kinds 
of heating. And one of the most 
significant facts uncovered was 
that 45.7 percent of hot water 
systems are gravity flow. 

In other words, almost half of 
all existing hot water systems 
are ripe for modernization. 
Many of them are powered by 
hand-fired boilers; 60.5 percent 
of them have no low water pro- 
tection; and a significant per- 
centage have one or more rooms 
which are difficult to heat. (See 
also “Bay City Story . . . Second 
Report,” page 80.) This, then, 
is the market for conversion to 
forced flow heating. 

But who are these prospects? 

The families who own these 
gravity flow wet heating systems 
fall into several categories. Some 
live in 50-year old homes that 
are large, rambling, and often 
difficult to heat. Others live in 


smaller 30-year old homes, and 
many more live in modest 
neighborhoods that mushroomed 
during and after the last War. 
Many of them are already listed 
in the heating contractor’s old 
customer file, and a search for 
these prospects should logically 
start at this point. 

One of the best methods for 
gaining entree’to these homes is 
by use of the free heating sur- 
vey. This gives the contractor 
an opportunity to examine the 
heating system thoroughly, to 
accurately evaluate its efficiency, 
and to come up with the solu- 
tion to the customer’s heating 
problems. Checking back on jobs 
already installed is, first of all, 
good public relations, and it is 
also one of the best possible ap- 
plications of selling effort; for 
old customers, having once 
bought, are easier to sell again. 

The Bay City Story revealed 
clearly that families are recep- 
tive to suggestions on how they 
can remodel their heating sys- 
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If the heating contractor employs the 
principles of select group selling, he 
can tap this large market for convert- 
ing gravity flow to forced flow systems 


tem. A surprising number of 
owners of wet heat systems did 
not know what was involved in 
converting to forced circulation. 
Nor did they fully appreciate 
what such a conversion could 
mean to them in terms of added 
comfort and health, fuel savings. 

In most cases, an actual se- 
lection of the heating system had 
not been made. The system had 
been purchased with the home, 
and little thought had been given 
to its performance, save in a 
negative sense. That is, they were 
aware of its inadequacies (in 
most cases), but they had not 
thought positively of what could 
be done to make it a better, more 
efficient system. 


Financial Conditions Change 


Others had purchased a gra- 
vity flow system without a clear 
idea of its difference from forced 
flow heating. With many of 
those who had built their own 
homes, a low budget determined 
the type of heating selected. 
However, the financial situation 
is rarely constant, and a large 
proportion of these families 
could now manage a better sys- 
tem, and are interested in doing 
So. 

In the case of structures 20 
years and older, the systems 
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were in a large percentage of 
cases inadequate. Sometimes the 
house itself had been remodeled, 
rooms had been added requiring 
that the heating mains be ex- 
tended to supply additional radi- 
ation. Thus, the strain on an al- 
ready old heating plant was con- 
siderable, and it was small won- 
der that various rooms were 
difficult to heat. 


The Market Is There 


To the contractor who is ag- 
gressively interested in remodel- 
ing, these facts mean that this 
market, proven large by the Bay 
City Story, has not been even 
scratched, much less adequately 
developed. To the majority of 
families possessing gravity flow 
wet heating systems, the concept 
of forced flow conversion was, 
in a sense, alien. For one thing, 
these families did not understand 
the difference such a _ heating 
system would make in their 
lives ... they had not been edu- 
cated to desire such a change. 
Although one family in five in- 
tends to remodel their heating 
system within two years, by far 
the majority still regard the heat- 
ing system as something fixed, 
something attached to the house 
that must remain as it is from 
now on. 

Another deterrent to the full 
development of this market has 
been the tendency to sell pieces 
of equipment instead of a kind of 
heating, a way of life. Far too 
many conversions have stopped 
with the addition of an auto- 
matic firing device . . . and no- 


_ Gravity Flow Wet Heat Systems 


thing more. Or a barely adequate 
pump and a minimum of con- 
trols. And these sales fell far 
short of completeness in most 
cases because (1) only equip- 
ment was sold .. . the emphasis 
being placed on the item itself 
and not what it would mean in 
the lives of the family; and (2) 
because no comprehensive fin- 
ancing plan (to insure buying 
up) was easily made available. 

In the past there was some 
small excuse for this sales pat- 
tern in that it was not known 
just how large the market was, 
where it was, and of what it 
consisted. But now, since the 
Bay City Survey, such is definite- 
ly not the case. Now, for the 





first time, the tested principles of 
Select Group Selling can be ap- 
plied to these wet heat pros- 
pects. They can be educated to 
desire a fully automatic wet 
heating system, and they can 
be sold without the lost motion 
of former years. For now it is 
possible for the contractor to ac- 
curately locate them in his own 
town. Now, even before he rings 
the bell, he knows something of 
the people on the other side of 
the door. And if he wisely and 
imaginatively uses the facts pre- 
sented in this and the November 
issue, he can locate these doors 
with a minimum of effort. 

The prospects for wet heat con- 

(Please turn to center of page 184) 


The sketch below shows what the heating contractor can add to a gravity 
system to make it completely automatic, forced flow. If the selling em- 
phasis is placed on a way of life, the customer will be more apt to buy. 


HIGH PRESSURE 
RELIEF VALVE 
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Robertson’s 
Department Store, 
South Bend, Ind. 





These suspended units (above and below) are typical 
of the kind installed in Robertson’s Department Store. 
No sales area could be spared for air conditioning 
equipment. In all, 17 such units were required for 
cooling the seven-story structure in South Bend. 
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Air Conditioning 


Because no sales space could be given 
up, the placement of the air condition- 
ing units, ducts and heavy equipment 
became a serious problem on this job 


By MAURICE E. FINE 
Consulting Engineer 
Chicago, IIl. 


| ‘espe air conditioning to any existing multi- 
story structure poses several problems. Since 
the initial architectural design was not under- 
taken with such an addition in mind, the place- 
ment of equipment and ductwork is usually dic- 
tated by existing conditions. 

In the case of Robertson’s Department Store of 
South Bend, these customary problems were in- 
tensified by the store’s individual requirements. 
First of all, the owners could not afford to give 
up a square foot of sales space for the location of 
the air conditioning and refrigeration apparatus. 
(This fact alone decisively influenced the design 
of the system to be installed.) Secondly, the in- 
stallation had to be made without interfering 
with the conduct of business. Also, the appear- 
ance of the equipment, ductwork and piping had 
to blend with the store’s decor and arrangement. 
And finally, the initial cost of the installation and 
the operating expense had to be kept as low as 
practical. 

The store itself occupies a structure consisting 
of seven stories and a basement, comprising 114,- 
000 sq ft of sales space. It was erected in 1904, 
altered in 1940 and enlarged to its present size in 
1946 when the seventh floor was added. The 
interior has gone through several stages of mod- 
ernization. 

The store has an extremely variable occupancy 
in each department (due to seasonal business and 

(Please turn to top of page 98) 
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Since no space in the basement could be spared (this is a merchandis- The control panel is located in the 
ing area at Robertson’s), it was decided to located the centrifugal penthouse with the centrifugal water 
refrigeration machine and pumps in a penthouse on the roof. A cool- chiller (shown below) and the pumps. 


ing tower (to be seen behind penthouse) was constructed. Equipment 
was hoisted to the roof with a truck crane (a distance of 90 ft). 
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The crowd above, typical of congestion around a sales 
table, posed another problem in designing the air con- 
ditioning system. It had to be flexible enough to take 
care of these variable loads which can occur in any area. 


Space Is the Problem... 
(Continued from bottom of page 96) 


the conduct of special sales during which certain 
areas may be crowded with customers), and the 
departments fluctuate in size and arrangement 
and are even relocated on different floors. For 
these reasons (and because of the requirements 
previously stated) the unit type air conditioning 
system, with a central refrigeration plant supply- 
ing chilled water to the coils, was chosen as being 
the most flexible to meet changes in load. 


Each Floor a Problem 

In addition, the tightness of space and the lim- 
ited number of locations where units could be 
permitted called for careful study of each floor 
as an individual problem. With the exception of 
the basement, where one of the units was a floor 
type and was located in the rear utility room and 
the seventh floor where the unit was located in a 
sales training room, the suspended type of air 
conditioning units were used. 

A total of 17 air conditioners were required, 
with two units serving the basement, first, second, 
third, fourth and fifth floors, three units for the 
sixth floor and one each for the second floor annex 
and the seventh floor office area. The sixth floor 





ABOUT THE AUTHOR 
Maurice E. Fine is associated with the engin- 
eering and architectural firm of A. Epstein and 
Sons, Chicago. He designed the air condition- 
ing system described in this article and served 
as superintendent for the project. (Hosler and 
Pierson, Fort Wayne, Indiana, were the air con- 
ditioning contractors.) His design work on the 
air conditioning system of the International 
Amphitheatre, Chicago, has gained him national 





recognition. 











received three units since it contained, in addi- 
tion to the sales area, a large dining room and a 
beauty parlor. 

Factory built air conditioning units were used. 
These consisted of two multiblade squirrel cage 
fans, a six row chilled water coil, a single row 
heating coil of the steam distributing type, face 
and by-pass dampers, and air filters of the high 
capacity, cleanable type. Each unit has its own 
system of ductwork to distribute air throughout 
the portion of the floor which it is designed to 
serve. 

Each unit was provided with an outside air con- 
nection directly to the outside wall (except in a 
few instances in which a common air intake duct 
was extended through several floors to serve a 
number of units). 

The water coils were designed to cool air from 
84 F dry bulb and 69 F wet bulb to a temperature 
of 59 F dry bulb and 58 7 wet bulb with water 
supplied to the coils at 45 F and leaving at 55% F. 
The area of the coils is based on 550 fpm face 
velocity maximum and the pressure drop through 
the water circuit was limited to 9 ft. 

The first floor presented a serious problem in 
locating the air handling units. This floor included 
a mezzanine which extended around the sides and 
the back of the store, with the center occupied by 
escalators. The total air capacity required for the 
floor was 29,000 cfm. 

Two suspended units handling 14,500 cfm each 
and with a combined weight of 10,000 lbs, were 
located over the revolving doors of the store en- 

(Please turn to top of page 199) 


The colored area in the picture below shows the place- 
ment of two large air conditioning units of the suspended 
type. These units serve the ground floor and mezzanine. 
Enclosure also serves as plenum for return, outside air. 
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Henry Wright says unit ventilators. 





OLTAIRE, who had some- 

thing to say about the value 
of free discussion, would have 
been delighted with the debate 
recently held before the Illinois 
Chapter of the American Society 
of Heating and Ventilating En- 
gineers. 

At this, the first (October 13) 
chapter meeting of the 1952-53 
season, and with over 200 mem- 
bers and guests in attendance, 
two of the industry’s experts ex- 
pressed their own personal views 
on the best way to heat and ven- 
tilate the schoolroom of today. 

Henry Wright, technical con- 
sultant for Herman Nelson Di- 
vision, American Air Filter Com- 
pany, argued for unit ventilators. 
S. Alan Baird, consulting engi- 
neer of Peoria, Illinois, got in 
some heavy punches for the cen- 
tral system. 

In discussing the advantages of 
the unit ventilator, Mr. Wright 
described its function as provid- 
ing separate air for each class- 
room, eliminating ductwork, 
providing proper temperature 
despite rapid variations in sun 
and wind effects, and providing 
some recirculation of air. He 


HOW DO YOU HEAT 
AND VENTILATE SCHOOLROOMS ? 


Which will do the job best, unit ventilators or a cen- 


€ 
e 


tral heating system? Here’s what two experts said 


emphasized that the principal 
problem in a modern schoolroom 
is often one of cooling, even in 
relatively cold weather, because 
of solar heat gain, heat from 
lights, the occupants, etc. 

In Mr. Wright’s opinion it is 
important that the heating equip- 
ment have sufficient capacity to 
bring unused rooms up to their 
proper temperature quickly—for 
example, rooms which are per- 
mitted to cool during weekends. 
In additon to providing ventila- 
tion or outside air as specified by 
laws, the unit ventilator must in- 
troduce large amounts of air for 
cooling, and Mr. Wright indi- 
cated that air discharge temper- 
atures range from 55 to 150 F. 
He stated that the high velocity 
air discharge directed toward 
the ceiling permitted air mixing 
in the overhead. 

In outlining the advantages of 
the central system, Mr. S. Alan 
Baird began by tracing the his- 
tory and development of central 
heating and ventilating systems 
for schoolrooms and he agreed 
that the early systems were un- 
satisfactory. In his opinion, how- 
ever, the modern central system 
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is not only satisfactory, but is 
the best way to heat and venti- 
late the classroom. Such a sys- 
tem, he said, should have enough 
radiation to take care of all heat- 
ing requirements and should 
have modulating controls. 

In speaking of the various ad- 
vantages which the central sys- 
tem provides, Mr. Baird said that 
the installation cost is no greater 
than that for a unit ventilator 
system, and that power costs are 
no greater and frequently less. 
Weekend heating was described 
as a simple matter because only 
the radiation need- be used. It 

(Please turn to center of page 200) 





S. Alan Baird votes for 
central heating. 
























By ROBERT H. EMERICK 


Consulting Mechanical Engineer 


Charleston, South Carolina 


REMODELING OF HEATING in Southeastern homes 
is taking the form, almost invariably, of hot water 
under forced circulation. Since new building fre- 
quently seems to favor warm air, because of the 
summer cooling possibilities, the decision to use 
hot water for rehabilitation appears at first view 
to be contrary to area preference. The reason is 
to be found in the construction of these old south- 
ern houses. The studding and bracing of the 
frame buildings does not accept warm air ducts 
readily, consequently the contractor cannot place 
his ducts either where they should be, or size them 
properly, unless extensive alterations are made. 


Selves Two Major Problems 

By contrast, hot water piping can be and is, run 
exposed, a practice that makes for installation 
savings. In addition, with forced circulation, a few 
Hawaiian wiggles in the system are not fatal to 
good heating. And for good measure, insulation 
for hot water piping is not applied at shocking 
cost. The net result of all this, of course, is that 
rehabilitation of heating in the old houses means a 
hot water installation. 

Commercially, modernization is solving two 
major problems. First of these, is the introduc- 
tion of summer cooling to the stores and offices. 
Second, is the rejuvenation of ancient steam heat- 
ing systems. 

The introduction of cooling ducts makes possi- 
ble the introduction of heating coils also, with a 
consequent removal of ancient, trouble-filled 
piping, and the recovery of radiator spaces for 
more profitable purposes. 

Nearly all of the steam piping observed in 


REMODELING 








There is a definite trend to hot 
old Southern mansions and com- 


southern buildings dates back to the youth of 
steam heating, when many rash guesses and out- 
landish theories of piping arrangements were 
made by the “experts.” Water hammer, air bind- 
ing, piping corrosion, water pockets, and chronic 
no-heating in numerous radiators, have been the 
gremlin offspring of these “by guess” and “by 
hearsay” unions. Now, the lack of comfort has 
become intolerable as the years brought deteri- 
oration to already crochety systems, and today’s 
contractors and engineers are finding much work 
in creating efficient heating where efficient heat- 
ing has never been known. 

Industrial plant remodeling is concentrated 
largely in the boiler room. Most southern states 
require no licenses or the demonstration of pro- 
ficiency for boiler plant operators. Cheap labor on 
the coal pile, therefore, has been the rule, and the 
cheaper the labor, the more desirable it has 
seemed to the eyes of management. Boiler plant 
personnel, therefore, sometimes include the semi- 
blind and the illiterate, and what they do to a 
half-million dollars’ worth of powerplant equip- 
ment is providing scattered but substantial jobs 
for local contractors who know the waste of 
leaky pipe lines and of uncovered hot surfaces. 


Study Is Under Way 

Contractors in conjunction with engineers, or 
alone, are making studies of various forms of fir- 
ing for industrials, and an order for a changeover 
is coming through often enough to make the 
studies desirable. This situation will become more 
intense as natural gas lines bring that fuel to 
more and more different areas. In Charleston, for 
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water heating in the modernization of 


mercial buildings, says this authority 


example, natural gas for industry is expected to 
arrive within the next two or three years, and 
already the local public utility company is pro- 
moting its use to local industry. The changeovers 
undoubtedly will load local contractors with 
work, 

The general rule for industrial modernization, 
as far as contractors are concerned, is simply this: 
Keep in contact with your local industries, recog- 
nize current and prospective desirable improve- 
ments, and you will be Johnny-on-the-spot when 
these improvements are authorized. 


Some Typical Jobs 

Here is a summary of representative remodel- 
ing in the Charleston, South Carolina area, which 
illustrate both the nature and the magnitude of 
this market. 

(1) Roper Hospital. Three 250 horsepower boil- 
ers converted to oil firing from coal. Various 
improvements to piping, insulation, automatic 
boiler room control equipment. Approximate 
cost, $20,000. 

(2) Young Women’s Christian Association. In 
main building, the installation of a new steam 
boiler, regrading of the steam mains and re- 
turns, installation of new traps, new air vents 
and new radiators. In the three auxiliary 
buildings, varying in size from two to four 
stories, replacement of space heaters with a 
forced circulation hot water heating system, 
complete. Approximate cost, $12,000. 

(3) Grace Church. In the church, the replace- 
ment of gas fired radiators with a forced 

(Please turn to center of page 180) 
































TYPICAL SOUTHEASTERN REMODELING JOBS 














Part Two of a Series .. . 





Financing Made Easy... 
the Mail-Order Way! 





IMPROVEMENTS YOU 
CAN BUY ON TIME 
TO BEAUTIFY YOUR HOME... 





shew J \ 
[Teondations \ 
l repoired obout $3 


ABOVE FIGURES ARE ATE MONTHLY 





Whether it’s o small repair fob of extensive Don't delay any longer...use ovr ABC Budget 
remodeling or installation work, have itdone now Payment Plan... payments erranged to fit 
... enjoy the comfort of needed improvements your income...and you don’t start payments 
while paying for them on easy monthly instalments. until the work is completed to your satisfaction, 


We are ready to help you with plans and valuable 


intormation. Come in and talk it over. 


W.C. Husfeldt Plumbing & Heating 





106 E. Washington 








Husfeldt runs newspaper ads like the one 
shown here to build remodeling volume. The 


ad mats are prepared by Allied Building Credit. 














Mrs. Husfeldt, who works in the office, pre- 
pares to answer a phone inquiry from a pros- 
pect who saw remodeling ad in the newspaper. 
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A Finance Pian for home moderniza- 
tion in which all transactions are handled 
rapidly by mail is building remodeling 
volume at the rate of $10,000 a year for a 
domestic engineering dealer in Momence, 
111. 

As mentioned briefly last month (see 
page 177, November), the plan is offered 
by Allied Building Credits Inc. of Los 
Angeles and is carefully tailored to fit the 
specific requirements of plumbing and 
heating contractor-dealers. The plan calls 
for the use of just three forms (see follow- 
ing pages) for the customer to fill out. 
The contractor is not bothered with collec- 
tion worries since ABC assumes this re- 
sponsibility. He also gets merchandising 


helps as part of the package deal. 


Mail Order Plan Builds Volume 

The dealer, W. C, Husfedt, expects his 
remodeling volume to show a healthy in- 
crease in the year ahead through use of 
this mail-order plan. 

Husfeldt, who has been in the plumb- 
ing and heating industry about 20 years, 
likes to make a specialty of remodeling 
and modernization jobs for his customers, 
some of whom either can’t or don’t want 
to pay cash immediately, and it builds im- 
portant volume for his store. He completes 
about 75 such jobs per year; hopes to hit 
100. 

Because of his good experience with the 
ABC plan of financing modernization 
sales, Husfeldt is a big booster of this 
method. In 20 years of doing business he 
has experimented with other methods of 
financing, but likes ABC best. 

He handles the credit arrangements via 
mail with the west coast firm’s Chicago 
office. 

The front part of Husfeldt’s store, which 
is operated under his name, is a display 

(Please turn to top of page 104) 
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| When Both High and Low Pressure Steam 
: is Wanted... the Answer is the Same 
- 








STEEL BOILERS 


The design and equipment of today’s boiler rooms often includes 
provisions for generating both high and low pressure steam as well as 
\ provision for future expansion. 

\ In the St. Francis Cabrini Hospital two Hi-Pressure Kewanees and one Low- 
Pressure Kewanee, for gas firing, were installed .. . providing a battery of boilers 
capable of producing some 15 million Btu hourly. The 
two high pressure Kewanees are each rated at 109 hp. 















With this large steam output .. . plus the fact 
that every Kewanee will efficiently produce 50% 
more-steam than guaranteed by its rated capacity... 
additional steam requirements can be filled 
by the boilers already on the job. 


KEWANEE-ROSS CORPORATION 


Division of American Radiator & Standard Sanitary Corporation 


KEWANEE, ILLINOIS 





x Luis. sia at A A A 


* AMERICAN BLOWER © CHURCH SEATS ¢ DETROIT LUBRICATOR «© KEWANEE BOILERS ¢ ROSS HEATER © TONAWANDA IRON 











FINANCING MADE EASY... 





(Continued from bottom of page 102) 

room for bathroom fixtures, big ticket appliances 
such as washers, ranges, kitchen cabinets and the 
like, most of it is plainly marked with the ABC in- 
stallment merchandising tags. These tags give in 
easy-to-read lettering, the monthly payment, 
usually on a 24 tor 36 month contract, rather 
than the full list, or cash price. 

Such a method of pricing is advantageous, 
Husfeldt and other ABC credit users have found, 
in that it enables persons who might consider 
themselves “out-of-the-market” to find they are in 
the market for a big ticket remodeling job when 
they see the monthly payments on a 24 month 
basis or longer. 


Good Conversation Pieces 

These merchandising tools of ABC, are good 
conversation pieces, Husfeldt has found, and 
frequently start talk that ultimately results in 
a sale—and usually a sale of several hundred 
dollars or more. 

As indicated in the November issue of Domestic 
ENGINEERING, the big potential remodeling mar- 
ket, if properly exploited by contractor-dealers 
who merchandise modernization jobs on install- 
ment contracts, can help push 1953 sales sub- 
stantially ahead of 1952. 

Dealer Husfeldt, recognizing adequate financ- 
ing as one of the most potent sales tools available 
today, works very closely with the Chicago 
branch of ABC. 

Taking a Domestic ENGINEERING reporter in 
tow on a tour of a typical installation, Mr. Hus- 
feldt showed us a home where complete bathroom 











The prospect is invited to the Hus- 
feldt showroom where she sees kitch- 
en and appliance displays and talks 
over plans for her own new kitchen. 





and heating remodeling installations had been’ 


made. These installations included a lavatory, 
shower, bathtub and water closet—a “package” 
job, costing somewhat under $1,000 for the bath- 
room, and a new furnace at about $500. This is 
“big ticket” business, Husfeldt points out, but to 
the purchaser this sale appears in terms of month- 
ly payments of approximately $45. 

How does dealer Husfeldt garner such business? 


Don't Keep Finance Plan A Secret 

First“ he makes no secret of the fact that he 
is set up to handle credit business on the ABC 
plan. Use of their merchandising tags attracts 
interest from shoppers and passersby, and he 
keeps his eye open for remodeling jobs as new- 
comers arrive in the community and acquire 
older homes. 

Husfeldt outlined for Domestic ENGINEERING 
readers, step-by-step, the “mechanics” of a typical 
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After two or three home calls Husfeldt 
closes the sale. Here, Mrs. Husfeldt 
and customer go over financing details. 


modernization job handled through ABC. 

First, the “customer” who initially doesn’t con- 
sider herself in the market for a remodeling job, 
on her home, that is, drops into the store to buy 
a toaster or small electrical item. 

Noting a sign which gives the price of a kitchen 
sink, cabinet and disposer on a monthly basis, the 
prospect becomes interested enough to ask why 
the price is so low. Husfeldt explains that the 
amount is the approximate monthly payment, 
spread over a year and a half, for that amount of 
kitchen equipment, and offers to go to her home 
and make an estimate. 

When this is done, the prospect and her hus- 

(Please turn to center of page 106) 
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E IT COUNTS 
WHY REVERE COPPER WATER TUBE 


IS PREFERRED BY — 


Architects, Builders, Plumbing& Heating Contractors 


EASY TO BEND 
Saves Time 
Revere Copper Water Tube 
is easy to bend. Soft temper 
can be bent hand to meet 
+ + ell on bi Aiel Hard 
temper by tiie bending tools. 






















Architect: Kinne & Pennock—Utica, N. Y. Assoc. Architect: 
Robert Trowell—Rome, N. Y. Mechanical Engineer: Malcolm 
B. Moyer—Syracuse, N. Y. General Contractor: Peter Reiss | 
Construction Co.—Brooklyn, N. Y. Plumbing Contractor: 
O’Shea Supply Co., Inc.—Rome, N. Y. 


When Government regulations curtailed the use of copper 
water tube a while back, many plumbing and heating 
contractors, instead of taking a handy substitute, still 








knocked themselves out trying to stretch what copper they HANDY LENGTHS 
could use to cover the permitted applications where the Save Fittings... Labor 
use of copper was most vital. There must have been a Revere Copper Water Tube 
reason for this. There was. comes in straight lengths of 


There are some spots in building construction where 20’ in hard and soft tempers. 
rustable materials have no place. Water lines is one of 60’ me of = yep saa 
them. And in a 180-apartment project such as Liberty SS ee 

































on9 . . aay _ ded 
Husfeldt Gardens, it’s mighty important that piping be non-rusting, tai SOLDER OR 
Husfeldt long-lasting, easy to install. Revere filled the bill with COMPRESSION FITTINGS 
g details, 16,000 ft. of Revere Copper Water Tube for hot and cold Need Less Work Room 
water setvice and supply piping in sizes ranging from . Save Metal 
4’ to Y2". No worry about wrench room 
: Now, with restrictions eased, and quantities permissible when you use Revere Copper 
1’t con- without allotments greatly increased, there isn’t any reason —— with ante fit- 
a : , : ings. Compression fittings can 
ng job, why your next job can’t have the many lasting benefits of ax ts ek Mo Ceaeiinn 
to buy Revere Copper Water T ube for hot and cold water lines, is necessary with either type 
radiant panel heating, underground service lines, process- fitting. Wall thickness of tube 
: ing lines, and waste stack and vent lines. See the Revere used can thus be less than for 
sitchen Distributor nearest you today. And, if you have technical threaded pipe. 
sis, the problems, he will put you in touch with Revere’s Technical NON-RUSTING 
k wh Advisory Service. Rustable pipe eventually clogs 
y as shown in drawing at top 
at the right. Non-rustable Revere 
yment my Copper Water Tube suffers 
unt f no loss of flow or pressure 
0. h t bottom right. 
tote COPPER AND BRASS INCORPORATED polis nteniiee ety. 
Founded by Paul Revere in 1801 aced be made fer rust ac 
230 Park Avenue, New York 17, New York cumulation with Revere Cop- 
r hus- Mills:Baltimore,Md.; ‘Chicatvand Clinton I ;Detroit, Mich.;Los Angeles per Weter Tube. 
and Riverside, Calif.; Ni edfo , Mass; Rome, N. Y.— 


Sales Offices in Proncipal Gite, Distributors Everywhere 
SEE REVERE’S ‘‘MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 




















FINANCING MADE EASY... 


Only three forms are needed under the ABC plan. The first, shown below, is the credit ap- 
plication form which is filled out and signed, then mailed directly to local ABC office. 















































The second form is the promissory note and must be filled out in ink or typewritten, then 
signed by all makers. This is merely an agreement to pay ABC until the job is paid for. 























(Continued from bottom of page 104) 

band, who only makes $90 per week before taxes, 
stop in the store to discuss the installation. 

Husfeldt, after outlining the methods of pay- 
ment, recommends buying it on the ABC plan 
and has Mr. fill out an application, which is 
called the ABC “budget payment plan” and pro- 
vides for allocation of the total amount on the 
basis of so much down, and a monthly payment 
for a given period, in this case 18 months. 

















Next is the promissory note, which is merely 
the agreement of the prospect—now turned cus- 
tomer—to pay to ABC the amount agreed until 
the merchandise is paid for. The third form is 
a job completion certificate, which is merely a 
slip of paper the customer signs when dealer 
Husfeldt has completed the work. 

Upon receipt of this completion certificate, ABC 
pays dealer Husfeldt in full, and the customer 

(Please turn to center of page 108) 
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Make extra Profit with CH 


ATH ENCLOSURE 
New low prices enlarge your market—increase your profit! Now sell this 
beautiful, practical enclosure to every homeowner with a tub shower! 
Now fits every 5 or 514-foot recessed tub! Thousands already sold—big 
consumer advertising program now building countless new customers. 
ASK your Wholesaler or write your nearest FIAT plant rODAY! 





FIAT METAL MANUFACTURING COMPANY e@ Franklin Park, Ill. (Chicago suburb) @ Long Island 
City 1, N. Y. @ Los Angeles 63, Calif. @ In Canada: Porcelain and Metal Products Ltd., Orillia, Ont. 















FINANCING MADE EASY... 


The third form is a completion certificate which the customer signs when Husfeldt has 
completed the work. This is mailed off to the ABC office and Husfeldt receives his money. 





(Continued from bottom of page 106) 


makes his payment direct to the nearest ABC 
local office, in this case, Chicago. 

“It’s that simple,” Husfeldt explained. “Unlike 
some other methods of financing where numerous 
and lengthy forms are required, ABC utilizes just 
three documents to accomplish the same purpose.” 


For customers who can qualify, ABC also offers 
financing under Title I of FHA, whereby the 
payment is guaranteed by the government. Car- 
rying charges are somewhat less on this plan, but’ 
more forms are necessary and it takes a little 
longer to get clearance, it was explained. 

To help him handle both credit and cash sales, 
Husfeldt employs three fulltime workers and in 
peak periods calls on three more, to augment his 
work force during the busy season. 

“We'd like to have a dozen people and could 
use them, if they were available,” said Mrs. Hus- 
feldt, who assists her husband in the business. 


Average Credit Sale About $650 

Concerning his credit business, Husfeldt said 
that the average credit sale is about $650, with 
the cost of jobs running from $250 or $350 all the 
way up to $2,500. 

Momence itself is a community of only 2,643, 
give or take a few persons either way, but Mr. 
Husfeldt’s establishment serves an area in a 50- 





mile radius of his store, which is relatively small 
in size in relation to its volume. The store, front- 
ing on 50 feet of one of the main business streets, 
is about 100 feet deep. 

Momence and the trading area surrounding it 
is a fertile field for credit business, and although 
quite a few of Mr. Husfeldt’s customers are cash 
customers, there are occasions when they may 
need to be accommodated with time payment 
contracts for the purpose of home improvement. 


Good Business from Farmers 

Most of their customers—better than 50 per- 
cent, Mrs. Husfeldt claims—are rural customers 
and occasionally must be accommodated with 
installment sales on purchases made before the 
crops are harvested. This means that Husfeldt’s 
reaps a good credit business from among the 
rural dwellers who are undertaking extensive 
modernization. 

Unlike some technicians who were placed in 
entirely unrelated fields during their wartime 
service, Mr. Husfeldt spent his time in the Navy 
as a chief shipfitter and was in charge of the 
plumbing and heating installations at Guam 
Hospital, among other assignments. He was cited 
for meritorious service by the commandant of 
the U. S. Fleet, Pacific area, for “skillful per- 
formance of duty.” A plaque to this effect is 
displayed on the wall of his shop. 
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We don't ask you to 


"pardon our brass’ § ? 





do their jobs well. 
th us most of 


their jobs..-2% 
r leadership 


Some of them 


“brass” to tell you 
we've built up ou 


@ it takes 2 lot of 


what kind of fittings and brass goods to 
puy. Most of you have been in the pusi- the 40 year 
ness 4 good while and pretty well know in the plumbing jndustry- 
what you want. We sincerely believe that the perform: 
But when you're as sure of your prod- ance and dependability of our products 
ucts as We are, what might sound boast- will stimulate more business for those who 
ful is simply 4 statement of facts. arecity"American Sanitary That’s why 
We've got alot of brass “it unusually the slogan this box means business - 
complete line of top quality brass goods We're jucky, too, because our , 
puilt for long service by skilled craftsmen central location makes our het 
in our shops. To tell you the truth, we re complete line of brass goods 2 
pretty proud of the men who turn out our and fittings speedily available to 
products. They know their jobs...they like distributors in all parts of the country: 
this box Central location 
SD * We don’t ask you to“pardon our brass” 
in telling you what products to use in 
your business - We rnow that wit 
American Sanitary you won't have to 
apologize for our brass to your customers. 
to serve you better 
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HO has not read of Sinbad, as told in the 
Arabian Nights by glamorous Schehera- 


zade? 


Shipwrecked on a strange island, the unfortu- 
nate sailor came upon a weak old man. Moved 
by compassion, Sinbad took the feeble fellow on 
his back, carried him over the brook, gathered 
fruit and fed him. But when Sinbad asked him 


to get down, the old man refused, wrapping his 
legs about his neck, almost strangling him. 


The sailor fainted and fell down, yet the old 
man clung ever closer. He rained blows on Sin- 
bad, driving him about without rest, to pick fruit 
and do his pleasure. This went on and on, until 
the desperate sailor made wine from wild grapes 
to appease his own plight. One day noting Sin- 
bad’s pleasure, the old man snatched a gourd of 
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Sailor Beware! The Old Man of The Seal! 


wine and gulped it down. Completely drunk, he 
loosened his grip and Sinbad threw him off. 
Saved by a passing ship, his rescuers said, “You 
are the first ever to escape strangling by the Old 
Man of the Sea”. 


Dating back hundreds of years, the Old Man 
is an allusion familiar to everyone. He is a warn- 
ing figure today. Our nation, surviving the storms 
of two world wars, wanders down strange ways. 
With kindly intent and glorying in its own 
strength, America is tempted to shoulder the Old 
World and its age-worn problems, But weak and 
feeble as the Old World appears to be, let us be- 
ware! How easy to assume a burden which would 
quickly exhaust our strength, strangle us as a 
nation, and in the end leave the world as weak 
and exhausted as it was before our foolish under- 
taking! 
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It’s a cinch 
to install this 





table top 
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EXTRA-FAST 
RECOVERY 






Water pipes connect 

with the outlets at top 
rear, adjust liberally to 
fit outlet piping. 









Gas exhaust outlet 
slips directly into flue 
opening in wall. 










Cut-away back— 
plenty of pipe and 
wrench room. 







Heavy one-piece base. 













Entire front snaps open 
and top slides off. 


All controls, = 
COMPLETELY AUTOMATIC installation connections, — 


and service points a 
quickly accessible at 
top and front. 
















Redesigned down-draft 
diverter built 


HERE’S A WATER HEATER 
DESIGNED FOR YOU! inside—unit sits flush 
to wall and line of 


_ The new SAF-T-HOT tabletop takes only 1/5 the time applies trons. | 
to install or service, lets the plumber work 
standing at the front of the heater. 
Simply slide heater into corner or between other 
appliances, remove top and front, 
| quickly attach to exhaust vent and water and gas 
piping entering through wall or floor, with a wide 
centering range. Service points and controls are easily 
reached when top and front are removed. 
Has all the quality features for which 
SAF-T-HOT is famous. 




























"ALSO ELECTRIC MODELS. Same ease of installation with wiring 
connections quickly made et top rear 
as Standard cabinet size 35 or 45 gallon capacities. 


THe HEDGES tine 


M. M. HEDGES MANUFACTURING CQ., INC. 
Charte t 


© WATER HEATER SPECIALISTS °& Write for Descriptive Literature * Sold On\y to Plumbers 
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Sailor Beware! The Old Man of The Sea! 


HO has not read of Sinbad, as told in the 
Arabian Nights by glamorous Schehera- 
zade? 





Shipwrecked on a strange island, the unfortu- 
nate sailor came upon a weak old man. Moved 
by compassion, Sinbad took the feeble fellow on 
his back, carried him over the brook, gathered 
fruit and fed him. But when Sinbad asked him 
to get down, the old man refused, wrapping his 
legs about his neck, almost strangling him. 


The sailor fainted and fell down, yet the old 
man clung ever closer. He rained blows on Sin- 
bad, driving him about without rest, to pick fruit 
and do his pleasure. This went on and on, until 
the desperate sailor made wine from wild grapes 
to appease his own plight. One day noting Sin- 
bad’s pleasure, the old man snatched a gourd of 
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wine and gulped it down. Completely drunk, he 
loosened his grip and Sinbad threw him off. 
Saved by a passing ship, his rescuers said, “You 
are the first ever to escape strangling by the Old 
Man of the Sea”. 


Dating back hundreds of years, the Old Man 
is an allusion familiar to everyone. He is a warn- 
ing figure today. Our nation, surviving the storms 
of two world wars, wanders down strange ways. 
With kindly intent and glorying in its own 
strength, America is tempted to shoulder the Old 
World and its age-worn problems. But weak and 
feeble as the Old World appears to be, let us be- 
ware! How easy to assume a burden which would 
quickly exhaust our strength, strangle us as a 
nation, and in the end leave the world as weak 
and exhausted as it was before our foolish under- 
taking! 
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COMPLETELY AUTOMATIC 











HERE'S A WATER HEATER 
_ DESIGNED FOR YOU! 


_ The new SAF-T-HOT tabletop takes only 1/5 the time 
to install or service, lets the plumber work 
standing at the front of the heater. 
Simply slide heater into corner or between other 
appliances, remove top and front, 
quickly attach to exhaust vent and water and gas 
piping entering through wall or floor, with a wide 
centering range. Service points and controls are easily 
reached when top and front are removed. 
Has all the quality features for which 
SAF-T-HOT is famous. 





~ ALSO ELECTRIC MODELS. Same ease of installation with wiring 
connections quickly made at top rear 
Standard cabinet size 35 or 45 gallon capacities. 


THE HEDGES LINE 


M. M. HEDGES MANUFACTURING CO., INC. 
Chattanooga, Tennessee 
@® WATER HEATER SPECIALISTS ® 












rear, adjust liberally to 


Entire front snaps open 





table top 


Water pipes connect 
with the outlets at top 







































fit outlet piping. 


Gas exhaust outlet 
slips directly into flue 
opening in wall. 





Cut-away back— 
plenty of pipe and 
wrench room. 


Heavy one-piece base. 


and top slides off. 


All controls, 
installation connections, 
and service points 
quickly accessible at 
top and front. 


Redesigned down-draft 
diverter built 
inside—unit sits flush 
to wall and line of 
appliance fronts. 















Write for Descriptive Literature * Sold Only to Plumbers 











New Product 
new gas-fired 
A. O. Smith, é 
compensates for heat loss as it occurs. It has a spe- 
cial control which continuously takes the tempera- 
ture of air from every room in the home and then 
“tunes” both heat input and blower speed to match 
the degree of warmth and air circulation needed. 
W. T. Halket, above, explains this development to 
two visitors at the show. 








New Product No. 2: A _ kitchen ventilating fan 
that is operated by a hood which is an integral part 
of the cabinet unit. This new air control unit, de- 
veloped by Lyon Metal Products, is operated by lift- 
ing a hood. When the hood door is lifted, the outside 
door opens and the motor starts. When it is closed, 
the motor is shut off and the outer door closes. The 
outer door keeps out drafts and the hood conceals 
the vent opening. Leo F. Filly shows Christine Bono 
of Family Circle Magazine how the fan operates. 








New Product No. 3: A gas valve that utilizes a 


new operating principle. It is a direct-acting relay 
operated valve, developed by Penn Controls, for use 
on all gas appliances, including central heating, floor 
furnaces and clothes dryers. The valve has a disc 
with a flannel-backed face to give a soft seat and 
assure positive shut-off. The seat is in a vertical 
position, which makes it self-cleaning. R. Luscombe, 
sales mgr., is shown at the firm’s display. 
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Domestic ENGINEERING DEALERS 
seeking to boost sales in 1953 have 
an ally in the new and improved 
products displayed at the Gas Ap- 
pliance Manufacturers Assn. Ex- 
hibit, held in connection with the 
American Gas Assn. convention at 
Atlantic City, Oct. 27-30. These 
products, some of which are des- 
cribed and illustrated on these 
pages feature ideas to make selling | 
easier through added sales appeal. 
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ices | Unveiled at GAMA Show... 


These new and improved products displayed at the 
GAMA Exhibit will help lead the way to 1953 sales 


EALERS 
} have 
roved 
s Ap- 
. Ex- 
th the 
ion at New Product No. 4: A clothes dryer that incor- 
These porates a low heat-high breeze drying principle. 
» des- Caloric’s new drying principle is reported to cut dry- 
these ing time, reduce fuel costs, guard against shrinkage 
elling and reduce wrinkling. Lint is filtered into a trap 
ppeal. located at waist-high level. One knob controls the 


entire drying operation. The loading door opens 
down to provide a convenient shelf. Easy to service, 
the dryer may be installed permanently in a flush- 
to-wall position. Heated air is vented up and away 
from walls and woodwork. A Caloric representative 
points out these features on a special model to a 
visitor at the show in the photo at right. 





New Product No. 5: A gravity warm air furnace 
designed as an integrated unit of furnace and bur- 
ner. Eureka Williams Corporation’s improved gas- 
fired unit is engineered to provide maximum heat 
from minimum fuel. It has a cylindrical heat ex- 
changer and circular burner. An easy-to-adjust air 
shutter provides exact air-gas mixture for complete 
~— combustion and peak efficiency with all gases. The 
cabinet is fully insulated with fiber-glass and alum- 
inum foil. C. S. Stackpole, vice president and A. F. 
Ward, sales mgr. are shown at right with the unit. 





New Product No. 6: Kitchen cabinets and acces- 
sories that permit complete custom-made kitchen 
planning freedom. Mutschler Brothers Co. displayed 
a line which included base and wall units, drawers, 
doors, counter tops and hardware. Base units have 
mortised and tenoned points and side and back panels 
that inset into rails for flexible arrangement. Wall 
units feature adjustable shelves. Countertops are 
offered in any shape to fit over cabinets or as ex- 
tended working space. R. C. Chapman of Mutschler 
shows E. H. Shands of Geo. D. Roper Corp. how 
units fit into a modern kitchen scheme at right. 





More Products on Following Page... 
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New Product No. 7: A gas-fired unit heater that 
delivers heat within five seconds after the thermo- 
stat calls for it. Modine Mfg. Co. introduced its new, 
lightweight unit heater which has both heat ex- 
changer and burners constructed of stainless steel 
for durable service and corrosion resistance. Fans 
can be operated with gas shut off to provide con- 
trolled air circulation in hot weather. Tubes heat 
uniformly because they are fired individually. Bur- 
ners have elongated ports for maximum free area 
and to minimize clogging. The heater has a hinged 
bottom for servicing. Arthur Anderson, sales mgr. 
of the gas unit heater div., is shown above. 





New Product No. 8: A draft control with a gate 
that opens inward to regulate up-drafts and out- 
ward to relieve down-drafts. The control, displayed 
by H. D. Conkey & Company, is adjusted by adding 
or taking off weights. Weights are factory set to 
provide extreme sensitivity to down-draft condi- 
tions. Side wings improve the regulation, making 
the control accurate at all gate positions. A long 
collar keeps the gate out of the path of flue gases. 
Shown in the photo above are C. Potter, sales mgr., 
and three staff representatives. 
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New Product No. 9: A clothes dryer with a dial 
that can be set for the fabric to be dried. Hamilton 
Mfg. Co. has displayed its new dryer with the ex- 
clusive Fabri-Dial. The control is calibrated to show 
types of fabrics rather than by degree of heat. Tem- 
peratures range from a high of 190F to a low of 145F, 
when set for synthetic fabrics. Edward Doidge, 
Middle Atlantic Sales Mgr. of Hamilton, discusses 
the dial with Contractor George Webster, above. 


New Product No. 10: An automatic clothes washer 
that conserves hot water and soap by reusing the 
suds. When the washer, displayed by Whirlpool, fin- 
ishes a load, it pumps the hot, sudsy water into a 
stationary tub. When used for the next load, it 
pumps the still hot, active suds back into the washer 
for reuse. Suds are reactivated with each load. Sedi- 
ment drops to the bottom of the tub. An ultra violet 
germicidal lamp floods the interior of the tub with 
rays while the washer is in operation. Clothes are ex- 
posed to these sanitizing rays during all cycles. The 
washer rinses seven separate times. 

(More products on page 134) 





Officers of the Gas Appliance Manufacturers Assn. 
stopped for a visit at the Domestic ENGINEERING booth 
at the show. From left to right are: J. F. Donnelly, 
L. Ruthenberg, L. C. Harvey, C. E. Bennett, H. L. 
Whitelaw, H. C. Wolf. More than 75,000 sq ft of floor 
space was devoted to the exhibits of 180 gas appli- 
ance manufacturers. An aggressive 1953 sales pro- 
gram was formulated. 
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HARMONIOUSLY MATCHED 








ChAY... 


JOHN W. BECK 


A leading master plumber 
and Hotpoint Dealer 
in West Allis, Wisc. 





A. major electric appliance sales come easier for 
all plumbers who sell appliances bearing the Hotpoint 
label. Your customers know the quality values and 
enviable performance record of all Hotpoint products. 
Hotpoint leadership in the appliance industry is recog- 
nized by America's homemakers. To sell Hotpoint ap- 
pliances builds prestige for those who sell them. 

Hotpoint water bearing appliances are “naturals” 
for plumbers. Their installation requires the services of 
a plumber. Therefore, a plumber is the logical man 
to sell them. There’s no need to be satisfied with the 
profits from installation alone when the sales profit 
easily can be yours also. 

Hotpoint’s full line of electric water-bearing appli- 
ances includes Magic Circle® Water Heaters... 
Automatic Electric Dishwashers...the amazing 
Hotpoint Disposall® Food Waste Disposer .. . Auto- 
matic Clothes Washers—plus the sensation of the in- 
dustry—the new Hotpoint Automatic Clothes Dryer 
with RAINBOW Drying Action. Get in touch with the 
Hotpoint distributor and get on the track to double 
profits with Hotpoint. 





HOTPOINT AUTOMATIC WASHER AND 
AUTOMATIC DRYER 


The Hotpoint Harmony Home Laundry Duet 

forms a profit team that brings sweet music to the 
ears of any sales-minded plumber. One master 
control, WOND-R-DIAL, on the washer automatically 
controls the entire washing procedure. The new 
Hotpoint Automatic Dryer with RAINBOW Drying 
Action does away with the excessive heat, moisture, 
and lint discharged into the laundry area by 
ordinary dryers. This is the home 
laundry team for top sales. 

























HOTPOINT CO. (4 Division of General Electric Company) 5600 West Taylor Street * Chicago 44, Illinois 
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Motor Power... 
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eliminated the need for this back-bending labor! 


Compressed air, used in numerous industrial applications 
to lift, move, clean and spray, also provides the riding 
cushion for millions of vehicles. 

Powerful, efficient compressors, equipped with specially 
adapted motors, make this commodity an important and 
useful tool for industry. Car-owning families are patrons 
of “free-air” service, made available through America’s 
190,000 filling stations, thanks to that same number of 
dependable air compressors. 

Emerson-Electric Motors were first used on air compres- 


sors in 1899, and the progress of the industry has been 
matched with improvements in the motor drives. 


Emerson-Electric builds dependable, efficient motors for 
equipment used in industry, in business, on the farm and 
in the home. There is a complete line of Emerson-Electric 
standard motors in horsepower ratings from 1/20 to 5, 
and hermetic motor parts in ratings from 1/8 to 15 
horsepower. Your inquiry is invited. 


The EMERSON ELECTRIC Mfg. Co., St. Louis 21, Mo. 


MODERN INDUSTRY ts powered with ELECTRIC MOTORS 





JET PUMP 
MOTORS 


Build dependability into your Jet 
Pumps by specifying Emerson-Electric 
Jet Pump Motors (14 to 1 HLP.). 
Standard pump equipment motors 
are made in ratings 4% to 1 H.P. 
single-phase, capacitor-start, induc- 
tion run; and 1!/, H.P. single-phase, 
repulsion-start induction-run; and 
polyphase motors in 1 to 5 H.P. For 


















Curtis Pneumatic Mach’y Div. 
of Curtis ~ Co., 

St. Louis, a leading air compressor 
manufacturer since 1896, is a user of 
Emerson-Electric Motors. 


TN eA: 


complete information write for MOTORS+- FANS ——€— APPLIANCES 
Bulletin No. M150. 


LEADERS IN THE MOTOR AND FAN INDUSTRY SINCE 1890 
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ns POWERHOUSE 
SALES CAMPAIGN 


helps you capture more space heating dollars! 


B 
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Big PROFIT-MAKER dealer kit... 
plus heavy national advertising .. . 


SELLS AUTOMATIC HEAT... 
GETS AUTOMATIC SALES 


Here’s everything you need to help you sell A-P’s new automatic heat control. 
A big, free kit of powerful salesmaking tools that brings in traffic . . . builds 
profits. What’s more, it helps clinch big-ticket sales of famous-brand space 
heaters. 

Spot the display kit at key traffic points. Use the mailers, newspaper ads, 
tadio and TV spot announcements and point-of-sale pieces to identify your 
store as headquarters for space heater comfort. Take advantage of the barrage 
of reader impressions in big national magazines. There’s a big selling season 
ahead. Get your share of sales and profits. For complete details, ask your dis- 
tributor or write 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
2404 N. 32nd Street, Milwaukee 45, Wis. * In Canada: A-P Controls Corporation Ltd., Cookeville, Ont. 


The new A-P Comfort Control pro- 
vides all the luxury of automatic, 
dial-controlled heat. Eliminates wir- 
ing and thermostats. 





Help Them to Buy... 


e Part Two of a Series « 


(See Also November Issue) 


Waste hina 


PULVER ATOR 








GIVEN MFG. CO’s “Star Salesman” 
for Waste King Pulverator dealers 


has four seasonal costume changes. 


Bridgeport Brass Company (Basket Sink Strain- 
ers, Copper Tubing, Brass Piping)—Direct mail 


stuffers. Further information: Philip Davidson, 
ad mgr., 30 Grand St., Bridgeport 2, Conn. 


4 See is the second part of a sales aids direc- 
tory designed to help the contractor-dealer 
build the prospect’s desire to remodel. Many 
colorful and hard-hitting signs, direct mail liter- 
ature pieces and demonstration aids are ex- 
pressly intended to create buying desire, and 
the manufacturers who provide such aids want 
to be sure they will be used wisely. 

Some manufacturers charge nominal sums 
for their dealer aids and some aids are free, but 
all are prepared to increase business for the 
contractor-dealer. The effort and expense that 
have been made on these aids is well worth 
while if they are properly integrated into a 
campaign directed at the consumer. Advance 
promotion planning pays off, and continuing 
advertising will help turn the trick for the 


Florence Stove Co. (Gas, Electric, Combination, 
Oil Ranges)—Brochures, catalogs, demonstration 
aids, direct mail, newspaper ad mats, publicity 
releases, radio commercials, signs, wall banners, 
window posters, books, folders. Further mforma- 
tion: Elliot M. Mason, asst. ad. mgr., 205 School St., 


Gardner, Mass. 





Harvey Machine Co., Inc. (Faucets, Fixtures)— 
Direct mail, Further information: John L. Frankel, 
sales mgr., 19200 S. Western Ave., Torrance, Calif. 


Hamilton Mfg. Co., Home Appliance Div. 
(Clothes Dryers)—Brochures, catalogs, direct mail, 


ee 


dealer. 


The listing of available sales aids to help 


build remodeling volume is continued here. 


newspaper ad mats, postcards, publicity releases, 


radio commercials, signs, wall banners, window 
posters, T-V spots, displays, folders, book matches, 


billboards. Further information; J, W. Christen- 


oor _— 
erent 
etneatitiiitie saat 


sen, prom. mgr., Two Rivers, Wis. 


A. J. Lindemann & Hoverson Company (Elec- 


tric Ranges, Refrigerators, Freezers)—Broadsides, 


brochures, catalogs, decals, demonstration aids, 


direct mail, folders, newspaper ad mats, radio 


commercials, signs. Further imformation: A. G. 


Risch, ad. mgr., 601 W. Cleveland Ave., Milwaukee. 


Kitchen... 


American Kitchens Div., Avco Mfg. Corp. (Dish- 
washers, Steel Cabinets, Sinks)——Broadsides, bro- 
chures, catalogs, decals, demonstration aids, direct 
mail, folders, newspaper ad mats, radio and T-V 
commercials, signs. Further information: A. M. 
Bruninga, advertising and sales promotion man- 


ager, Connersville, Ind. 


Melard Manufacturing Corporation (Faucet 
Aerators)—Broadsides, catalogs, newspaper ad 
mats. Further information: Harold Shames, vice 
, res., 37-25 32nd St., Long Island City 1, N. Y. 

The Bloch Brass Co. (Brass Fixtures)}—Bro- P ’ ig et at tia 
chures, catalogs, demonstration aids, wall banners, 
direct mail, newspaper ad mats. Further informa- 
tion; 4748 Hough Ave., Cleveland. 


Mission Appliance Corporation (Disposers)— 


Brochures, catalogs, direct mail, newspaper ad 
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with These Modernization Sales Aids! 


mats, postcards, radio commercials, signs, window 
posters. Further information: J. H. Wiles, ad. mgr., 
12611 S. Crenshaw, Los Angeles 43. 


D. J. Murray Mfg. Co. (Grease Interceptors)— 


Brochures, catalogs, direct mail, newspaper ad 


mats, publicity releases. Further information: L. L. 
Duncan, Wausau, Wis. 


National Rubber Machinery Co. (Disposer)— 


Brochures, catalogs, demonstration aids, direct 


mail, newspaper ad mats, postcards, publicity re- 


leases, radio and T-V commercials, signs, wall ban- 
ners, window posters. Further information: Hal 
Frank, ad mgr., 47 W. Exchange St., Akron 8, Ohio. 


Norge Div., Borg-Warner Corp. (Electric Ranges, 
Refrigerators)—Brochures, catalogs, demonstration 
aids, direct mail, newspaper ad mats, publicity re- 


leases, radio commercials, wall banners, window 
posters. Further information: David H. Kutner, 


Merchandise Mart Plaza, Chicago. 


Penn Controls, Inc. (Refrigeration Controls)— 
Brochures, catalogs, demonstration aids, direct 





CHICAGO 


weather during 195] 





LAUNDRY APPLIANCES are given 


a boost by Whirlpool posters showing 
local weather conditions as factor. 









CHEMICAL specialties are eye-catch- 
ers in this Hercules counter stand. 


BATHROOM cabinets by Lawson 
move fast when shown to advantage 
on the panel stand at right, 


mail, window posters. Further  infermation: 


Goshen, Ind. 


Republic Heater Corporation (Disposer)—Bro- 
chures, catalogs, decals, direct mail, newspaper 
ad mats. Further information: O. Mitchell, sales 
mgr., 2231 Randolph St., Huntington Park, Calif. 


Revco, Inc. (Home Freezers)—Broadsides, dec- 
als, direct mail, newspaper ad mats, radio and T-V 
commercials. Further information: J. W. Rietzke, 
sales prom. mgr., Deerfield, Mich. 


The Royal Brass Mfg. Co. (Sink Faucets)— 
Folders, brochures, catalogs. Further information: 


S. J. Regan, 1418-24 E. 43rd St., Cleveland 3. 


The Schaible Company (Sink Strainers, Faucets, 
Valves )—Broadsides, catalogs, direct mail, folders, 
newspaper ad mats. Further information: J. L. 


McGannon, 1086 Summer St., Cincinnati 4. 


Sunray Stove Co. (Gas Ranges)—Brochures, 
catalogs, demonstration aids, newspaper ad mats, 
publicity releases, radio commercials, signs, wall 
banners, window posters. Further information: 


(Please turn to top of page 120) 
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HERMAN HELson 


Direct Drive 
Unit Blowers 
are available in 
12 models.W heel 
size from 4” to 
11". Choice of 
speeds available 
in each size. 
These units may 
be mounted on 
floor, wall or 
ceiling. 


Belt Drive Propel- 
ler Fan. These ver- 
satile units deliver 
maximum amount of 
air effectively... 
quietly. Operate 
horizontally or ver- 
tically. Wheel diam- 
eters from 24” to 54”. 
Capacities up to 
36,000 ¢.f.m. 





Centrifugal Fans 
for every Class 
I or Class II use. 
Equipped with stat- 
ically and dynami- 
cally balanced air 
wheels of most ad- 
vanced design. More 
than a bundred sizes 
and speeds. Extra 
quiet in operation. 





ACCESSORIES 


All Herman Nelson Centrifugal Fans 
and Unit Blowers are available for 
any discharge and rotation. Weather- 
proof covers, vibration dampeners, 
access doors, drain connections, 
inlet screens, inlet vane control, 
outlet dampeners and acid resistant 
finish available. 


Write for detailed infor- 
mation about any type 
Herman Nelson Fan 


Autom Aw Fitter 


COMPANY, INC. 
HEATING AND VENTILATING DEPT. 
LOUISVILLE 8, KENTUCKY 
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Kitchen Sales Aids 


(Continued from center of page 119) 


George M. Wolfe, sales mgr., 155 S. Sandusky St., 
Delaware, Ohio. 


Welbilt Stove Co., Inc. (Gas, Electric Ranges)— 
Brochures, catalogs, newspaper ad mats, folders, 
specification sheets. Further information: M. W. 
Morris, 57-18 Flushing Ave., Maspeth, Long Is- 
land, N. Y. 


Bathroom Sales Aids 


Rex Beal Manufacturing Company, Inc. (Cabi- 
net Showers)— Brochures, catalogs. Further in- 
formation: Rex Beal, Farmers Bank Bldg., Mans- 


field Ohio. 


The Bloch Brass Co. (Brass Fixtures)—Bro- 
chures, catalogs, demonstration aids, wall banners, 
direct mail, newspaper ad mats. Further informa- 
tion: 4748 Hough Ave., Cleveland. 


Bridgeport Brass Company (Strainers, Shower 
Curtain Rods, Traps, Piping)—Direct mail stuffers. 
Further information: Philip Davidson, ad mgr., 
30 Grand St., Bridgeport 2, Conn. 


The Philip Carey Mfg. Company (Cabinets)— 
Brochures, catalogs, folders, newspaper ad mats. 
Further information: Mrs. Jo Bandy, publicist, 
Lockland, Cincinnati 15. 


A. F. Curtin Valve Co. (Flush Valves)—Bro- 
chures, catalogs, demonstration aids. Further in- 
formation: 76 Ship Ave., Meford, Mass. 





AN ENAMELED metal and a cardboard window sign 
are tools available for AllianceWare or Taco dealers. 


Cutler Metal Products Company (Shower Cabi- 
nets, Doors, Receptors) —Catalogs, decals, stuffers. 
Further information: ad. mgr., 1025 Line St., 
Camden 3, N. J. 


Grand Haven Brass Foundry (Plumbers’ Brass 
Goods)—Brochures, catalogs, direct mail. Further 
information: Grand Haven, Mich. 


The Grote Mfg. Co. (Cabinets)—Brochures, 
catalogs, direct mail, newspaper ad mats. Further 
information: Edward H. Paul, sales mgr., Grote 
Square, Bellevue, Ky. 


William H. Harvey Co. (Wax Gaskets)—Cata- 
logs, folders, samples, electros, photos. Further 
(Please turn to top of page 160) 
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Here is the most diversified line of 
packaged centrifugal fans available. 
There are 103 models with capacities 
from 360 to 18,300 c.f.m. There are 
direct drive, belt drive, slow speed 
and non-overloading types, each 
carefully designed to do a specific 
job well. More and more architects, 
engineers and con- 
tractors are speci- 
fying and installing 
Herman Nelson 
Unit Blowers for 
the wide range of 
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models insures a unit of the exact 
capacity needed. Herman Nelson 
Unit Blowers are compact, easy to 
install and have inherent ability 
to deliver or exhaust large quan- 
tities of air efficiently. 

Herman Nelson Unit Blowers 
pace the field because constant en- 
gineering development and re- 
search has resulted in functional, 
highly efficient units—the result of 
45 years of experience in the pro- 
duction of heating and ventilating 
equipment. 


You can judge a unit blower by its fan wheel 





The heart of every unit blower is its fan wheel and here 
is where Herman Nelson superior engineering shows 
up. All the latest findings of aerodynamic science are put 
to work in the design of these fan wheels. 


Every fan wheel installed in Herman Nelson Unit 
Blowers is statically and dynamically balanced before 
assembly. After assembly, the entire unit is carefully 
tested at the speed it is to operate within the system. It is 
also tested at maximum recommended speeds. 


Ti ieiiitieed Ai Litter COMPANY, INC. 


HEATING AND VENTILATING DEPT. 
LOUISVILLE 8, KENTUCKY 














Motivating force behind the organization of the 
American Institute was W. A. Brecht, chairman 
of the First General Convention Committee 


A LONG AND DIFFICULT organiza- 
tion job by six major associations 
and numerous individuals cul- 
minated in the first national con- 
vention of The American Insti- 
tute of Plumbing and Heating 
Supply Associations, Inc., in At- 
lantic City, N. J., Oct. 19 to 22. 

Everybody participating gave 
the major share of the credit for 
this meeting to W. A. Brecht, 
Hajoca president, who was gen- 
neral chairman of the conven- 
tion. The whole affair was a 
dream held by Mr. Brecht for 
many years, and a project which 
he has aggressively pursued and 
promoted during the last two 
years. 

There were approximately 
1600 registrations from all 
general sessions for all members 
branches of the industry. 

The program included three 
general sessions for all members 
of the Institute. Most of the com- 
ponent associations (New Eng- 
land, Mid-Atlantic, Southern 
Wholesalers, Wholesale Distri- 
butors, New York) holding one 
separate session each for their 
own members. These separate 
sessions supplanted the normal 
fall meetings of these groups. 

After general sessions, various 


speakers (see photographs) 
traced the development of the 
American Institute and dis- 
cussed projects which could be 
undertaken on a national, rather 
than a regional, basis. 

The course of future activities 
for the Institute might be indi- 
cated by two survey reports and 
one program for the future. 

The results of the two surveys 
were reported by John Madden, 
James B. Clow & Sons. The first 
showed the high cost of small 
orders (cost per item of billing, 
and cost per, invoice) as com- 


President of the American Institute is 
Harrison Somerville, of the Thomas 
Somerville Co., in Washington, D. C. 
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WHOLESALERS PLAN 
NATIONAL PROGRAM 


Improved service to the industry is the 
objective set by the American Institute 
of Plumbing and Heating Supply Assns., Inc. 
at its first national meeting .. . 


pared to the relatively low aver- 
age sale by wholesalers national- 
ly. The second survey showed 
that an overwhelming percent- 
age of the membership favors the 
publication of consumer prices 
by manufacturers. 

The program for future action 
revolved around the training of 
wholesalers’ salesmen. Approx- 
imately $20,000 was pledged 
from two component associations 
for the preparation of a series of 
eight films on selling. 

At a closed joint session 

(Please turn to top of page 124) 


Diligent worker in behalf of the first 
national convention was George T. 
Underwood, the executive secretary. 
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m4 Neuman, merchandising plumber, 


7 of Beaver Dam, Wisconsin 


4 “You' ve got to be a salesman as 
_ well as a plumbing expert to really 
get a customer out of hot water 
trouble. When he calls you in, 
_ chances are his old water heater’s 
on the way out. Sell him a new | 
Electric Water Heater, because it’s 
_ automatic and dependable. It will 
make him as happy as you will 
.__ be over the profitable big-ticket 
_ gale. And when your customer 
Lae needs other appliances or plumbing 
_ service, then he'll be sure to call 
7 Ga cea he’s a satisfied 
: oe ” 





Are you telling your customers the benefits of the Electric Water 
Heater—cleanness, economy, long life, completely automatic opera- 
tion? Installation can be made anywhere that’s most efficient and 
convenient—there’s no flue or vent. And when selling the Electric 
Water Heater, you can offer the choice of either the upright model, 
or the table top, which can be installed right “‘in line’’ with other 


Be gure your customer buys a size 
that's big enough to take care of any 
day's maximum needs 


kitchen appliances. 
Sell and Install ELECTRIC WATER HEATERS 


They're what people want! 


ELECTRIC WATER HEATER SECTION 
National Electrical Manufacturers Association, 155 East 44th Street, New York 17, N.Y. 


ALLCRAFT + BAUER + BRADFORD CRANE-LINE SELECTRIC + CROSLEY DEEPFREEZE FAIRBANKS-MORSE FRIGIDAIRE 
GENERAL ELECTRIC + HOTPOINT HOTSTREAM JOHN WOOD KELVINATOR + LAWSON MERTLAND MONARCH 
NORGE - PEMCO - REX + RHEEM + SEPCO - A. O. SMITH THERMOGRAY TOASTMASTER + WESIX WESTINGHOUSE 








First National Convention 
(Continued from page 122) 
reports were made regarding the programs to be 
carried out. M. W. Dennison of New England, as 
keynoter, addressed the group on the significance 
of the American Institute and what benefits of its 
organization would mean to wholesaling national- 
ly and locally. Glen Turbeville outlined a sales 
training program to be carried out in connection 
with eight meetings to be held by the Institute 
during the coming year. These meetings, he said, 
will be devoted to general selling one third of the 
time and to particular wholesaler problems the 





Shown above at a session of the Southern Wholesalers 
Assn. are (left to right) C. C. Cowan, retiring persident, 
of Cowan Supply Company; C. B. Wilson, moderator, 
of Horne-Wilson, Inc.; and E. L. Pugh, secretary treasurer. 


John A. McCann and Graham A. Barker, vice presidents 
of The Middle Atlantic Wholesalers Assn., joined with 
C. C. Lowry, president. (below) in charting the course 
their group would follow in the Institute’s big program. 





Discussions on the part the N. Y. State Plumbing & 
Heating Wholesalers, Inc. would play in the program were 
led by K. D. Seiffert, H. W. Millar and J. S. Booth, left 
to right, below. They declared their full cooperation. 











John Madden of James B. Clow & Sons, above, reported 
the results of two opinion surveys made among plumbing 
and heating wholesalers regarding billing and price lists. 


remainder of the time. 

Policies and objectives of the American Institute 
were formally stated. They are as follows: 

1. By every legal means to protect and promote 
the function of wholesaling the products of this 
industry. 

2. Through carefully selected committees, con- 
tact manufacturers for discussion, and possible 
solution of national problems of mutual interest 
such as: a) product standardization; b) improved 
decimal packaging; and c) simplified net pricing. 

3. To collect and compile dependable statistical 
data on a national basis, demonstrating the cost 
of distributing the products of the industry. 

4. To publish promptly interpretations of fed- 
eral rules, regulations and controls affecting the 
industry. 

5. To insist on adequate representation on all 
appropriate industry advisory committees. 

6. To oppose federal legislation detrimental to 
the industry. 

7. To conduct research into the value of con- 
sumer prices on products of the industry. 

8. To develop and sponsor a sales training and 

(Please turn to top of page 134) 


William Brown, sales manager; C. M. Adams, general 
sales manager; H. W. Steinkraus; president; and Austin 
Zender, executive vice president of the Bridgeport Brass 
Co. were among many manufacturers at the convention. 
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There Are 


Rheem +444 Rheem 


Provides Such A Complete Line Of Automatic Storage 


WATER HEATERS 






































RHEEM 
BOOSTER 


GAS... 
3 recovery capacities 








story has become accepted by people everywhere as 
their best assurance of a water heater that will give them 
long, economical and trouble-free service. 


Rheem helps you sell more because Rheem gives 
you more to sell. Whatever your customer needs in a 
water heater—electric, gas or oil—large, medium or 
small capacity—upright or table top—Rheem has if. 


rt 1 _ it —wi i 
There's a Rheem for any type home — any size budget. Stent new te s08 ‘mere~-peete mere—wih Be 


fast-moving Rheem Water Heater line. Your customers 
will want to choose a Rheem because Rheem gives them 


Rheem helps you sell more because Rheem gives 
so much to choose from. 


you the best to sell. The dramatic Rheem Pressure-Proved 


RHEEM MANUFACTURING COMPANY, General Sales Offices, 570 Lexington Ave., New York 22,N. Y. 8. 


World's Largest Manufacturer Of Automatic Storage Water Heaters +» « 
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COMPARE EVERY POINT... 


AND YOU’LL CHOOSE WESTINGHOUSE 


SPEEDHEATERS 


A PIONEER NAME IN UNIT HEATERS 


l Handy Hangers—Fasily-formed, pli- 
able steel hangers furnished at no extra 
cost. 


Piping Connections—On either side. 
Supply and return lines can be connected 
to whichever side is most convenient for 
installations. 


Dependable Westinghouse Motor—Quiet 
running, totally enclosed motors. Low start- 
ing current and resilient mountings make 
them ideal for Unit Heater duty. 


Motor Service Plan — Replacement 
motors are available on exchange basis 
from 86 Westinghouse stocking points 
across the nation. 





3 Single Row Radiator—Means less air 
resistance; longer heat throw; more com- 
fortable leaving-air temperatures. 


6 Fast Heat Delivery—Fan designed for 
smooth flow of large air volume; gives 
fast heat, quiet operation at lower power 
costs. 


Compare them all, on every point. Get the inside story . . . check for 
yourself the fast, economical heat delivery that Speedheaters offer at 
no extra cost. You'll find that Speedheaters are right for your needs, 
give you the most for your money, are the finest you can buy. 


apt ng high ceiling installan Speedheaters are available in 82 standard heating capacities rang- 
tions. It forces warm air down ing from 25,000 to 400,000 btu. For complete information contact 
your local Westinghouse office or write to Westinghouse Electric 


into working areas where it is 
needed. Corporation, Air Conditioning Division, Hyde Park, Boston 36, Mass. 











you CAN BE SURE...iF IT's Westin house 


5-80276 


TUNE IN ON HISTORY! Only Westinghouse 
brings en complete coverage of four-month 
political campaign over CBS television and 
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Easier ways to do those 
“NUISANCE” piping jobs 
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DRESSER. 


“NO-THREAD” FITTINGS 


Dresser Manufacturing Division, 39 Fisher Ave., Brad- 
ford, Pa, (One of the Dresser Industries). Warehouses: 
1121 Rothwell St., Houston, Texas; 101 S$. Bayshore 
Highway, South San Francisco, California—Sales 
Offices: New York, Philadelphia, Chicago, Houston, 
South San Francisco—In Canada: 629 Adelaide St., 
W., Teronto, Ont. 


DOMESTIC ENGINEERING 


END NUT RETAINER ARMORED COUPLING BODY 
GASKET 


Lots of those “pain-in-the-neck” pipe join- 
ing jobs get very simple and easy when you 
use Dresser Compression Fittings. These 
flexible-tight couplings, ells, tees and 
adapters eliminate many problems. No 
threading, exact pipe fitting, grooving, 
soldering, flaring or caulking. Simply stab 
plain pipe-ends into the fitting and tighten 
the end nuts. 

Available from wholesalers for pipe in 
sizes 34” to 2” ID. Mail coupon for catalog. 


fe & @ ca 


COMPLETE LINE of couplings, ells, tees, adapters 
for pipe and copper tubing 


FREE...MAIL COUPON TODAY! 


Dresser STYLE 65 CATALOG gives full information 
plus photos and diagrams of many handy uses. 


DRESSER MANUFACTURING DIVISION 
39 Fisher Ave., Bradford, Pa. 


Please mail me a free copy of Dresser Style 65 Catalog and also 
send me @ list of wholesslers where | can buy these fittings. 


NAME. 
COMPANY 
TITLE 


| es: | a |) | 
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Peace of mind, peace on earth— 


the right to pursue all ot 


i 


— -— - = 
a 


man’s essential freedoms 


with complete security—that is 


\ the valuable gift we as ) 


{ree men must learn to appreciate. 


This peace is a most valuable 


Re 


treasure that must be constantly 


—_— 


sought after—constantly guarded. 


At this season of the year 


let us hope that this great 


nation will always stand 






as a symbol of liberty and peace— 








( 
to men the world over. | 
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ft takes fwo bath: sams ae 


BRIGG SFeaigjuare 





fe make a new home truly modern! 





More and more builders are instalting two bathrooms 
of Briggs Beautyware in color these days—even in 
medium and \ow priced homes. They know that the most 
effective sales feature in any new home is the second 
Briggs Beautyware bathroom —well worth the moderate 
Give any home the truly modern additional cost. 
touch! Economical and easy to install, Briggs is promoting the two-bathroom idea in building 
the distinctive Briggs Beautyware and architectural trade magazines across the country! 
flat-rim lavatory provides ihe exe Briggs is telling the men who make the important hous- 
uae It ing design decisions about the advantages of installing 
two bathrooms wherever possible. 





Doubtless, you are already well aware of Briggs Beauty- 

Y ware quality. The acid-resistant luster and proved dura- 

BRIGGS ae bility of the rigid, porcelain enameled formed steel tubs 

BEAUTYWARE « Golo (AZ and lavatories —as well as the smart, modern styling and 

eermagey ba ip = Prospective home buyers all over lasting value of the vitreous china lavatories and closets 
America read national ads like this —are a sure key to customer satisfaction. 


; hat the qualit ; re ‘ 
= Rinne Arie bya Take advantage of this profit-building promotion. Rec- 


company of high reputation. They're ommend and install two bathrooms of Briggs Beautyware 
buying Briggs Beautyware in color! in color at every opportunity! 








BRIGGS MANUFACTURING CO. - 3001 MILLER AVENUE - DETROIT 11, MICHIGAN 
© 195 
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10 Reasons why HEATING MEN 
































Showing latest type OB 
Series Oil Burning Boiler 
made in 15” and 20” sizes. 


Dunkirk Slender Radiators 
combine handsome design 


with the rugged strength of 


cast iron...the life-time 
metal. 





Eujoy Doing Gusiness 


with DUNKIRK 


1 Choice of boilers for use with coal, 
oil or gas. 

2 Full line of handsomely styled slender 
radiators. 


3 Sound engineering design assuring 
maximum fuel economy. 





4 Accurate ratings strictly in accord- 
ance with industry standards. 


5 Use of cast iron for boilers and radi- 
ators for life-time satisfaction and 
performance. 

6 Boiler sizes to fit wide range of house- 
hold and commercial needs. 


7 Modern production facilities conven- 
iently located on main line railroads. 


8 Sincere understanding of field prob- 


lems. 


9 Record of previous war-time experi- 
ence responsible for cordial trade 
relations regarding maintenance of 
delivery schedules. 


10 Merchandised right, priced right and 
backed by a company known for 
sound policies that work hand in 
hand with heating men. 

































This large Dunkirk plant houses latest 
foundry and machine shop equipment 
for economical production. 


DUNKIRK RADIATOR CORPORATION 


DUNKIRK, NEW YORK 
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(O.. More Trips per 














tb ; Or=mloh Day. Your drivers 


make more trips per day 
because filling may be done under pressure 
where tanks are built for it. “Dual-Dials” 
give you this important safety feature. 


Magnetic Action Does It. 
, Oil level is indicated ac- 
| W, 


curately on dial through 
permanent non-electric 
magnets. Tank magnet 
is actuated by float, 
transmitting exact read- 
ing to dial magnet. 






£44 


Rochester gauges have earned their 
popularity because of faithful accuracy 
over a quarter of a century. The con- 
sumer likes them because they are al- 
ways dependable and easy to read from 
a long distance. Drivers like them for 
the same reason. 

Rochester gauges reveal the exact 
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FILL UNDER PRESSURE 


FOR MORE TRIPS PER DAY 





No Fire Hazard. 


The escape of fumes or 
oil leakage through 
gauge mechanism can- 
not occur since dial 
chamber is completely 
sealed off from tank. 
Underwriters’ listed. 


Guaranteed Accuracy. 


Each “Dual-Dial” is in- 
dividually calibrated for 
accurate readings 
throughout the life of 
the gauge. 





level of each tank regardless of varia- 
tions in tank capacity ... the reason for 
the present design. It replaces gallon 
gauge dials discarded over 20 years ago. 


BUILD YOUR BUSINESS WITH “DUAL DIALS”! 
Made tor 275-gallon oil burner storage tanks and 
stocked for tank depths of 22”, 24”, 27”, 42”, 
44”, and 47”; 112” and 2” pipe thread connec- 
tions. Special lengths to order. 


ROCHESTER MANUFACTURING CO., INC. 
19 Rockwood Street, Rochester 10, New York 
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LIQUID LEVEL, TEMPERATURE AND PRESSURE GAUGES 


























When it comes to remodeling... 





They re Never Too New! 


Even some of the newer buildings are better than average 


prospects for modernization jobs. This article will show how 


you can find and sell these profitable jobs in your town... 


KEEPING FOLKS in hot water 
can be very profitable for the 
plumbing and heating contrac- 
tor, especially if this is a volume 
water heater remodeling job. 
And this one (see facing page) 
definitely was. 

The Riverside Apartments 
Project, Columbus, Ohio, is rela- 
tively new, but the managing 
agency, the Metropolitan Hous- 
ing Authority, was concerned 
about the cost of domestic hot 


water. For this purpose they 
were using a 100-horsepower 
boiler with stoker and four li- 
censed firemen, even in months 
when heating was not required. 

This method was expensive. 
Salaries of the firemen alone 
came to better than $50 per day. 
No one had thought about this 
matter when the job was origi- 
nally planned, but those heavy 
summer heating bills soon called 
it to the attention of manage- 


REMODELING POTENTIAL IN NEW STRUCTURES 


The school population is constantly growing, and even when proper allowances 
are made in the planning stage, a new school can soon be in need of moderniza- 
tion. Sometimes kitchens are added later to keep down the size of initial budgets. 
Or perhaps additional domestic hot water is required. Keeping in close contact 
with school boards is the best way to find and get this business. 


Automatic laundries are frequently added in the basement soon after occupancy, 
as are frozen food lockers—another substantial addition that the contractor can 
sell if he will promote his services to real estate agencies and rental firms. 


Many of these developed during the last War and are nowin need of improvement. = 
As this article demonstrates, domestic hot water is frequently a problem. But 


* 


there are others: plumbing systems installed during the War must sometimes 
be partially replaced, and the same Is true of the heating systems. 


Wartime budgets squeezed many hospitals, etc., badly, and now, even some of 
the newer ones are in need of the plumbing and heating contractor's services. 


Expansion is taking place also, and this means replacement and modernization 
of existing facilities. Personal contact with and direct mail to purchasing agents 


ment. What to do about it? 
To make a long story short, 
they did the only sensible thing 
. something any alert plumb- 
ing and heating contractor could 
have pointed out to them in a 
moment. They installed a bat- 
tery of automatic gas-fired water 
heaters. This permitted them to 
shut down the expensive boiler, 
and they told the firemen to take 
a vacation. 
The result? From May through 
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INSTITUTIONS 
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This installation of a battery of automatic gas-fired water 
heaters was made in the relatively new Riverside Apart- 


August, the Ohio Fuel Gas Co. 
bill for natural gas consumed by 
the three water heaters aver- 
aged $164 per month. Divided 
among 252 families “the total 
population of the project,” the 
monthly fuel cost for domestic 
hot water was only 65¢ per fam- 
ily. Certainly a bargain in Co- 
lumbus, where the average cost 
for heating water with natural 
gas in a single residence is $1.12 
per month. 

All of ‘which proves that it is 
usually more economical to 
modernize . . . even in the case of 
a relatively new housing project. 

For a structure doesn’t have to 
be ancient before it becomes a 
prospect for remodeling. Often, 
as in the case cited above, some- 


thing vital has been overlooked 
in the original planning. And all 
that is required to make the sale 
is to point out the savings that 
can be effected by remodeling. 

Sometimes, too, the original 
budget (especially in the case of 
a publicly financed project) was 
trimmed to the minimum .. . the 
thought being that essential ad- 
ditions would be made later. All 
of which means that schools, state 
hospitals, etc., are better than 
average remodeling prospects... 
especially if they can be shown 
how the addition of equipment 
can shave those oppressive op- 
erating costs. 

One good approach for the 
contractor with remodeling con- 
tracts in mind is to demonstrate 
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ment Project in Columbus, Ohio, proving that moderniza- 
tion jobs are not necessarily limited to older structures. 


how the addition of new equip- 
ment can be amortized quickly 
by lowered operating costs. Ev- 
eryone wants to save, and if 
savings can be effected even 
while new equipment is being 
paid for, there is no argument. 

Savings make an impression 
on cost-conscious managers. 
Thus, when repairs and replace- 
ments are needed later, the name 
of the contractor who success- 
fully saved the “original bucks” 
is quick to come in mind. 

Good jobs breed like rabbits. 
The news gets around, and one 
remodeling job leads to another. 
One housing project learns how 
another is shaving costs, and im- 
mediately sees the light. Result: 
another contract. 
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Grabler Square “Gee” Pipe Hangers. 






















Approved by 


| Underwriters’ Laboratories 


You insist that journey- 
men use time-cost saving tools. 
Then use Square “Gee” Pipe 
Hangers on your next plumb- 
ing and heating job; double- 
check the time-cost of assem- 
bling pipe hangers with the 
pipe and you will discover that pipe hangers can reduce 
uare “Gee” Pipe 
to comply with modern 
engineering and construction practices—they give relief 
from time-wasting grief. Ask your wholesaler for 


Hangers 


THe GRABLER manuracturine co. 
6565 BROADWAY « CLEVELAND 5, OHIO 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings « 
AAR Fittings * Unions ¢ Rail Fittings * Cast Iron Steam 
and Drainage Fittings * Patented Drainage Fittings * 
Copper Tube Solder-Joint Fittings ¢ Cast Brass Solder- 
Joint Drainage Fittings * Steel Pipe Nipples * Hangers 


Approved by 
Underwriters’ 
Laboratories 
Approved by 
Underwriters’ 
Laboratories 


New Wall Chart 
shows complete 
range of types of 
Grabler Square 
“Gee” Pipe 
Hangers and 
accessories, 
Write for it on 
your letterhead, 
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First National Convention 
(Continued from page 124) 


educational program for wholesalers. 

9. To develop and sponsor a program to im- 
prove distribution and warehouse efficiency. 

10. To collect and publish wholesalers opinions 
on industry problems. 

11. To create and develop a training and edu- 
cational program on credits and collections. 

“The affairs of the Institute are to be conducted 
not for profit, but for the service and guidance of 
its membership, and the organization shall neither 
possess or exercise any rights or powers what- 
soever with respect to the affairs and procedures 
and the manner and method of conducting the 
same of its members.” 


1953 Appliances 


(Continued from page 114) 


New Product No. 11: A winter air conditioner that 
is narrow enough to fit into the slenderest of spaces. 
Hunt Heater Corporation has designed its new gas- 
fired unit specifically for installation in closets, al- 
coves, utility rooms or other out-of-the-way places. 
The furnace is only 12% in. wide and has a built-in 





draft hood that keeps down drafts from extinguish- 
ing the burner flame. This feature is an integral part 
of the cabinet. Air return openings in left or right 
side of the cabinet or through the bottom of the 
unit allow maximum installation flexibility. Joseph 
Youngstown, sales manager, is shown above. 


New Product No. 12: A combination heater and 
cooking range. This new idea developed by Florence 
Stove Company, has special application to homes 
heated by the zone system. Since the kitchen is used 
only a small part of the day, this unit can permit 
zoning for increased heating efficiency by eliminat- 
ing a room. Aside from this feature it is a full-size 
cooking range with a family size oven, slide-away 
broiler and automatic controls. As a heater, it is 
rated at 30,000 Btu. The heating section is located 
adjacent to the oven. 
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the They assemble quickly without change of pace or loss of time. Every 
seph Square “Gee” Package-Protected Fitting is instantly at hand, clean and 
ready for use...no time is wasted finding or cleaning fittings and han- 
and dling is done by the carton instead of by the piece. You get time-cost 
ence savings many ways by using Grabler Package- Protected Fittings. Order 
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Arrowhead lavatory 
K-1890-C 
Cabinet K-5782 


CABINET LAVATORIES 


for bathroom, dressing room, 
, washroom, bedroom 


Opportunities for installing extra plumbing fixtures in new or modern- 
ized homes are provided by Kohler built-in lavatories with cabinets. 
Dressing table utility, with ample storage space, is offered by attrac- 
tive cabinets of hardwood plywood with light, natural grain finish, 
resistant to alcohol, water and other liquids. 

Double cabinet doors, with touch latches, open on semi-concealed 
hinges that do not protrude beyond sides—permitting recess installa- 
tion. Drawers in large cabinets open on ball bearing rollers. 

Kohler Arrowhead vitreous china, and Tahce enameled iron lava- 

Cabinet K-5790 ‘ my ee : ? : . 

% tories for building-in have mixer fittings that match in style. Cabi- 

Kohler Co., Kohler, Wisconsin net tops of hard, durable one-piece plastic sheets, are offered in four 
Established 1873 pastel colors: Chrome Gray, Soft Green, Sand Tone and Coral. 


KOHLER or KOHLER 


PLUMBING FIXTURES © HEATING EQUIPMENT ¢ ELECTRIC PLANTS ¢ AIR-COOLED ENGINES © PRECISION CONTROLS 
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One fitting often takes 
the place of three 


NIBCO’s full line makes 
sure there’s the right fit- 
ting for every part of 
the job. Saves bushings 
—makes better looking 
installations. 











The NIBCO line 
includes 
Adapters from Tubes 


Wrot from tube these adapters match 
copper tube installations. Precision- 


| avoid test leaks 


Fittings from tubes can't 
have sand holes and 


IES 























, their precision-formed 
solder cups fit just right. formed extended solder cups fit! And 
they heat up fast without deforming 
P iyi ptan the threads or burning out pipe com- 
modern- pound. Husky wrench hexes add to 
cabinets. e = ; And | save ‘ : ease of installation. Wrot adapters are 
y attrac- installation time another example of how the NIBCO 
2 , line makes a better job for the 
in finish, Fittings from tubes heat customers and a better profit 
up and take the solder for you. 
sntenied fast. And with the 
. ay NIBCO line you 
Anstalla- use less fittings. Send for BIG 
. NIBCO Catalo 
on lava- When you buy fittings, protect your g 
le. Cabi- profit on the job by specifying ee en a 
1 in four NIBCO. Order from your jobber. 
bs , Elkhart, Ind. 
ral. NORTHERN INDIANA BRASS CO. NORTHERN INDIANA BRASS CO., 1204 Plum Street, art, In : 
Rush me your big 108-page catalog G of NIBCO valves and fittings \ 
ELKHART, INDIANA | Also include Catalog LPV-1, Low Pressure Valves for Modern Homes L_] 
| and Catalog TV-207, Threaded Bronze Valves ) | 
\ | ee eee de eee ees ie a is ed ee { 
| eee aN Aer Te = eee ] 
NTROLS Bin Ian | 














* 


The big lift gets underway. All sup- 
plies for the project, including ven- 
tilation equipment and pre-fabri- 
cated sections of pipe, reach the tun- 
nel opening a half mile above the 
valley floor via this aerial tramway. 


Modernizing 
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In our last issue you saw mountains of re- 
modeling statistics, mountains of case 
studies, mountains of sales aids. Now see 
how a mountain itself has been modernized 





Even MonammMen, who once 
commanded a mountain to come 
to him, would be humble before 
the most recent of man’s amaz- 
ing engineering feats. This one, 
currently under progress in the 
wilds of British Columbia 400 
miles north of Seattle, involves 
the remodeling of a mountain. jj the comforg of 
It is called Kitimat. home, hundreds ofMmiles 
¢ : +4 66 from civilizatio ‘ork- 
Life Magazine terms It, the ers are shown h@e weld 
most awesome revision of geog- ing water sug@y pipes 
raphy in history.” For, not only and caulking ste lines, 


which were lar enclosed 
in an insyggted frame. 











is a mountain tailored to man’s 
present needs, but the flow of an 
entire lake and river complex is 
reversed, shunting its 357 square 
miles of water into a new outlet. 
Naturally, this gigantic re- 400 wes north of Seat 
modeling job, sponsored by the tle, #00 miles from Chi 
Al . Cc fC d cag 3800 miles from 
uminum Company of Canada, MF york That's how 
calls for a giant-size piping and {gM off the beaten track 
*1n4? * Sais e huge British Colum 
ventilating job. For, inside the My oro i ct is. See may 
mountain the world’s largest 
hydro-electric plant is being con- 
structed, and the workmen, la- 
boring deep within the bowels of 
the earth, must be provided with 
fresh air. Without the proven 
know-how of our industry such 
(Please turn to center of next page) 
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Worker checks 
pipe joints ,in the 
sewer and water 
lines before insu- 
lating them with tar 
paper and packing 
them in sawdust. 
Large quantities of wa- 
ter are used daily by the 
tunnel workers, who take 
showers after each shift. 


(Continued from preceding page) 


a project would be impossible. 

Eventually, the powerhouse 
will occupy an immense cavern 
(hewn from solid rock) two 
blocks long and eight stories 
high, and will supply electricity 
for the world’s largest aluminum 
smelter, a brand new deep water 
port, and a city that may eventu- 
ally house 50,000 people. 

A task of this sort requires a 
large number of motor-driven 
equipment, crawler tractors and 
hauling units—all of which must 
operate underground. Thus, ex- 
haust from these units must be 
cleared from the air rapidly to 
present contamination. That’s 


where our industry comes in. 
All of the tunnels carry a 24- 
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inch welded-steel ventilation 
pipe through which air is forced 
by electric-powered blower fans 
to within 200 ft of the actual 
“heading” where work is in prog- 
ress. Eight to six inch air and 
water pipes are also carried in 
close behind each major heading. 

Paul Bunyan, who, to hear his 
side of the story, created in his 
spare moments much of the pres- 
ent geography of the Northwest, 
never bothered with such details. 
But hundreds of men and units 
of equipment require pure air 
in order to operate. 

When solid rock is blasted 
from the earth inside the cavern, 
a Kansas-sized dust storm is 
raised. Water must be piped into 
the mountain for use in dust 
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abatement, and compressed air 
must be brought in to power the 
drills used at the heading. In 
some places, the piping must run 
three miles into the mountain 
from the surface. 

Thousands of feet of this pipe 
are fabricated in the construction 
camps, and transported up the 
mountainside and from there in- 
to the 15 different tunnels which 
are being driven simultaneously. 

When the remodeling is com- 
pleted, a subway-size tunnel ten 
miles long will carry water from 
the reversed river-lake system 
to supply power for the under- 
ground generators. The largest 
sloping clay core dam in the 
world will cause the water to 
flow “backward,” and its fall 
through the power plant will be 
16 times as far as that of Niagara. 


The Vanishing American 


Less than 18 months ago a 
handful of Indians fished and 
hunted in the peaceful silence of 
this heavily forested region. To- 
day, over 5,000 men and more 
than 1,000 gasoline and diesel en- 
gines powering tractors, com- 
pressors, trucks and other ma- 
chinery labor day and night, 
creating a new and fantastic life, 
which, when the project is com- 

(Please turn to center of page 159) 
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Which type of unit heating do you —_ 


ad air 
er the 
ge. “in 
st run 
intain 
; pipe SIUM lam Colar Selatce] Mm (LIU siaet(=Xo) PM A-Tatlece] Mm OL-11hZ-10 7 Five popular sizes, A.G.A. approved for natural, 
sai and Power Throw types — 47 different models mixed, manufactured, L.P. and L.P.-air gases 
D the 
re in- : 
i In eith Modine off the right unit 
room n either case Modine offers you the right uni 
| REN TENOS 
com- 
hae heater for your exact needs 
from 
stem 
der- 
‘gest > W hen you ask Modine for a unit heating recommendas 
the Wlotline tion, you’re sure of an unbiased answer. For Modine 
r to STEAM AND HOT WATER UNITS builds steam, hot water and gas-fired units . . . in a broad 
fall Special heating coil designs for steam and for range of types and sizes. There’s no need = our heating 
l be hot water assure best performance for each type experts to fit your job to a limited line. 
| of syoten. Dieriatee nit weapersaces of 110- Equally important, Modine has been a leader in unit heat- 
ara. 120° F are correctly related to air velocity ’ : 
for heating at its best. All-copper coils defy ing for 25 years. Balanced design of all models assures you of 
corrosion because fins are bonded to tubes and perfect heating comfort with maximum fuel economy. For the 
tubes are brazed to headers. Pre-formed tubes right unit heater for your requirements, see the Modine rep- 
I a with individual expansion bends absorb stresses, é ; ; 8 Pe : 
assure long life. resentative listed in your classified phone book. Or write 
ye Modine Mfg. Co., 1502 DeKoven Ave., Racine, Wis. 
> Oo 
ee Wlodline 
ore 
en- GAS-FIRED UNITS GET THESE FREE BOOKS — Ask for Bulletin 
m- Modine is the only gas unit with both stainless 149-A on steam and hot water and Bulle- 
steel heat exchanger and burner. Lighter weight tin 652 on gas-fired unit heaters. 
1a- means easier, less expensive installation, plus 
ht faster heat delivery — within five seconds after siiee 
f : thermostat calls for it. Individually fired tubes . 
e; provide higher heat transfer. Elongated ports 
m- — four times free area of conventional drilled 
9 ports — minimize clogging and simplify rou- 
) tine cleaning. UNIT 


















































Shopping with D.E. 


(Continued from page 48) 


Plastic Toilet Seat 

A plastic seat ring and cover 
that are molded in a one-shot 
operation assures an exact color 
match of the two parts of the 
Ronaware toilet seat. Colors are 
solid through the seat, and are 





offered in six choices and white. 
The maker reports the seat will 
not peel, is acid resistant, non- 
inflamable and odorless. The seat 
has hidden hinge construction and 
chrome plated brass forgings. It 
also has an enclosed bottom. 

Manufacturer: Rona Plastic Cor- 
poration, New York 61. 


Upright Freezer 

The new upright freezer, added 
to the Coolerator line, has coils in 
all shelves for fast freezing and 
holds 641 lbs of food. All food is 
instantly visible and within easy 
reach because it is stored on sepa- 
rate shelves at normal eye level. 
Extra shelf space is provided by 
a compartment in the door. An 
automatic light illuminates the en- 
tire cabinet when the door is 
opened. 

Manufacturer: The Coolerator 
Company, 128 First St., Duluth 1, 
Minn. 











Furnace-Unit Heater 

A new horizontal pressure atom- 
izer oil-fired furnace, announced 
by Iron Fireman, is designed for 
heating homes or commercial-in- 





dustrial use as a unit heater. A 
series of corrugated flue sections, 
effectively spaced, concentrates a 
great amount of heating surface in 
the path of the blower. This results 
in low stack temperatures. 


The furnace is delivered com- 
pletely assembled, and is installed 
by suspension from the eyebolts, 
which are integral parts of the unit. 
The suspension feature permits 
easy installation in minimum space. 
It comes in units delivering Btu/hr 
output from 80,000 to 180,000. 

Manufacturer: Iron Fireman 
Manufacturing Co., Cleveland 11. 





Dual-Spray Faucet Attachment 


A 2-way faucet attachment that 
selects either a fine spray or an 
aerated stream with a flick of the 
finger has just been introduced. 
The unit can be quickly attached 
to any standard faucet without 
special tools. A concealed hinge 
connects the two actions, the bot- 
tom part swinging to one side for 
the spray action. The unit is self- 
cleaning. 

Manufacturer: Ellay Brass Mfg. 
Co., Inc., 3550 Union Pacific Ave., 
Los Angeles 23. 


Baseboard Radiation Damper 

A new knob-operated damper 
for each type of Vulcan baseboard 
radiation cover is now available as 
regular equipment. The only man- 
ual effort needed to operate the 
spring-lever damper is to flip the 
plastic control knob. When closed, 
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the damper cuts off convection 
heat for the amount of radiation 
controlled by each damper unit. 
This permits only radiant heat en- 
ergy to be thrown off and serves 
to reduce the temperature in one 
room without affecting the rest of 
the house. 

Manufacturer: Vulcan Radiator 
Co., 26 Francis Ave., Hartford 6, 
Conn. 


Food Waste Disposer 


A new model focd waste disposer 
unit has been added by Waste 
King. The new unit has an inlet 





port in the upper housing to permit 
it to be installed as a companion 
plumbing fixture with ‘any auto- 
matic, self-pumping dishwasher. 
Double trap installation is not 
needed, thus minimizing costs. 

Manufacturer: Given Manufac- 
turing Co., Los Angeles. 


Self-Priming Jet Water System 

A new type, self-priming jet 
water system has been introduced 
by Jacuzzi Bros. to meet the de- 
mand for increased water pressure 
in homes where water consuming 





appliances have been added. The 

shallow well pump contains its own 

built-in check valve, eliminating 
(Please turn to top of page 144) 
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KITCHEN SALES! 























aoHn Sell cabinets for any sink -- or complete kitchens ... sell 

auto- cabinets in white or any of 5 pastel colors! Take advantage 

asher. of the big demand for steel kitchens and cash in on this 

a _ profitable business. It's EASY! Harrison now has available 

ufac- to you the striking display unit shown above, featuring cabinets 
in COLOR, It comes complete in every detail and can be 

>m assembled in less than two hours. It is free-standing, it attracts 

g jet attention, and it shows the beauty and superiority of Harrison 

= steel cabinets in the most attractive way. 


ssure 


es = More than 20 sink cabinets! 


Harrison offers a complete line of standard and 
custom cabinets and accessories. Features include 
insulated, spring-hinge doors, roller béaring 
drawers, "knee-zone'"' recessed sink fronts (except 
on economy models), heavy gauge welded steel 
construction, and baked enamel finish. 


| SEND THIS COUPON NOW! 
| 
| 








Harrison Steel Cabinet Co. 
ATTACH 4718 West Fifth Ave. 


TO YOUR Chicago 44, lil. 
Please send more information on HARRISON 
LETTERHEAD steel kitchens to: 












The TODAY! Name__ 
wn 
ves Company___ 
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the foot valve in the wall. It is 
self-priming, with or without a 
tank, and may be obtained as a 
complete water system with tank 
or as pump only for use with any 
other tank. 

Manufacturer: Jacuzzi Bros., 
Inc., Richmond, Calif. 


Toilet Tank Valve 


A new toilet tank valve, with 
flexible fittings for inaccessible 
locations, is now available from 
Paul Products. The valve is a 





permanent installation and operates 
by mixing a small amount of hot 
water with cold water going into 
the toilet. This brings water in 
the toilet tank closer to room tem- 
perature in summer and helps pre- 
vent condensation on the tank. 

Distributed nationally by R. C. 
Schneider Co., 6521 W. State St., 
Milwaukee 13. 


Gas Fired Boiler 

A new series of gas-fired boilers 
has been announced by Norge. 
Covering a range of sizes from 
62,000 to 2,380,000 Btu/hr, the 
smaller series boilers are available 





for hot water heating and the larger 
ones for any steam, hot water or 
vapor system. Boilers are equipped 
with fully automatic controls, cen- 
trally grouped to facilitate easy in- 
spection. They are shipped with 
controls, housing and burners in 
place ready for connecting to gas 


or water lines. 

Manufacturer: Norge Heat Di- 
vision, Borg-Warner Corp., Kala- 
mazoo, Mich. 


Cabinet-Sink Combination 

Two newly styled sink cabinets 
have been added to the line of 
Miller Metal. One is a 54 in. unit, 





the other 42 in. and both feature 
modern overhanging drawer design 
with concealed finger recesses be- 
neath, handles centered on cup- 
board doors. The drawers, with 
heads 1 3/4 in. thick, slide on nylon 
bearings. It is finished in two coats 
of baked-on white enamel. Both 
units are available either as under+ 
sink cabinets only or complete with 
porcelain-on-steel sink. 

Manufacturer: Miller Metal 
Products Inc., 2215 Russell St., 
Baltimore 30. 





Laundry Tray Pump 

This new Neptune laundry tray 
pump is designed to help dispose of 
laundry waste water where no 
sewerage is available or where 
laundry trays and washing ma- 
chines are below the sewer line. 
Installation requires that the pump 
be attached to the drain pipe be- 
low the trap and an electric out- 
let installed. Cord and plug are 
supplied with the pump. The 
motor is % hp, 110 v, 60 cycle. 

Manufacturer. Neptune Pump 
Manufacturing Co., 4912 N. Sixth 
St., Philadelphia 20. 


On-the-Job Insulating Material 


A new material, which allows for 
on-the-job fabrication of insulating 
fittings for cold lines, has been de- 
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veloped by Armstrong. It is a cork 
and rubber composition, and pro- 
motes flexibility and speed, as it 
allows the workmen to mold a fit- 
ting cover to the proper size and 
thickness on the job by shaping the 
material by hand to the fitting be- 
ing insulated. The material, called 
Plasticork, can be used in any ap- 
plication where regular cork fit- 
ting covers can be applied. 

Manufacturer: Armstrong Cork 
Co., Lancaster, Pa. 


Window Circulator 

This is the season when steamed 
up windows harrass the home 
owner, causing damage to window 
casings and wall finishes and 
obstructing vision. The Electric 
Range Co. has introduced a cir- 
cu'ator window attachment de- 
signed to combat this problem. It 





is an electrical plug-in unit that 
attaches to the window. Available 
in sizes from 50 to 200 watts, the 
circulator provides a steady flow 
of warm air over window surfaces 
to prevent condensation. It em- 
ploys a low-temperature concealed 
coil for its full length, and produces 
enough heat to keep windows clear 
and free from dampness and paint 
peeling in sills and window frames. 
Sizes range from 24 to 72 in. and 
for larger windows, two or more 
units may be employed. 

Manufacturer: Distributed na- 
tionally by the Electric Range Co., 
382 First St., San Francisco 5. 


Compact Air Conditioner 

Air conditioning for the home as 
well as the office is the intention of 
this new Carrier unit, which is 
completely enclosed, insulated and 





sound-proofed. Models offered in- 
clude eight sizes ranging from 4 
(Please turn to top of page 146) 
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TO MAKE MORE MONEY IN MODERNIZATION ... / 
Feature Fine Fixtures by CHICAGO POTTERY , 
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REMODEL THE MASTER BATH 


It’s open season on obsolete, eye-sore bath- 
rooms and here’s your big gun that really 
bags those modernization profits! It’s Chi- 
cago Pottery’s “Luxury Ensemble’ for 
your customers who demand the finest. 
Here’s the master bath group that stands 
for pride of ownership, prestige, integrated 
beauty. 


ectric 
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UP YOUR MODERNIZATION SALES 


To get sales you are now missing, get 
acquainted with our “Anniversary En- 
semble.” Where quality is required but 
price must be a factor, this Chicago Pot- 
tery group has what it takes. A terrific 
value that brings a fine modern bathroom 
within the reach of all! 


SELL THE SECOND BATHROOM 


The second bath idea is coming in strong. 
If you want to cash in on this trend, it will 
pay you to investigate our “Budget Bath.” 
It’s compact, very light in weight, and low 
in cost—a natural for the second bath and 
a profit-coiner for you. 


SEE YOUR NEAREST WHOLESALER TODAY 


No. 3 


CHICAGO POT RERY COMPay © 


VITREOUS CHINA PORCELAIN ENAMELED STEEL PLUMBING FIXTURES 
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to 1% hp in window or console 
types. One of the features is that 
most of the unit projects outside 
the window, so that the front does 
not hang into the room over the 
sill. The same design features also 
mean that the unit may be mounted 
through the top of the window. 

Manufacturer: Carrier Corpora- 
tion, Syracuse, N. Y. 


Electric Water System 

This new Rapidayton high-capac- 
ity electric water system is capable 
of producing 350 gph. Called the 
“Super Gusher,” it is a companion 
to the “Gusher” model introduced 
earlier this year. Priced economi- 
cally for installation in homes and 
certain types of commercial mar- 
kets, such as service stations and 
small restaurants, the unit has a 


reciprocating type pump and auto- 
matic air volume control. 
Manufacturer: Dayton Pump and 


Manufacturing Co., Dayton, Ohio. 


Furnace Humidifier 

A floatless, warm air furnace 
humidifier is available that is suit- 
able for oil or gas units. Water 
weight opens and closes the valve 


automatically. For installation, all 
that is needed is a 7 by 7 in. hole in 
the furnace duct and connection to 


a cold water line. The unit is self- 
supporting and adjustable for for- 
ward and backward slope of furn- 
ace or duct wall. 

Manufacturer: Bettinger Corp- 
oration, Waltham, Mass. 


Sink-Range-Refrigerator 

A combination sink, gas range 
and refrigerator unit for small 
space areas in hotels, motels, cabins 
or trailers has been added to the 
1953 line of General Air Condition- 
ing. Three gas burners are clus- 
tered on the left of the top surface, 
with sink basin to the right and re- 
frigerator of 4 cu. ft capacity in 
cabinet space. There is a storage 
drawer below the refrigerator. The 
unit measures 27% by 28 by 40 in. 

Manufacturer: General Air Con- 
ditioning Corp., 4542 E. Dunham 
St., Los Angeles 23. 


Closet Bolt Insert 
A time-saving closet bolt insert 


has been developed by Perfecto 
Products. It is made of heavy cor- 


rugated cardboard die-cut to prop- 
er size and furnished with a binder 
head metal screw. Inserts may be 
placed in proper position at the 
time the closet ring is set and thus 
keep slots free at the time the con- 
crete floor is poured. 
Manufacturer: Perfecto Products 


Inc., Canoga Park, Calif. 


Oil-Fired Floor Furnace 

Evans has introduced an oil-fired 
floor furnace which comes as a 
complete package for easy installa- 
tion. The furnace can be installed 
in an hour by merely connecting 
the fuel line and flue outlet. Pro- 
visions are made for leveling at the 
top so that leveling underneath the 
house is unnecessary. The furnace 
may be installed entirely out of 
sight in the home. 

Manufacturer: Evans Products 


Company, Plymouth, Mich. 


Swedging Tool 

A 3-in-1 swedging tool, called 
the “plumber’s helper”, has been 
announced by JRS-Talon tools. 
The new swedging tool comes 


packed in a protective screw-top 
clear plastic tube, which makes a 
permanent tool case and protects 
and retains the finish of the tools. 
Sizes are 3%, % and %& in. 
Manufacturer: Talon Tools Inc., 
River Road, N. Arlington, N. J. 





Smal) Kitchen Sink Features Waste Receptor 


An integral waste receptor for garbage or washing and draining of 
foods is featured in a new sink for small kitchens. The 25 by 21 in. 
sink is designed for continuous counter-top use. A small well beside 
the sink bowl has a separate drain and basket, the sides and bottom 
of which are perforated to permit drainage. With the basket out, the 
well may be filled with cold water or ice to chill desserts or bottles, or 
hot water to keep baby bottles warm. A drain plug will hold water, or 
the rinsing action may be used. A black plastic cover fits over the 
small well for non-use times. The sink’s water spout swings to reach 
both wells. The sink comes in five colors and white. 

Manufacturer: American Radiator & Standard Sanitary Corp., Pitts- 


burgh 30. 
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Distributed by outstanding wholesalers 





Manufactured by 
Combustion Engineering-Superheater, Inc. ¢ Water Heater and Soil Pipe Division * Chattanooga 1, Tenn. 




































ft that brings glad 
tidings ucar ‘round 


You know the many benefits derived from each issue of 
DOMESTIC ENGINEERING . . . You know what a business- 
builder it is for you. No other Christmas gift could be more 
practical nor remembered longer by your friends in the 
trade, or business associates, than a gift subscription for 


DOMESTIC ENGINEERING. 


No bothersome Christmas shopping for you this year... 
merely fill in the self-mailing, postage-paid envelope at the 
right and return it to us. Takes minutes to promote good will 
for a lifetime. Be a practical giver this Christmas ... give 
DOMESTIC ENGINEERING. Share the wealth of ideas with 
your business associates and also extend your good wishes 


throughout the year. 


An attractive Christmas card, with your name inscribed, is 
sent to each individual for whom you order a subscription. 
NY ol Yale] Christmas rates, shown on the self-mailer, apply till 
December 31, 1952. Your friends will be. glad you remem- 
bered them with DOMESTIC ENGINEERING this 
Christmas. ORDER NOW! 








News 
(Continued from page 62) 
in selected areas in 1952 and re- 


ceived wide acceptance, the com- 
pany states. 


Cast Iron Fixture Volume Rises 
The volume of shipments of en- 
ameled cast iron plumbing fixtures 
increased unitwise during the sec- 
ond quarter of 1952 13.6 percent 
over the first quarter, according 
to the Enameled Cast Iron Plumb- 
ing Fixtures Association. 
Bathtubs increased 26 percent, 
lavatories rose 10 percent, and kit- 
chen sinks rose 2 percent. Dollar 
volume of enameled cast iron 
plumbing fixtures, as reported by 
the Bureau of Census, constituted 
46.4 percent of the total value of 
all shipments of plumbing fixtures. 


M-H Opens European Plant 

A new factory on the outskirts of 
Amsterdam, The Netherlands, 
marks the first time Minneapolis- 
Honeywell Regulator Company has 


manufactured heating controls 


abroad. It will produce a limited 
line of automatic controls for oil- 
fired furnaces. M-H believes fuel 
oil use will increase in Europe re- 
sulting from development of new 
fields in the Middle East and else- 
where. Output of the new plant 
will be sold largely in Scandanavia, 
Italy, Austria, West Germany, 
France and The Netherlands. 


Expansions 


Universal Major Elec Appli- 
ances, Inc., is adding a new $100,- 
000 building to its Lima, Ohio 
plant, scheduled for completion by 


PERSONALITY PROFILES 
Joseph Hirshstein, 
President, 


Josam Mfg. Co. 


FIFTY-ODD YEARS AGO drainage 
systems were crude unsanitary de- 
vices, some of which resembled a 
hole in the ground with a perfor- 
ated covering. Contamination was 
common and there were no stand- 
ards upon which a drainage sys- 
tem could be built. This was the 
condition in the plumbing industry 
that confronted Mr. Joseph Hirsh- 
stein, now president of Josam 
Manufacturing Company. 

Recognizing the need for im- 
proved sanitation and foreseeing 
the effects of such a development 
on a national standard of living, 
Mr. Hirshstein, at the time a 
plumbing apprentice in St. Louis, 
designed the first double drainage 
floor drain in 1914. In order to 


convince the industry of the ad- 
vances needed, Mr. Hirshstein be- 
gan a one man crusade by carrying 
a working model of this first drain 
to contractors, architects and 
builders all over the nation. To- 
day it is accepted as the basic 
standard in the industry. There 
are now over 870 different types 
of drains in the Josam line. 

Mr. Hirshstein, who last month 
celebrated his 80th birthday and 
is still active head of the business 
and supervises engineering, has 
seen his idea grow from a small 
plant employing 20 people to a 
plant covering 4 acres and employ- 
ing more than 500 people. He has 
also seen his contribution become 
the core of modern living comfort. 





Dec. 20. Morton L. Clark, president, 

said it will increase productive ca- 

pacity by more than 10 percent. 

It will be used to expand the man- 

ufacture of room air conditioners 

and for increased warehouse area. 
e 7 * 

The Bridgeport Brass Company 
of Pennsylvania has opened a new 
warehouse in Philadelphia for im- 
proved service in carrying large 
stocks of brass and copper strip, 
rod, wire and tube products. 

6 @ 

Eclipse Fuel Engineering Co., of 
Canada, Ltd., has been formed to 
handle sales and service on Eclipse 


products there, according to ex- 
ecutives of the parent company, 
Eclipse Fuel Engineering Co., 
Rockford, Ill. The entire Eclipse 
line will be represented and serv- 
iced by the Canadian company. 
Offices are at 705 Bloor Street, 
West, Toronto. 
+ @ 


The Westinghouse Electric Cor- 
poration will soon expand its man- 
ufacturing in the Boston area with 
a $1,250,000 building project at its 
Sturtevant Division plant in Hyde 
Park, Mass. The plant manufac- 
tures air conditioning equipment, 
commercial fans and blowers. 


Walter E. Selck & Co., Chicago, held its fall sales conference recently, at 
which speakers used “magic” tricks to emphasize their talks. Among those 
attending were, left to right, first row, Jerry Newman, gen. sales mgr.; Dave 
Broderick; Walter E. Selck; Frank Williams, advtg. and sales prom. mgr. 











In charge of Domestic 
Engineering's Bay City 
remodeling survey was Dr. 
Charles L. Allen, director 
of research at Northwest 
ern University and well 
known authority on con- 
sumer buying studies. Dr. 
Allen edited the 125-part 
questionnaire, instructed 
the researchers in the sci- 
entific technique to be 
used, and supervised the 


interviews and the tabulation of the sur- 
vey. Director of 55 other consumer studies, 
Dr. Allen stated that the Bay City project 
was one of the most remarkable and suc- 


cessful ever conducted 


A total of 563 Bay City 
homes were entered and 
examined as to their 
plumbing, heating, air 


' eonditioning and appli- 





i a verbal 


; made of the 


ance remodeling potential, 
as shown by this typical 
researcher. Not only was 
interview made 
with the home owner but 
actual examination was 
equipment. 
Buying habits and buying 
plans were also tabulated, 
both as to type and brand 


f of merchandise in the 


home at present and that 
residents needed and 
planned to buy in the 
next two years. 


Another chapter of The Bay City Story was written 
in more than 50 depth interviews made in industrial 
plants, restaurants, schools and various other insti- 
tutions, to examine the present facilities in these 
structures and to find out plans being made for their 
improvement. While the nature of these studies make 


tabulation impossible, 


the facts discovered will be 


treated and comprehensively interpreted in Domestic 
Engineering’s editorial columns. 


The ‘arm market poten- 
tial was not overlooked, 
with 108 Bay County 
rural homes inspected 
by the Domestic En- 
gineering interviewers. 
Here, on these visits, 
attention was not only | 
paid to the house in- 
terior, but also to the 
condition or need for 
facilities in outbuild- 
ings and other places 
on the farm. Past re- 


modeling and plans for it in the future were also 
discussed as part of the interview to discover the 
scope and prospects of this market. 


DOMESTIC ENGINEERING 


If you make building materials, equip- 
ment or appliances, consider the remodel- 
ing market. 

Constantly-growing, relatively non- 
competitive, it offers you and your deal- 
ers a thunderhead of sales opportunities. 

It can be your major source of sales in 
xk 


Up to now, no one has really understood the 
true sales potential of the remodeling market... . 
Not until Domestic Engineering sent a crew of 40 
researchers to Bay City, Michigan to conduct a 
survey of home owners and building operators— 
a survey which went far beyond “buying inten- 
tions”; a survey based upon personal inspection 
of buildings and their equipment; a survey which 
measured income and ability to pay, as well as 
desire to buy. 

The result is “The Bay City Story’—the most 
penetrating and extensive analysis of remodeling 
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lead feature in the November issue of Domestic 
Engineering, which is wholly devoted to modern- 
ization, in all of its facets, and which starts a 
year-long campaign for modernization business. 
Get this issue te orient your own sales staff to the 
remodeling market. 

This issue describes the ‘Modernization Week” 
promotion—a concentrated educational campaign 
launched by a mayoral proclamation, sponsored by 
Domestic Engineering and aggressively promoted 
by the local newspaper, radio station and civic 
groups. This special week served as setting for 
the Bay City survey, but a similar special proms, 
tion can be made to work in any trading 4rea. 
This modernization number contains, also, a na- 
tional estimate of remodeling potentials compared 
to Bay City and drawn from 300 other trading 
areas distributed throughout the nation. The issue 
thoroughly explains the dising thod: 
most effective in selling modernization, and re- 
ports licable fi methods in an ency- 





2. 
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at 





ever written. It dramatizes r deling; evaluat 
it. It illustrates the best approaches to this mar- 
ket. It opens the door te YOUR 1953 remodeling 
market. 

The survey was under the direction of Dr. 
Charles L. Allen, Assistant Dean and Director of 
Research for The Medill School of Journalism, 
Northwestern University. Thirty-five Domestic 
Engineering staff members, five graduate students 
from Northwestern University and a number of 
local volunteers spent a full week interviewing 
563 households in Bay City, 108 farm households 
in the surrounding area, plus the operators of 50 
hotels, hospitals, factories and other big struc- 
tures. The questi ire luded 125 questions 
which, together, provided a complete inventory of 
mechanical equipment in a city fairly typical of 
the nation as a whole and very typical of the 
northern tier of states. 

The Bay City Stery (first installment) is the 





The 394-page November issue of Domestic Engi- 


nering includes scores of advertisements, from 
leading manufacturers, which are built around the 
modernization theme. These advertisements are 
full of ideas on remodeling from the manufac- 
turers’ standpoint . . . ideas which will stimulate 
your own thinking. 

If your product has a r deling application im 
any kind of structure—houses, institutions, indus 
trial plants, commercial establishments, fa 
buildings—then the Remodeling Issue of Domesti¢ 
Engineering is “must” reading for you and y 
key planning personnel. : 

Only a few thousand extra copies are available 
Orders for these (cash with order) will be filled om 
a first come, first served basis. Get the Remodeling 
Issue of Domestic Engineering now. It’s y 
“50-cent entree” to a multi-billion dollar ma 
Use coupon. 
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DOMESTIC ENGINEERING DE-12-52 § 
1801 Prairie Ayenue, Chicago 16, Ill. 


Please send me a copy of the big November Remodeling Issue of Domestic Engineering, for 
which I enclose 50 cents. If supply is exhausted when this order is received, I understand that 


- DOMESTIC ENGINEERING booteee 
1801 PRAIRIE AVENUE bola 
CHICAGO 16, ILLINOIS : 
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An intensive publication 
advertising program on Transite 
Pipe is now under way in the leading 
general magazines shown above. 
The campaign features attractive 
2-color Transite Pipe advertisements. 
Each appearance represents a circula- 
tion of over 6,000,000 copies. Each will 
reach an audience of millions of pres- 
ent and prospective homeowners and 


JOHNS -MANVILLE 


JM 


PRODUCTS 
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profits for you! 


home builders—in every part of the 
United States. 

In addition to publication advertis- 
ing, Johns-Manville radio advertising 
will continue to carry regular and fre- 
quent commercials on Transite Pipe. 
These will be heard on “Bill Henry 
and the News”—broadcasts that pub- 
licize the Johns-Manville name five 
nights a week over the world’s larg- 
est network—on mgfe than 400 sta- 
tions of the Mutual System. 


Here is one of the largest and most 
intensive pipe advertising programs 
ever devised to back you up. It will 
help you get more customers, more 


Johns-Manville 


TRANSITE “PIPES-for-the-HOME” 


BUILDING SEWER... PLUMBING VENT... FLUE...WARM AIR DUCT 


jobs, more profits on Transite Build- 
ing Sewer Pipe, Transite Plumbing 
Vent Pipe, Transite Flue Pipe, Tran- 
site Warm Air Duct. 

If you are not already stocking these 
profitable Johns-Manville “Pipes-for-the- 
Home,” you should find out more about 
them and the sales aids that are helping 
dealers and installers all over the country 
get more profits from jobs using these 
“foremost 4” Transite Pipes. Just write 
Johns-Manville, Box 60, N. Y. 16, N.Y. 





Reprints for mailing to your customers may 
be obtained by writing to the Johns-Manville 
address above. Please state number desired. 
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Q&A 


(Continued from page 68) 





These have given us some difficulty 
in connection with servicing, and 
we would like for you to outline 
the proper technique for cleaning 
nozzles. 

Illinois Pook. 
To the Reader: 


The simplest technique for clean- 
ing nozzles is to remove the nozzle 
from its adaptor and unscrew its 
strainer and core. The parts are 
then placed in a shallow metal 
basin half full of fuel oil, and 
scrubbed with a nozzle brush. The 
orifice can be cleaned with a special 
cleaning device available for the 
purpose. Needles or pins might 
scratch the orifice, thus preventing 
it from spraying properly again; 
therefore, they should not be used. 
Slots of larger nozzles can be in- 
spected under a good light, revolv- 
ing the core slowly. Each slot 
should be revealed as a_ bright 
straight line, but with small sizes 
the line is difficult to see, and is 
often taken for granted after a 
thorough scrubbing. 

After cleaning, the parts should 
be held under water for a minute 
or two. This will help wash away 
any solid particles that might have 
accumulated either on them or on 
the hands during the cleaning op- 
eration. Hands and tools, of course, 
should be clean while handling 
nozzles. 

The nozzle core should be tight- 
ened back carefully; if too tight it 
may be impossible to disassemble 
after months of firing. If the nozzle 
strainer is damaged or its screen 
loose, a new strainer should be 
used. 


Flush Supply Tube 

The supply tube should be 
flushed through under a strong 
stream of water from a faucet in 
order to knock off any loose matter 
that might be clinging to inside 
surfaces. This practice alone will 
help postpone the next nozzle stop- 
page. 

To make certain that the next 
stoppage will not occur for some 
time, the main strainer in the pump 
should be cleaned. This can be 
scrubbed in the basin with a quan- 


tity of clean fuel oil. Volatile sol- 
vents, such as benzene and gaso- 
line, should not be used, for they 
actually make the cleaning more 
difficult. During their evaporation 
dirt often dries and becomes much 
more difficult to remove. Aside 
from this, these solvents are dan- 
gerous to use in a closed cellar be- 
cause the fumes are both poisonous 
and, if present in sufficient concen- 
tration in a closed area, dangerous- 
ly inflammable. 


Moisture Condensation on 

Windows 
To the Editor: 

Perhaps you can help us find a 
solution to the exasperating prob- 
lem of “sweating” windows that we 
have been unable to solve after 
installing a heating system in a 
new home. The heating system 
consists of a closed one-pipe, up- 
feed, forced circulation hot water 
job with finned convectors. One 
division tee was used with each 
convector. The system is evidently 
of sufficient capacity for each room 
is maintained at 70 deg. even in the 
coldest weather. Due to the low 
height of the windows, it was im- 


possible to place the convectors 
under them, but they were placed 
by the side of the windows. 

The hot water boiler is of ample 
capacity and is vented correctly. 
Combustion air is supplied through 
a grille in the floor of the closet in 
which the boiler is located. 

The house is of brick construc- 
tion, insulated walls and ceiling, 
hardwood floors, plastered walls 
and painted ceilings, and has metal 
sash windows throughout. These 
windows fit tightly, but have no 
wood frame around them; the walls 
are plastered up to the frame. 

We have checked and re-checked 
all the possible errors we could 
have made and have now given up 
and we are waiting to see if the 
sweating will stop in time. I men- 
tion that because we have been 
told that walls and ceilings in a 
new home are likely to sweat for 
the first year. Could this be the 
cause of our trouble? 

Oklahoma O.S. 
To the Reader: 

It is a rather well known fact 
that a new house is likely to have 
troubles with moisture condensa- 


(Please turn to top of page 156) 


Winning Answers to Problem-of-the-Month No. 9 


PROBLEM-OF-THE-MontH No. 9 
appeared in October, page 122, and 
concerned water leaving a boiler 
when the pressure had built up to 
about one pound. 

All the radiators were checked. 
The return line was taken down 
and examined. It was found to be 
clean, and no unusual amount of 
water was found in the radiators. 
Furthermore, the low water cut-off 
was working, and had actually 
saved the boiler from cracking. 

The entire system was correctly 
piped, and the water in the boiler 
was free of oil and dirt. The pres- 
sure gage read correctly (it was 
tested), and the safety was in 
working condition. 

This perplexing problem was fin- 
ally solved after a part of the sys- 
tem was dismantled. At that point 
the trouble was obvious. 

NOTE:This one really stumped 
the experts, meaning Domestic EN- 
GINEERING readers. Many solutions 
were received, but none were cor- 
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rect. One possibility that might 
have contributed to the trouble— 
that the check valve on the return 
line was not working—was ex- 
plored by one reader; however, it 
was explained in the problem that 
the piping system was in order, 
and thus this cause was ruled out. 
Other solutions—some of them in- 
genious—were sent in. 

What actually happened was as 
follows: The contractor took an 
1 1/4-in. blow-off plug out of the 
front section of the boiler and, with 
the aid of a light, looked inside. He 
found that the owner had poured 
a can of powdered boiler water 
cleaner into the boiler without first 
dissolving it. The powder had 
formed a hard lump which was car- 
ried into the steam header, thus 
stopping it up. 

Moral . . . manufacturer’s direc- 
tions should always be followed re- 
ligiously. If this had been done in 
the case described, there would 
have been no problem. 

















FOR YOUR BUSINESS FRIENDS AND ASSOCIATES... 


A Christmas Gift 


FROM DOMESTIC 


Here is the practical answer to your Christmas gift problems! Give your friends and associates 
in the trade a gift they will welcome and appreciate for years to come. Give them a book from 


Domestic Engineering’s Library of Books. 






THE 
ANSWER 
BOOK 





Answers all questions 
on heating, plumbing 
and air conditioning. 
Of great assistance 
wherever problems 
arise in connection 
with design, installa- 
tion or servicing. 
Consists of 98 pages of reference tables and rules 
. air conditioning and psychrometric charts 
. relative humidity tables . . . table of heating 
costs. 27 page data section on Baseboard Heating. 
256 blueprint charts answer specific problems. 256 
pages. Durable, cloth bound covers open flat for 
easy reading. Price postpaid $3.50. (Please send 
cash with order). 
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From the DOMESTIC ENGIA, 


¢ERING LIBRARY OF BOOKS 


PRACTICAL 
PLUMBING 


Helps avoid costly mis- 
takes on plumbing jobs. 
Gets down to fundamentals. 
A practical book from every 
standpoint. Practical 
Plumbing is an authorita- 
tive source of information. 
Gives such basic facts as 
how to install a septic tank 
. . . how to size the tank 
. .. how to install a cooled drinking water supply 
... along with the solutions to many other plumb- 
ing and sanitary problems. 

Thoroughly illustrated with standard tables and 
diagrams, plus special tables and a complete set 
of plumbing symbols. Fully indexed for quick 
reference. Size: 54 x8% inches. Bound in semi- 
flexible cover. Price postpaid $3.50. (Please send 
cash with order). 














PRACTICAL 
DUCT 
WORK 


A book that provides the 
basic facts needed in all 
types of heating, ventilating 
and air conditioning requir- 
ing duct work. The principal 
purpose of this book is to help 
the contractor-dealer secure 
and handle duct jobs at a 













profit. 

Practical Duct Work brings together an accurate 
cross section of problems and practices as duct 
design, size of ducts, duct layouts, gauges of sheet 
metal needed, duct fabrication, duct installation, 
etc. Illustrations are instructive and help clarify 
the printed word where actual installations and 
conflicting methods are discussed. Size of book: 
5%x8 inches. Price postpaid $1.00. (Please send 
cash with order). 








Illinois for your copy. 











CONVECTOR 
RATING 
BOOK 


This long awaited book 
was designed to remove 
every element of chance 
from all convector jobs. 
Makes it possible to deter- 
mine quickly, accurately, 
the exact rating of hun- 
dreds of types, models and 
makes of convectors. 

No matter what size convector may be involved 
or who the manufacturer may be, the Convector 
Rating Book saves time and avoids guess work 
in identifying and sizing installed convection. A 
great help on remodeling jobs. 

Diagrams, clear cut illustrations and accurate 
rating charts are used profusely throughout to 
simplify use of book and to present step-by-step 
instructions. Size 8%x11% inches. Semi-flexible 
— Price postpaid $3.50. (Please send cash with 
order). 
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A WIDE SELECTION OF BOOKS 


Get your free copy of this circular. It describes 28 books on plumbing, heating, air 
conditioning and allied subjects. Each one will make an ideal gift to send your busi- 
ness friends and associates. Write Book Department, 1801 Prairie Avenue, Chicago 16, 
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-NGINEERING’S LIBRARY OF BOOKS 


LABOR 
AND 
MATERIAL 


This is the book that 
takes the guess work out 
of estimating. Avoids the 
clostly errors and over- 
sights that lose jobs and 
money because the bid is 
too high or too low. La- 
bor and Material pro- 
vides all the facts needed 
to determine the cost of 
all necessary material 
and labor. 

Over 100 tables and charts show what materials 
are needed and the size of each .. . installation 
time of each unit. Diagramatic drawings of lava- 
tory, shower, drinking fountain installations, etc. 
Discusses in detail amount of profit and overhead 
you should add to your bid and supplies many 
other valuable bits of information. 120 pages with 
index for easy reference. 54 x8% inches. Price 
postpaid $2.50. (Please send cash with order). 








ESTIMATING 
GUIDE 


Gives complete basic 
data for making plumb- 
ing estimates. Takes up 
cost sheets, labor, over- 
head, time element, sale 
price, percentages; all 
discussed in the follow- 
ing four methods: 

1. Estimating in con- 
junction with store 
sales. 

2. Estimating replace- 
ments resulting from 
employee sales. 

3. Estimating jobs of various types on the job. 

4, Estimating in the shop, either with or without 
plans and specifications. 

42 charts list requirements of materials used in al- 
most every possible type of installation. These 
charts simplify cost accounting by listing by name 
the type of material and operations necessary to 
complete the job; installation of water service pip- 
ing from street main to building, grease trap, sep- 
tic tank, water softener tank, etc. Size: 54 x8% 
inches. Price postpaid $1.50. (Please send cash 
with order). 








Order your gift books from those shown below or, if you are interested in additional plumbing, 
heating and air conditioning books for gift purposes, select these from our free circular. Prompt 
action will bring your books in advance of Christmas. Use the coupon below. 






























COMMERCIAL 
HEATING 


This book serves as a depend- 
able guide to all who sell, de- 
sign, service or install inter- 
mediate pressure steam heating 
systems for furnishing heat to 
buildings and steam for proc- 
essing equipment. 

Covers installation and design for commercial kit- 
chens, laundries, small hospitals, tailor shops, 
dairies, etc. 48 drawings and charts aid in present- 
ing a detailed explanation. Also covers steam per- 
formance, boiler operation and rules for the instal- 
lation of piping. 

A great aid to newcomers in the field and a quick 
review for those already familiar with steam pres- 
sure work. 

Eleven chapters dealing with all phases of this 
work. A handy book in a handy size, 5%4x8% 
—- Price postpaid $2.25. (Please send cash with 
order). 








DOMESTIC ENGINEERING (Book Department) 
1801 PRAIRIE AVE., CHICAGO 16, ILL. 


Please send me, postpaid, the books | have checked below. | enclose §............. 0600-00000. . in © check, © money order, 


C) Also send me a copy of your free book circular. 


[1] The Answer Book ($3.50 Postpaid) 
C) Practical Plumbing ($3.50 Postpaid) 
© Labor and Material ($2.50 Postpaid) 
0 Estimating Guide ($1.50 Postpaid) 
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2000 and 1 NL 

Prize-Winning Ideas | 
The phenomenal book of 
pre-tested business build- 
ing ideas that is welcomed 
by every contractor-dealer 
who has an eye to success. 
Collectively these ideas 
represent the combined 
experience of 181 award 
winners in Domestic En- 
gineering’s All - Industry 
Merchandising Contest. 
Consists of 70 chapters de- 
voted to the methods used 
by these merchandisers to sell 15 different types 
of products. 800 illustrations showing facilities, 
displays, trucks, advertising, radio scripts, home 
show booths, show rooms, display windows .etc., 
employed by these winning contractor-dealers. 44 
separate chapters are devoted to practices and 
policies used in merchandising, business manage- 
ment, service work and remodeling. All sound, 
practical material that other contractor-dealers 
can put to use in their own establishments. 200 
pages. Size 942 x12 inches. Price postpaid $5.00. 
(Please send cash with order). 


For Merchandising, Marketing 
Management and Service 





From the DOMESTIC ENGI 


() Practical Duct Work ($1.00 Postpaid) 

© Convector Rating Book ($3.50 Postpaid) 

© Commercial Heating Book ($2.25 Postpaid) 

[] 2000 and | Prize-Winning Ideas ($5.00 Postpaid) 














v) 
O 
O 
fea) 
LL. 
O 
> 
oO 
< 
a4 
= 
onl 
O 
< 
a4 
Lu 


RV 






















 s 





' 
| 
| 
{ 


ey pare 





156 DOMESTIC ENGINEERING 





Hard-hitting ads in leading maga- 
zines like ‘““American Home” and 
“Better Homes and Gardens” tell your 
customers these facts: faucets with 
Spring-Flo Aerators give oxygen-en- 
riched water that tastes better, a bubbly 
stream that washes and rinses faster, ® 
Saves soap and is non-splash. - 
These ads will help you sell faucets 3 
with the Spring-Flo. Remind folks that 
you handle faucets fitted with this 
amazing patented aerator. They'll help 
you sell other goods, too, because a 
satisfied customer comes back. 
Spring-Flo Aerators are supplied with the eee. 
lavatory and sink faucets of all leading i - | 
faucet manufacturers. be. 


igen AERATOR 











The Sfeatest = in faucets 


Cuass Brass & Copper Co. 














Questions and Answers 


(Continued from center of page 153) 


tion until it has passed through one full heating sys- 
tem. This is caused by the moisture contained in 
the concrete, plaster and timber in the structure; 
also, the fact that the house is kept much more 
tightly closed during the winter months is a con- 
tributing factor. Thus, it is a combination of this 
drying process and the lack of fresh air (which 
would tend to carry away the liberated moisture) 
which causes the moisture condensation on the 
windows. 

One method to alleviate this condition is to open 
about half of the windows % in. or more from the 
top and allow more outside air to enter the house. 
This means that more humidified air will also leave 
the house. The outside air is almost always more 
dry than that contained in the winter by a new 
house, and thus it will pick up some of the moisture 
from the drying plaster, etc., and leave the house 
before this moisture has had an opportunity to be 
deposited on the window panes. 

Another method is to open the front and back 
doors occasionally and thus flush the humidified 
air out of the house, replacing it with fresh outside 
air. 

Still a third is the use of storm windows which 
keep the glass warmer than when it is unprotected. 
This reduces the amount of moisture condensed out 
of the house air. 

None of these methods, however, is 100 percent 
efficient. The only way to completely stop the mois- 
ture condensation is to install one or more dehumidi- 
fiers. These are available in attractive jackets, and 
are portable. Aside from solving your customer’s 
immediate problem posed by the new house, they 
will keep the summer room atmosphere pleasantly 
dry, thus lending the effect of cooling to the oc- 
cupants. 

Thus, your problem presents you with an oppor- 
tunity to make a sale of additional equipment. 
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How to Simplify 
Kitchen Planning 


Planning a modern kitchen is a precision job 
—whether it is in the building of a new home 
or the modernization of an old kitchen. 


Gust Line Radliluse 
Custom Built Stainless Steel 


Cabinet Sinks ‘and Tops 


help simplify kitchen planning. They are so 
flexible that they can be designed to fit perfectly 
any size or shape of kitchen and meet the 
most exacting requirements of your customers. 
JUST LINE Stainless Steel Cabinet Sinks and 
Tops give the housewife the three features she 
insists upon in her kitchen—Beauty, Utility, and 
the utmost in Sanitation. 


PLUMBERS: Here’s your opportunity to please 
your customers by recommending and installing 
JUST LINE Stainless Steel Sinks and Tops and, 
at the same time, make an Extra Profit on every 
job. JUST LINE Equipment is sold nationally 
through Plumbing Wholesalers. 


Write today for Illustrated 
Booklet and name of 
nearest Direct Factory 


Representative. 


Manufacturing 


FRANKLIN PARK, 





vn 








(io. 


9233 KING AVENUE 


ILL. 
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WHO COULD ASK 
FOR ANYTHING MORE? 


A Glusblited 
FOWLER 


offers ALL these water 





heater advancements 


ing Fowler is easiest to sell. 




























Brass, rust-proof 


water fittings. ene | 


) 
Glass-lined tank. 
Two coats of glass- 
like porcelain cover 
the inside of tank to |% 
protect against rust 
and corrosion. | oe 


HHI} | 
Full floater type 
heater. One piece | 
tank construction 
eliminates center 
flue and baffles. Full }j|| 
blanket of heat sur- |j||! 
rounds entire tank. 


Extra heavy gauge 
steel, pressure 
tested tank. 


Adjustable leg- 
leveling screws. 


Economy burner. 

Drilled, raised port, jig 

one-piece cast iron 
irner. 


a 
LV MTS te =O Fatt cai 4 
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Streamlined, 
sturdy base, scien- 
tifically designed to 
admit a free flow of 
off-the-floor second- 
ary air. 


Never before has there been a gas water 
heater with as many BIG features — as 
many PLUS VALUES—as those which 
Fowler has today! These advantages are 
reasons why dealers everywhere are find- 









Durable, baked 
enamel outside 
finish. 


Removable brass 
cold water inlet. 


Extra-heavy in- 
sulation. 2!» inch 
thick Fiberglas 
blanket around 
tank, from top to 
bottom of tank, 
keeps water hot 
longer. 


Automatic pilot 
control. 1004 
burner fuel supply 
shut-off. 


Brass drain tap, 
conveniently lo- 
cated. 


Silcon high-tem- 

perature coating 

protects heat cham- 
T. 


Air-flow door sup- 
plies maximum 
amount of clean 


primary air. 


The world’s finest 
controls automa- 
tically control the 
gas supply to burner 
in order to maintain 
constant hot water. 


Get the complete story about Fowler 


glass-lined gas water heater. 
for information today. 


@eeeeo0000e20eedee0200208008088088808686 


FOWLER MANUFACTURING COMPANY 
2545 S. E. Gladstone St., Portland 2, Oregon 
Please send complete information about Fowler 
glass-lined gas water heater. 


Write 





Address. 





Zone. State 


City. 
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“Mos For Your Money — 


THE GREAT NEW 


Sho 


PIPE & BOLT THREADING MACHINE | 


Built like a 


fine machine tool 


Full of typical =>) ces tc improvements — 


@ Range %” to 2” pipe; 4%” to 2” bolts. 

@ Cutting, threading and reaming tools operate 
independently and right up to chuck, swing 
up out of way when not in use. 


@ New RIGID quick-opening quadritype, 
dualtype and monotype die: heads save time 


and work. 

@ Concealed oil system, reversible pump, no 
priming. 

@ More than 20 other efficiency improvements— 


see this remarkable new RIBAID ‘500’ at 
your Supply House! 


THE RIDGE TOOL CO. e@ ELYRIA, OHIO 











ACCEPT 


rt SUBSTITUTES! 


There is only 


CORNING 


STANDARD 
Gauge Glass 


In ordering gauge glasses, don’t 
be confused by similar sounding 
names. Boiler gauge glasses can 
be expensive when they break 
easily, are clouded by chemical 
action or fail with temperature 
changes. 

That's why it pays to specify CORNING Stand- 
ard when you buy. Made of borosilicate glass, with 
a lower thermal expansion than ordinary lime glass, 
you get unusual mechanical strength plus resistance 
to thermal shock. This means extra protection... 
safer operation . . . longer service life. 

So look for the name CORNING Standard on 
the Blue Package. Accept no substitutes. Call your 
Industrial Supplier today. He also stocks MACBETH 
brand sight glasses, oil cup and lubricator glasses. 








CORNING GLASS WORKS, Corning, N. Y. 


Conning meant rescovch i Cletd 


December, 1952 


Visit the new Corning Glass Center ® 
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Modernizing a Mountain 

(Continued from bottom of page 140) 
pleted, will vanish as completely as that of the 
ancient Babylonians. 

In this strange new world, there are twenty 
hours of sunlight during the summer months. The 
men ride to work in an aerial tramway that 
carries 60 passengers at one time to the rim of the 
world. There they get off and take a train three 
miles inside a mountain. They see tons of water 
drop thousands of feet from snow melting on 





An interior view of one of the tunnels showing large ven- 
tilation pipe at upper right supported by a mobile frame. 


mountaintops . . . they make pets of bears and 
throw back salmon under ten pounds. . . they 
see the whole cycle of a frontier era compressed 
from a generation to a few years. 

Mannix Ltd., of Vancouver, B. C., Canada, is 
the contractor holding a sub-contract for the con- 
struction of Kenney Dam under Morrison-Knud- 
sen Company of Canada, Ltd., Vancouver, B. C. 














Typical tunnel portal of the immense underground work- 
ings in the huge Alcan hydroelectric project in British 
Columbia. Ventilation pipe is shown at the upper right. 
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KEENEY 
DUOVENT 


Everything 


f 
f 


\e ? r§ 
F 
A@. 


| Air Valve... 


TWIST—IT’'S MANUAL 


Slight counterclockwise turn 
of cartridge puts Duovent on 
manual operation. Air es. 
capes through manual vent. 
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FIBROUS DISCS 


> let air throygh but 
stop water when 
valve is on auto- 
matic operation. 
TWIST—IT'S AUTOMATIC 


Clockwise turn reseats cartridge 
pin, putting Duovent on automatic 
operation. Air now escapes through 
top of valve. 


Plus a New low Price 


——eE~7~O 
Yes, the new Keeney Duovent is everything you've 
wanted in an air valve— it’s efficient, simple to operate 
and good looking. Two valves in one — - 
you simply turn the cartridge with your 
fingertips to shift back and forth from 
manual to automatic venting. On auto- 
matic operation, the Duovent provides fast 
cycling, and positive water shut-off. In ad- 
dition it’s low-priced — other automatic 
valves cost up to 50% more. 





ACTUAL SIZE 


SEE YOUR DISTRIBUTOR NOW .. . OR WRITE US 


THE KEENEY MANUFACTURING COMPANY 


NEWINGTON, CONNECTICUT 








Traps * Continuous Wastes * Wastes and Overflows *| 
Supply Pipes * Tank Accessories * Flanges ° Fittings 
and Elbows * Rings, Chain Stays, Bead Chain * Curtain 
Rods * Shower Accessories * Flush Pipes, Offsets, Boiler 
Tubes °* Strainers * Tailpieces and Tubes * Tubing, 
Trap Covers, Towel Bars * Fittings * Floor and Ceiling 
Plates * Hot Water Air Valves 

































Bathroom Sales Aids 


(Continued from bottom of page 120) 
information: 4350 Lafayette Ave., Omaha 3. 


Harvey Machine Co., Inc. (Faucets, Fixtures)— 
Direct mail. Further information: John L. Frankel, 
sales mgr., 19200 S. Western Ave., Torrance, Calif. 


H & H Tube & Mfg. Co. (Tubing)—Brochures, 
Price Sheets. Further information: J. S. Couzens, 
asst. sales mgr., 263 N. Forman, Detroit 17. 


The Royal Brass Mfg. Co. (Lavatory Faucets) 
—Folders, brochures, catalogs. Further informa- 
tion: S. J. Regan, 1418-24 E. 43rd St., Cleveland 3. 


Shower Door Company of America (Shower 
Doors)—Broadsides, catalogs, brochures, display 
stands, sample kits, demonstration aids, direct 
mail, newspaper ad mats, radio and television 
commericals. Further information: Bill Richard- 
son, 973 Peachtree St. N. E., Atlanta 5, Ga. 


Sperzel Co. (Plastic Toilet Seats)—Brochures, 
catalogs, demonstration aids. Further informa- 
tion: H. H. Reinhard, sales mgr., 123 14th Ave. So., 
Minneapolis. 


Joseph A. Vogel Co. (Seat-Action Toilets)— 
Catalogs, direct mail, postcards, blotters, folders, 
calendars, radio commercials. Further information: 
J. A. Vogel, 1203 Lombard St., Wilmington 99, 
Del. 





Heating Sales Aids 


Ajax Thermostatic Controls Co. (Controls)— 
Brochures, catalogs. Further information: County 
Line Rd., Gates Mills, Ohio. 


Bastian-Morley Co., Inc. (Gas boilers)—Broad- 
sides, catalogs, direct mail, folders, newspaper ad 
mats. Further information: H. J. Morley, ad mgr., 
200 Truesdell Ave., La Porte, Ind. 


Beacon Brass Co. (Relief Valves)—Brochures, 





DRAFT INDUCER prospects dre invited to operate this 
Quickdraft demonstration aid for themselves. This 
type of display has appeal for the gadget-minded. 
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catalogs, direct mail, postcards, signs, wall ban- 
ners, window posters. Further information: Mau- 
rice Feinberg, 2 Jackson St., Waltham, Mass. 


Bell & Gossett Co. (Booster Pumps, Control and 
Relief Valves)—Brochures, catalogs, folders. Fur- 
ther information: W. S. Clough, ad mgr., Morton 
Grove, III. 





HEIL CO. offers suggestions and gives methods by 
which the prospect can cut fuel bills in this colorful 
booklet. 


C. R. Bernstom, Inc. (Heat exchangers)—Direct 
mail. Further information: J. F. Beauchemin, 183 
Hartford Ave., Providence 9, R. I. 


Brandenburg Boiler Corporation (Gas, Oil Boil- 
ers, Convectors)—Broadsides, demonstration aids, 
direct mail, folders. Further information: F. J. 
Brandenburg, Jr., president, 6390 Falls Rd., Balti- 
more 9. ; 


Bridgeport Brass Company (Valves)—Direct 
mail stuffers. Further information: Philip David- 
son, ad. mgr., 30 Grand St., Bridgeport 2, Conn. 


Bryant Heater Div., Affiliated Gas Equipment, 
Inc. (Gas, Qil Furnaces)—Broadsides, catalogs, 
decals, direct mail, folders, newspaper ad mats, 
radio ahd T-V commercials, signs, consumer sales 
book. Further information: H. A. Kennedy, ad 
mgr., 17825 St. Clair St., Cleveland. 


Burnham Corporation, Boiler Div. (Radiators, 
Gas, Oil Boilers)—Catalogs, decals, folders, news- 
paper ad mats. Further information: F. R. Brophy, 

(Please turn to top of page 164) 
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satisfied 
customers, for 


a lifetime ee 













yours with the 
Schaible “1110 


lifetime, all stainless steel basket strainer | 


NO “CALL-BACKS” 
Positive finger control. No moving parts to get out of order. 


QUICK INSTALLATION 
Large shell construction gives easy, positive fitting. 


PERMANENT SERVICE 

No plating to wear off—can't corrode or peel. Stays bright; 
sparkling! Easily cleaned, too. And, it’s made solidly to take 
lots of wear and abuse! 


Ist in value 


Plumbing contractors and jobbers (aay 
know that Schaible means value. @ 

Schaible features satisfy! 
Schaible features sell! Schaible 
plumbing products eliminate ex- 
pensive “CALL-BACKS” . . . lead 
to lasting customer satisfaction 
and increased profits for you. 


Stocked by All Leading 
Wholesale Plumbing Jobbers. 
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A MODERN, EFFICIENT 


DEEP WELL 
ata ole Wal, [c 
PUMP 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 








Exterior view of 
Peerless Deep Well 
Reciprocating Pump 
complete with 
Fittings and Tank 





Deep well pumping economy 


FOR FARM, RANCH AND HOME 


Here is a most dependable, economi- CAPACITIES: 

cal way to lift water from deep wells. 200 to 1900 gallons 
It is one of the complete line of reli- per hour 

able, easy-to-sell, profit-making 

Peerless pumps and water systems 4 

that will fill all your customers’ needs. LIFTS: 


Whatever the lift, capacity, method 
of pumping or pressure required, one 
of the complete line of Peerless Water 
Systems will meet your customers’ 





6" and 9” stroke 
for lifts to 1000 feet 


requirements for water under pressure MOTOR SIZES: 
at the turn of the tap. Find out today Vg to 3 h.p. 
about the profit possibilities of the 

Peerless line. There are a host of water ze 
system customers in your territory PRESSURES: 
that will see to it that your profit Up to 40 pounds 
grows when water flows. Write today. and higher 


PEERLESS PUMP DIVISION 


FOOD MACHINERY AND CHEMICAL CORPORATION 


Ite Ini 
a 









Factories: Los Angeles, California ¢ | 


Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas» ‘ 





FILL ALL YOUR CUSTOMERS’ NEEDS WITH 


4 
— 
— 
4 


eS 


WATER SYSTEMS 


THE COMPLETE LINE 
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ITS A GOOD BUSINESS|H 


Yes, it’s a good business nabit to make note of important events. On: 
important event about which we want to remind you is that of bein 
sure you get your new personal copy of the 1953 DOMESTIC ENGINEER 
ING CATALOG DIRECTORY. Place your advance order for it today 


The current edition was oversubscribed and we have already received 











hundreds of advance orders for the 1953 edition which is scheduled » 

for publication about January 1, 1953. The well-known names of + 
these forward-looking wholesalers, contractors, consulting, buying 

and specifying engineers and important government agencies spell of D 

out SUCCESS in big capital letters. Each buying and specifying TORY 

group in the plumbing, heating, air conditioning, and major appliance tion 

field is represented. “ 

> ( 

When you place your advance order for the 1953 DECD, you assure : ir 

yourself of getting a copy of the big, orange-colored book as soon as , . 

it is delivered from the bindery. You will have use of it for twelve _R 

full months. You get the biggest value when you get the longest K 

service. Don’t Wait! Order Your Copy Now. , D 
Over 500 manufacturers are placing their catalog material in the 

1953 DECD, FOR YOUR CONVENIENCE. Their pre-filed catalogs ‘i 

comprise the greatest concentration of buying and specifying data THI 

you can own. The Manufacturers Catalog Section is followed by four WAR 

other important sections. Cont 

CON 

Each section of DECD is, more than ever, ond 

complete and self-contained. Each section T 

alone is worth the price charged for the The 

complete annual edition. See brief descrip- pro 

‘oscil ’ tion of these five sections on following A—t 

eg Bo ll 13 Ibs. page. et 

j 

a 

all 

in ti 


YOU CAN SIMPLIFY 
YOUR BUYING and 
SPECIFYING PROBLEMS 
THROUGH CONSTANT 
USE OF ... 


o 
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HABIT™.. 


The View 1953 Edition 


of DOMESTIC ENGINEERING CATALOG DIREC- 
TORY includes buying and specifying informa- 
tion on the following products and equipment: 


» Heating « Frozen Food 
» Plumbing Cabinets 
Insulation » Stokers, 


* ¢ 


Water Systems Oil Burners 
Gas Appliances . Electric 


, Refrigerators Appliances 
Kitchen and « Air Conditioning 
Cabinets « Fans, Blowers 
, Domestic Laundry , Refrigeration 
Equipment e Specialties 
@ Accessories 


THE ANNUAL EDITION: CONTAINS THE FOLLOWING SECTIONS FOR READY REFERENCE 


VANUPFACTURERS’ CATALOG SECTIONS 

Contains over 500 manufacturers—logically grouped into seven distinct 
sections—covering all products in the HEATING, PLUMBING, AIR 
CONDITIONING, REFRIGERATION, INSULATION, VENTILATION 
and allied INDUSTRIES. 


CLASSIFIED DIRECTORY SECTIONS 

The classified listings on products have also been sectionalized and are 
an integral part of the manufacturers’ catalogs. This has been done to 
simplify references on sources of supply in the following classifications: 


A—HEATING, AIR CONDITIONING E—DRAINAGE SPECIALTIES and 
and INSULATION LEAD GOODS 
B—PIPE, VALVES and FITTINGS F—COMPOUNDS, PLUMBING and 


C—PLUMBING FIXTURES, APPLI- 
ANCES. PUMPS and WATER HEATING SPECIALTIES 
SYSTEMS 6—TOOLS 


D—PLUMBERS’ BRASS GOODS 
All advertisers are starred (*) and show page reference to their catalog 
in the Manufacturers’ Catalog Section for instant reference. 
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TARLE and RULES SECTION 

A comprehensive library of engineering and technical data. Handy 
tables and easy-to-read charts are but a few of the things in the 180- 
page section that established this volume as a standard reference book. 


TRADE NAME SECTION 

Frequently a Trade Name is dissociated from the Manufacturer’s Name. 
The extensive list of approximately 8200 TRADE NAMES in DOMESTIC 
ENGINEERING CATALOG DIRECTORY gives you the most complete 
information available on this subject. 


NAME and ADDRESS SECTION 

Approximately 4500 MANUFACTURERS’ names and addresses alpha- 
betically arranged . . . complete with full address. All advertisers are 
listed in BOLD FACE type and reference shows page numbers of their 
catalogs in the MANUFACTURERS’ CATALOG SECTION. 





§ USE THIS COUPON NOW § 





ORDER g 0 O ! DOMESTIC ENGINEERING CATALOG DIRECTORY, 1801 Prairie Ave., Chicago 16, Ill. 
Gentlemen: 
| PLEASE CHECK 
YourR 1 O “= =| Please enter my order for one DOMESTIC ENGINEER- | CrassiFicaTion 
oO P ¥ | ING CATALOG DIRECTORY eat $10.00. 
Cc Wholesaler .......... a] 
| (C0 Cheek for $10.00 attached. Please send postpaid. 
TODAY | CO] Please send my CATALOG DIRECTORY C.O.D. ae MEE EES E EE Oo 
| UME s cccccseaase oO 
| NN UNI cack ee al bao ae mae we oN aes owen Salted... 0 
IG Ls. S iach elarak b wala en’ Sateen eRe caaeae Government Agency ..[] 
Ae SONU ais sino scleewinl tan ekee cue Mfrs. Representative . .(] 
Others (Write in) ....0 
Individual’s Name and Title ........cccsscccccccccne PF Terese etesestsscees 
DE 1252 

















Heating Sales Aids 


(Continued from bottom of page 160) 


ad. and sales prom. mgr., 2 Main St., Irvington, 
New York. 


The Philip Carey Mfg. Company (Pipe Cover- 
ing, Asbestos Products) — Brochures, catalogs, 
folders, newspaper ad mats. Further information: 
Mrs. Jo Bandy, publicist, Lockland, Cincinnati 15. 


Cleaver-Brooks Co. (Oil, Gas, Combination 
Boilers and Burners)—Brochures, catalogs, de- 
cals, direct mail, folders, newspaper ad mats. 
Further information: F. A. Hopp, ad. mgr., 326 
E. Keefe Ave., Milwaukee 12. 


Convector Mfrs. Assn.—Booklet. Further in- 
formation: Room 3906, 221 N. LaSalle St., Chicago. 


The Dole Valve Company (Vents, Valves, Auto- 
matic Registers)—Brochures, catalogs, direct mail, 
postcards. Further information: 1933 W. Carroll 
Ave., Chicago. 


Field Control Div. of H. D. Conkey & Co. 
(Barometric Draft Controls) — Broadsides, bro- 
chures, catalogs, decals, direct mail, newspaper ad 
mats. Further information: C. W. Potter, sales 
mgr., Mendota, III. 





GENERAL MOTORS 


DISPLAYS AROUND a boiler stress vital Delco-Heat 
sales points by explaining the unit’s principle features. 


General Heating Products Co. (Oil Boilers, Con- 
vectors)—Brochures, catalogs, decals, direct mail, 
folders, newspaper ad mats. Further information: 
Albert Campanaro, ofc. mgr., 1205 Hamilton St., 
Philadelphia 23. 


Gorton Heating Corporation (Venting Valves)— 
Catalogs, direct mail, folders. Further information: 
Henry A. Feil, Cranford, N. J. 


Harvey-Whipple, Inc. (Gas Boilers, Oil Fur- 
naces)—Brochures, catalogs, demonstration aids, 
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newspaper ad mats, radio commercials, signs, win- 
dow posters, decals. Further information: T. A. 
Hodgdon, vice pres., 55 Emery St., Springfield 1, 
Mass. 


International Heater Company (Gas, Oil, Coal 
Furnaces; Oil, Coal Boilers) — Broadsides, bro- 
chures, catalogs, decals, newspaper ad mats, wall 
hangers, display toppers, signs, illuminated clocks. 
Further information: Millar Wheeler, ad mgr., 101 
Park Ave., Utica, N. Y. 
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Perhaps you already hove a Field Barometric Orat Control on = - 
your heating pleat. ff net, phone os. A Field Orelt Control can 

be nstolied in only few minutes while your heating pent ix 

om operation and tor @ very nominal ameunt 


DRAFT CONTROL advantages are listed on this Field 
check-list that appeals to the desire to be well-informed. 


S. T. Johnson Co. (Oil Burners)—Brochures, 
catalogs, decals, newspaper ad mats. Further in- 
formation: 940 Arlington Ave., Oakland, Cal. 


The Kennedy Valve Mfg. Company (Valves)— 
Catalogs, direct mail. Further information: W. D. 
Wemple, P. O. Box 931, Elmira, N. Y. 


Killam Gas Burner Company (Domestic, Com- 
mercial, Industrial Burners) — Catalogs, decals, 
demonstration aids, folders, newspaper ad mats, 
radio and T-V commercials. Further information: 
P. W. Dexheimer, sec.-treas., 260 Broadway, Den- 
ver 9. 


Malleable Iron Fittings Co. (Oil Boilers, Pipe 
Fittings)—Broadsides, brochures, decals, folders. 
Further information: H. M. Lang, mgr., Branford, 
Conn. 


Mission Appliance Corporation (Gas Furnaces) 
—Brochures, catalogs, direct mail, newspaper ad 
mats, postcards, radio commercials, signs, window 
posters. Further information: J. H. Wiles, ad. mgr., 
12611 S. Crenshaw, Los Angeles 43. 


Mt. Hawley Mfg. Co. (Gas, Oil Burners)—Bro- 
(Please turn to top of page 166) 
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FOR YOU 


This catalog, just off 
the press, lists and illustrates 
Somerville Soil Pipe and Fit- 
tings, Plumber’s Specials and 
Somaloy Threaded Pipe and 
Fittings. Be sure to write for 





your copy, as it will be of 
great value when figuring on 
any soil pipe job. It also con- 
tains information on vent 
and revent systems, installa- 
tion data and weight tables. 

















600 S. MILL STREET » NEW CASTLE, PA. 
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A“GOLD MINE” - 
that's YOURS ALONE 
Mr. Master Plumber! 


Don't let others 
take over this rich 
market. Stake your 
claim today! 


ae 1 ©) #9 8) 


EXCLUSIVELY \&. 


through Wholesale 
Plumber Jobbers— 
with only ONE jobber 
toany ONE territory 4 


SAFE - SAVES TIME § 


EASY TO USE i = <. 
ECONOMICAL . 2 4 


SANITARY 
NON-JAMMING 
SELF-CLEANING 


and EASY TO INSTALL— 
only 7% inches from 
bottom of sink to 
middle of drain outlet. 


wiLLAMS © 


WASTE FooD DISPOSE 


lia’ 
eka wi \ 
Soon on, | 
isthe E 


a 
ILLIA! 
wrritory? re 


Mr. Master Plumber 
Write for name of 
Williams jobber 
nearest you! 






PRODUCTS 





DISPOS-O-MATIC DIVISION 


Burin Williams 


CORPORATION 


Bloomington, Illinois 


Better Products, Better Made... ye bill hung. f on 4 
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SAVES 
INSTALLATION TIME 


SAVES 
HANDLING TIME 


SAVES 
SERVICING TIME 


SAVES SPACE - 


ECONOMICAL HEAT AND HOT WATER- 


Venko helps you break down buyer resistance. 
Its three sensitive controls assure low-cost heat 
and hot water. And more — Venko comes 
completely wired and equipped for quick 
installation with burner, circulator and controls 
in place, ready to operate. This means 
convenience for your customers—hours of time 
and labor saved for you. In addition, 
Venko is so compactly crated that one man 
can handle the entire unit which fits 
through a 30 inch door. 


Built to fit the modern home 


NATIONALLY ADVERTISED 


WATERFILM BOILERS, INC. 
a division of L. O. KOVEN & BRO., INC. 


154 Ogden Ave., Jersey City 7, N. J. 
Plants: Jersey City, N.J. « Dover, N. J. 








| 
| 
| 








Heating Sales Aids 
(Continued from bottom of page 164) 


chures, catalogs, demonstration aids, direct mail, 
newspaper ad mats, publicity releases. Further 
information: R. E. Sullivan, mgr., Heating Divi- 
sion, Mt. Hawley Airport, Peoria, II. 


New Yorker Steel Boiler Co., Inc. (Boilers)— 
Brochures, catalogs, direct mail, newspaper ad 
mats. Further information: Colmar, Pa. 


Penn Controls, Inc. (Controls)—Brochures, cata- 
logs, demonstration aids, direct mail, window 
posters. Further information: Goshen, Ind. 


Pullman Sales Corp. (Furnace and Industrial 
Vacuum Cleaners)—Broadsides, catalogs, decals, 
direct mail. Further information: Robert Berns, 
vice pres., 33 Allerton St., Boston. 


Quickdraft Company, Div. of The Hall’s Safe 
Company, Inc. (Draft Inducers)—Folders, demon- 
stration aids. Further information: Stanley L. 
Berkebile, vice pres. for sales, 808 Tenth St. N. E., 
Canton 4, Ohio. 


Radiant Utilities Corp. (Oil Burners, Furnaces) 
—Brochures, catalogs, decals, folders, wall ban- 
ners, direct mail, newspaper ad mats, signs, win- 
dow posters, publicity releases. Further informa- 
tion: A. A. Marcus, 8817 18th Ave., Brooklyn 14. 


Ruud Manufacturing Company (Gas Boilers)— 
Brochures, catalogs, direct mail, folders, news- 
paper ad mats, radio and television commercials, 
films. Further information: A. T. Grimm, ad. mgr., 
2934 Smallman St., Pittsburgh 1. 


The Schaible Company (Pressure and Tempera- 
ture Relief Valves, Radiator Vent Valves)—Broad- 
sides, catalogs, direct mail, folders, newspaper ad 
mats. Further information: J. L. McGannon, 1086 
Summer St., Cincinnati 4. 


. Scully Signal Company (Oil Tank Fill Signals) 
—Broadsides, brochures, catalogs, direct mail, 
folders, newspaper ad mats, signs. Further in- 
formation: Carl A. Goddard, sales mgr., 88 First 
St., Cambridge 41, Mass. 


Stedco Products (Fin Tube Radiation)—Cata- 
logs, folders. Further information: Charles Wat- 
kins, sales mgr., 71 Lehigh St., Wilkes-Barre, Pa. 


Sterling, Inc. (Temperature Control Valves, 
Vents) — Catalogs. Further information: W. H. 
Schneider, Jr., asst. sales mgr., 3738 N. Holton St., 
Milwaukee 12. 


Sundstrand Machine Tool Co. (Oil Burner Fuel 
Units)—Brochures, catalogs, direct mail. Further 
information: James F. Rosenthal, ad. mgr., 2421 
Eleventh St., Rockford, Il. 


Thatcher Furnace Co. (Gas, Oil Furnaces)— 
Broadsides, brochures, exhibit programs, news- 
paper ad mats, illuminated clock, signs, stuffers. 
Further information: George H. Caharack, ad mgr., 
Garwood, N. J. 


Thermo-Products, Inc. (Oil and Gas Furnaces) 


December, 1952 
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—Brochures, catalogs, direct mail, folders, news- 
paper ad mats. Further information: Ed. Goodwin, 
vice pres. and sales mgr., Laurel Ave., North 
Judson, Ind. 


Timken Silent Automatic Div. (Gas, Oil Boilers) 
—Brochures, catalogs, demonstration aids, direct 
mail, newspaper ad mats, postcards, publicity re- 
leases, radio commercials, signs, wall banners, 
window posters. Further information: Box 56, 
Roosevelt Station, Detroit. 


The Trane Company (Convectors, Unit Heaters, 
Fin-Tube Radiation, Steam and Hot Water Spe- 
cialties, Valves, Traps)—Brochures, catalogs, dem- 
onstration aids, direct mail, signs, wall banners, 
window posters, unit samples, decals, cut-outs. 
Further information: L. Melby, 2006 Cameron 
Ave., La Crosse, Wis. 


Utica Radiator Corp. (Gas, Oil Boilers, Radia- 
tors)—Catalogs. Further information: F. R. Bren- 
nan, sales mgr., 2310 Dwyer Ave., Utica 2, N. Y. 


Webster Electric Company (Oil Burners, Trans- 
formers, Blower Motors)—Brochures, catalogs, di- 
rect mail. Further information: W. E. Dent, Ra- 
cine, Wis. 


Weil-McLain Co. (Gas, Oil Boilers, Radiators) — 
Brochures, catalogs, direct mail, newspaper ad 
mats, signs, window posters. Further information. 
M. E. Mitchell, ad. and sales prom. mgr., Michigan 
City, Ind. 





Water Heater Sales Aids 


T. L. Arzt Foundry Co. (Coal)—Catalogs, fold- 
ers. Further information: C. Daugherty, office 
manager, 4020 W. Schubert Ave., Chicago 39. 


Bastian-Morley Co., Inc. (Gas, Electric)— 
Broadsides, catalogs, direct mail, folders, news- 
paper ad mats. Further information: H. J. Morley, 
ad. mgr., 200 Truesdell Ave., La Porte, Ind. 


Bell & Gossett Co. (Indirect, Tankless) —Brc- 
chures, catalogs, folders. Further information: ‘7. 
S. Clough, ad. mgr., Morton Grove, III. 


C. R. Bernstrom, Inc. (Tankless)—Direct mail. 
Further information: J. F. Beauchemin, 183 Hart- 
ford Ave., Providence 9, R. I. 


Bryant Heater Div., Affiliated Gas Equipment, 
Inc. (Gas)—Broadsides, catalogs, decals, direct 
mail, folders, newspaper ad mats, radio and T-V 
commercials, signs, consumer sales book. Further 
information: H. A. Kennedy, ad. mgr., 17825 St. 
Clair St., Cleveland. 


The Cleveland Heater Co. (Gas)—Catalogs, di- 
rect mail, newspaper ad mats, window posters. 
Further information: Fred. H. Leder, 2308 Superior 
Ave., Cleveland 14. 


Continental Water Heater Co. (Gas)—Catalogs, 
decals, folders, newspaper ad mats. Further in- 
(Please turn to top of page 169) 
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WATER HEATERS 


100% AUTOMATIC 
CONTROLS 


350 LB. TEST TANK— 


SMART LOOKS PLUS 7 
ma «STURDY CONSTRUCTION = 


FOR ANY TYPE OF GAS 


| 
} 
| 


In this era of the cautious consumer, KOVEN 
Automatic Gas Water Heaters are as popular 
as ever. And for good reason. Their heavy 
Fiberglas insulation means low fuel bills. And 
their precision engineering equips them to supply 
ample hot water whenever it’s needed. Safe, 
silent and fully automatic, they have earned 
the recommendation of installers who find the 
KOVEN Trademark is also the mark of profit. 


Available in a variety of sizes and models 


L. O. KOVEN & BRO., INC. 


154 Ogden Ave., Jersey City 7, N. J. 


Plants: Jersey City, N. J. * Dover, N. J. 
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NATIONALLY ADVERTISED 
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STOP 


nuisance calls 


with 


Kochi 


"dual-dial”’ 
GAUGES 











Don’t let nuisance calls eat up your time and 
profits! 

You can easily assure years of trouble-free serv- 
ice with Rochester DUAL-DIAL Gauges. No fumes 
can get out to bother your customers. The solid, 
pressure-tight head construction provides posi- 
tive leakproof protection—even under pressure. 

You can make tank checking and filling a snap, 
too ... the easy-to-read “dual-dial” can be seen 
from both front and back. 

Featuring permanent magnetic indication, 
Rochester DUAL-DIALS are Underwriters’ listed. 
More than 214 million are now in use. They’re 
easy to install and stocked by leading wholesalers 
everywhere for all standard basement oil burner 
storage tanks. Rochester Manufacturing Co., Inc., 
19 Rockwood Street, Rochester 10, New York. 


ue 


MANUFACTURING COMPANY, INC. 


DIAL THERMOMETERS GAUGES AMMETERS 
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To carry a wrench for every 

pipe size would be costly and practically 
impossible. Especially when several adjustable 

pipe wrenches will take care of most of your needs. 
That's the sensible answer to a very ordinary problem. 





Cast Iron Tank 


Steclco convensation Punrs 


VEASY to SELECT CONVENIENT to STOCK 


Yes, only two sizes are required to take care of all jobs up 
to 15,000 sq. ft. EDR... and up to 20 lbs. discharge pres- 
sure. The adjustable float switch — so simple to set at re- 
quired position — plus other Sterlco features make this 
possible . . . and only possible with a Sterlco Pump. 

For you .. . this means less working capital tied up in floor 
stock. For your customers .. . this 
means that a future increase of 
radiation may not necessitate the 
installation of a new pump. 
Combine this exclusive Sterlco fea- 
ture with overall rugged construc- 
tion and low cost and you find the 
reason Sterlco PUMPS are first 
choice of the industry. Yes, Sterlco 
will always do a better job... 

longer! Send for complete infor- + pe Mg Me yn 


mation on Sterlco Pumps. preferred — same fea- 
tures as 4200 series. 





| CONDENSATION AND _ HEATING. - TemPenaTune 
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Water Heater Sales Aids 
(Continued from bottom of page 167) 


formation: W. R. Smith, Jr., secy., 1801 Pasadena 
Ave., Los Angeles 31. 


Davis Engineering Corporation (Tankless)— 
Brochures, catalogs, direct mail, publicity re- 
leases. Further information: R. Lisson, 1064 E. 
Grand St., Elizabeth 4, N. J. 


Fire Proven Products (Tankless)—Catalogs. 
Further information: W. Elton, 25th St. & Sher- 


wood Ave., Baltimore 18. 


General Fittings Co. (Gas)—Catalogs. Further 
information: E. F. Cutler, 123 Georgia Ave., Provi- 
dence, R. I. 


Hanson-Gates Mfg. Co., Inc. (Gas, Electric, Oil) 
—Catalogs, folders, newspaper ad mats. Further 
information: Donald Winson, sales dept., 8 Pres- 
cott St., Lowell, Mass. 





WHAT EVERY water heater prospect wants to know is 
answered by these Handley-Brown panels for store 


display. 


The Hotstream Heater Company (Gas, Oil, Elec- 
tric)—Catalogs, folders, novelties, electros, photos, 
radio commercials, wall and counter display card, 
newspaper ad mats. Further information: R. Holk- 
enburg, ad. mgr., 2363 E. 69th St., Cleveland 4. 


A. J. Lindemann & Hoverson Company (Elec- 
tric)—Broadsides, brochures, catalogs, decals, dem- 
onstration aids, direct mail, folders, newspaper ad 
mats, radio commercials, signs. Further informa- 
tion} A. G. Risch, ad. mgr., 601 W. Cleveland Ave., 
Milwaukee 15. 


Magnode Products, Inc. (Anodes)—Brochures, 
decals, demonstration aids, direct mail, folders. 
Further information: F. M. Ruffing, treas. & sales 
mgr., P. O. Box 292, Trenton, Ohio. 


Mission Appliance Corporation (Gas)—Bro- 
chures, catalogs, direct mail, newspaper ad mats, 
postcards, radio commercials, signs, window pos- 
ters. Further information: J. H. Wiles, ad. mgr., 
12611 S. Crenshaw, Los Angeles 43. 


Michigan Tank & Heater Corporation (Gas, Oil, 
(Please turn to top of page 170) 






















HEATING DEALERS 


denend 
on field 


FOR TROUBLE-FREE PERFORMANCE 














1—MADE OF HEAVY MATERIALS — 
Field Controls Last Longer. 
2—BALANCED AT FACTORY — Elimi- 
nating weight variations which could 
affect control's accuracy. 

3 — ROCKER TYPE HINGE PIN — 
Quickly responsive, no friction. No 
sticking. 


4—LONG COLLAR — No warping or 
oaere due to heat or soot, no service 
calls. 


5—FREE SMOKE PASSAGE —- A Field 
never blocks the flue. 

6—SIDE WINGS AND FITTED GATE 
— More accurate because opening in 
control increases more uniformly. 
7—FACTORY ADJUSTED — Set to 
maintain .06" draft until instrument set- 
ting is made, 





The Field Draft Control is quick, easy and simple to install. But far 
more important it keeps performing without requiring attention itself 
— no warping, sticking, clogging — and without causing extra service 
calls due to smoking or fuel waste. And for the customer a Field Con- 
trol means maximum fuel economy. For every 1/100” of excess draft 
eliminated, due to Field’s greater accuracy, there is up to a 1% fuel 
savings. Yes, you can depend on Field. 


FIELD CONTROL DIVISION 


of H. D. Conkey & Company — Mendota, Illinois 







Field Controls are factory set 
to maintain an .06" draft 
until a precise, hair-line setting 
— possible with a Field — 
can be conveniently made. 
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When does a customer say, “I’ll buy 
it!”? It’s when you prove your prod- 
uct best. Even your shrewdest 
“Horse-trader” chooses Water-Hotter 
when he sees W hite’s FOURTEEN proof- 
packed quality features plus “6.9% 
MORE hot water” (electric) and ex- 
clusive “Film of Flame” (gas). Every 
White feature means money in your 
pocket. For the complete list of 
“14 reasons why they buy White”, 
write your distributor or direct to 
White today. 
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Single port burner in gas /| 


Water-Hotter means NO clog- 
ging — ever. Amazingly fast 
pick-up" for PLENTY of hot 
water when you want if. 


EC =) 
iY 
6.9% More Hot Water 


than most utility requirements, 
in electric models, because 
White's exclusive Water- 
Hotter baffle diffuses and 
tempers incoming cold water. 


Gas— ELECTRIC— 
Round Round or 
models table top 
only il models 


For the Full Proved Profit Story, Write White Today! 


WHITE PRODUCTS CORPORATION Dept. D-12 





Middleville, 


oe 


Michigan 


HOTTER 








Water Heating Specialists Since 1930 


Water Heater Sales Aids 


(Continued from bottom of page 169) 


Electric)—Broadsides, brochures, catalogs, direct 
mail, folders, newspaper ad mats. Further informa- 
tion: E. J. Vallier, sales mgr., 14247 Tireman Ave., 
Dearborn, Mich. 


Modern Water Equipment Co. (Electric)—Bro- 
chures, catalogs, demonstration aids, wall banners, 
direct mail, newspaper ad mats, signs, radio com- 
mercials. Further information: Kenneth G. Sims, 
West Chicago, II. 


Mt. Hawley Mfg. Co. (Gas, Oil)—Brochures, 
catalogs, demonstration aids, direct mail, news- 
paper ad mats, publicity releases. Further infor- 
mation: R. E. Sullivan, mgr., Heating Division, 
Mt. Hawley Airport, Peoria, Ill. 


Republic Heater Corporation (Gas)—Brochures, 
catalogs, decals, direct mail, newspaper ad mats. 
Further information: O. Mitchell, sales mgr., 2231 
Randolph St., Huntington Park, Calif. 


Ruud Manufacturing Company (Gas)—Bro- 
chures, catalogs, direct mail, folders, newspaper 
ad mats, radio and television commercials, films. 
Further information: A. T. Grimm, ad. mgr., 2934 
Smallman St., Pittsburgh 1. 


Sterling, Inc. (Temperature Control Valves)— 
Catalogs. Further information: W. H. Schneider, 
Jr., asst. sales mgr., 3738 N. Holton St., Milwaukee 
12. 


D. W. Whitehead Mfg. Corp. (Gas, Electric)— 
Brochures, catalogs, direct mail, folders, news- 
paper ad mats, radio commercials. Further in- 
formation: Donald W. Whitehead, 599 W. Ingham 
Ave., Trenton 8, N. J. 


White Products Corporation (Electric, Gas)— 
Brochures, newspaper ad mats, radio commercials, 
signs, wall banners, window posters. Further in- 
formation: Vincent J. Anderson, asst. ad. sales 
prom. mgr., Middleville, Mich. 


2 ae 





Water Systems Sales Aids 


Decatur Pump Company (Pneumatic Supply)— 
Brochures, catalogs, demonstration aids, news- 
paper ad mats, publicity releases, radio commer- 
cials, window posters, wall banners, signs, decals, 
stuffers, illustrated comic booklets. Further in- 
formation: F. R. Loder, ad. mgr., 2750 Nelson Park 
Rd., Decatur, III. 


Fadden Pump Company (Pneumatic) — Bro- 
chures, demonstration aids, direct mail, news- 
paper ad mats, publicity releases, signs. Further 
information: Les Hughes, sales mgr., 740 Washing- 
ton Ave. N., Minneapolis 1. 


The Everite Pump & Mfg. Co., Inc. (Reciprocat- 
ing, Jet)—Brochures, catalogs, newspaper ad mats, 
signs. Further information: Robert L. Harner, 
purch. agt., 617 N. Prince St., Lancaster, Pa. 


The Lindsay Co.— Brochures, demonstration 
(Please turn to top of page 173) 
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a, te . - Proved best by thousands of 
infor- " users through years of on-the- 
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‘ job performance. 
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., 2231 NO PUSHING, 

This forged steel cone has spiral 
—Bro- 
sais flutes with patented cutting edges 
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| Hy : 
a | | The Story of an Amazing Test 
|| When an old building was demolished in 
| aes. an the Cast Iron Soil Stacks and 
iI) fittings that remained were 109 years old. 
We tested them and, other than a thin coat 
of rust (which stopped all future chemical 
oly )— | se eae ae solid — 
way through— _of permanence. Cast 
nhews- Iron Pipe outlasts the life of any building! 
amer- @ 
lecals, 
r in- | Oty, 
Park 
APCO 
..» Effective immediately, all Alberene sinks will CAST IRON SOIL PIPE and FITTINGS! 
- Bro- : : : : For a quality plumbing job make it CAST 
be special sinks, built to order to fit any space, in | IRON and you're sure of PERMANENCE. 
wid gdl any dimensions. Manufacture of production-run Ll This durable, flexible, economical pipe for 
irther ‘ > < house drains and sewers—for vertical or 
hing laundry trays has been discontinued. horizontal position—will withstand strain 
3 asl ” ‘ . . ’ 
Just send us complete dimensions (ask us for prog rene yey a ee + 
our easy-to-use order forms). There are nine “Rough it in” with APCO Waste and Re- 
-ocat- vent Fittings, or the Stringer Way with 
see types you may choose from. If you have any Stringer spree yt Most. aceeeeete They 
mats, : : ‘ save space and save cutting joists. There’s a 
sad, trouble in design, phone our local representative, fitting for every code—every problem—every job! 
: or write to — | a} World’s Largest Producers of Pipe of This Type 
en ALBERENE STONE CORP. AT ARAMA PIPE COMP} 
OF VIRGINIA ) 
419—4th Ave., New York 16, N. Y. sites ; . 
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TI lw NEW 


6 DIFFERENT i eS \ 600 SERIES 


FIT THE SAME 
<<.  WPREPO 


TORCH Heovy 


- TORCH 


Pin Point Only Prepo gives you 
Sumer all these advantages 


With three interchangeable Burner Tips 
and three Special Purpose Accessory Tips, 
you can tailor-make your Prepo to suit 
Chisel Point each job. It’s light—only 1% Ibs. It’s 
Solder Tip small—only 4’’ x 10%’’—gets in those 
hard-to-get-at places. It’s convenient — 
just turn the valve and light. 
More economical 
Diamond Point Prepo’s special low cost, concentrated 
Solder Tip fuel gives you more heat for the money. 
Burns for hours and maintains a constant 
flame without attention. 
— Remover Do your torch work the easy way— 
” with Prepo! 
Distributed exclusively in the Plumbing, Heating 
and Refrigeration fields by 


BELL & GOSSETT 


c O'R FA NU LY 


Dept. CT-1, Morton Grove, Illinois 
















My 


NNN 
<n, 





AUTOMATIC 
DISHWASHER 





; A £ A 0 a | N atid | reve , 


=] FIN-TYPE COILS 
Sn Yiei ror 


BLENDED 
WATER 


HOT WATER 





Fast, Efficient 


HEATING 
and 


You can have both temperatures 


nite for automatically from one heater by installing a Sarco Water 
WwW Blender as shown in the above sketch. The Sarco Blender, 
by mixing cold with hot water, provides safe, tempered water 


q for personal use. For the dishwasher and washing machine, 
the hotter water is supplied directly from the water heater. 


AERO FIN The Sarco Water Blender is a quality tempering valve 
sturdily constructed of brass with bronze disc. It modulates 
Correo RATION both hot and cold water flow and is tight seating. The price 


is surprisingly low. Write for Catalog 800-1 to Sarco Company, 
S. Geddes St. Syracuse 4,N.Y. Inc., Empire State Bldg., New York 1, N. Y. Advt. 602 


r\Un ge)’ Tale 
LAUNDRY 


In the modern home, high tempera- 
ture hot water is required for washing 
machine and dishwasher. 

At the same time, in the bathroom 
a safe hot water temperature is 95 to 
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Water Systems Sales Aids 
(Continued from bottom of page 170) 


aids, direct mail, newspaper ad mats, publicity 
releases, radio commercials, signs, wall banners, 
window posters. Further information: L. G. Lind- 
say, Jr., sales dept., 511 E. 7th St., St. Paul 1, Minn. 


Los Angeles Water Softener Co., Inc.—Bro- 
chures, catalogs, direct mail, folders, newspaper 
ad mats. Further information: 1723 Riverside Dr., 
Los Angeles 31. 


F. E. Myers & Bro. Co.—Brochures, catalogs, 
demonstration aids, direct mail, newspaper ad mats, 
publicity releases, radio commercials, signs, wall 
banners, window posters. Further information: 
Ashland, Ohio. 


Penn Controls, Inc. (Controls)—Brochures, cata- 
logs, demonstration aids, direct mail, window 
posters. Further information: Goshen, Ind. 


The Permutit Co.—Broadsides, brochures, cata- 
logs, decals, direct mail, folders, newspaper ad 
mats, radio and television commercials. Further 
information: H. H. Wilkinson, ad mgr., 330 W. 
42nd St., New York 36. 


Puritan Engineering Corporation — Brochures, 
catalogs, newspaper ad mats. Further information: 
Crawfordsville, Ind. 


Refinite Corp.—Catalogs, demonstration aids, di- 
rect mail, postcards, window posters. Further 
information: David H. DeWindt, industrial sales 
manager, P. O. Box 1312, Omaha. 


Uniflow Mfg. Co. (Pumps)—Brochures, cata- 
logs, direct mail, newspaper ad mats, postcards, 
wall banners, window posters. Further informa- 
tion: J. H. Horn, East Lake Rd., Erie, Pa. 





Water Softener Sales Aids 


Bruner Corp.—Brochures, catalogs, newspaper 
ad mats, publicity releases, radio commercials. 
Further information: Gilbert Mast, sales prom., 
2318 N. 30th St., Milwaukee. 


Southern California Engineering Co.—Brochures, 
catalogs. Further information: Paul G. Mueller, 
315 Indiana St., El Segundo, Cal. 


Uniflow Mfg. Co.—Brochures, catalogs, direct 
mail, newspaper ad mats, postcards, wall banners, 
window posters. Further information: J. H. Horn, 
East Lake Rd., Erie, Pa. 





Air Conditioning Sales Aids 


Bryant Heater Div., Affiliated Gas Equipment, 
Inc. Winter integral, direct type)—Broadsides, 
catalogs, decals, direct mail, folders, newspaper 
ad mats, radio and T-V commercials, signs, con- 
sumer sales book. Further information: H. A. Ken- 
nedy, ad. mgr., 17825 St. Clair St., Cleveland. 


Hunter Fan and Ventilating Company (Attic 
Fans)—Brochures, catalogs, window and wall dec- 
(Please turn to top of page 174) 
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EVERY TYPE OF 


HOT WATER HEATING 


NEW Century Midget Powerhouse 

one of 38 gas and oil fired units. 
You can easily and profitably install Century’s new 
oil-fired boiler-burner unit in any type or size 
home. AND you can count on happy, satisfied 
customers every time! (They'll brag to their friends 
about your work.) 
Original in design, Century’s Midget Powerhouse 
gives even the smallest home service-free and high- 
ly efficient automatic oil heat at minimum fuel 
costs. Century’s exclusive Crescent inner design 
saves fuel and permits unusually fast heating. 
It’s easy to install because it’s so compact . . . easily 
moved through standard width doors or down 
basement stairways. Available in 3 sizes—from 
430 to 830 sq. ft. of radiation. Century’s oil-fired 
boiler-burner is your most profitable unit for every 
type of hot water heating! 

CENTURY ENGINEERING CORP., 

Cedar Rapids, Iowa 


FREE _ 


CENTURY ENGINEERING CORPORATION 
410 3rd Street, Cedar Rapids, lowa 


Gentlemen—Please send your booklet BETTER LIVING 
THROUGH BETTER HEATING, which gives full details 
on your Midget Powerhouse and all 38 items in your 


| automatic heating line. | 


Name 





Address 











State | 


e+ leaders in quality automatic heating equipment for 26 yeers. 
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Herb Shriner says the hotel in his home town | 
wasn’t much, but it did have a bridal suite; that was’ | 
the room with the lock on the door. i 


—xX-L Nipples— 


should use “X-L” Quality Pipe Couplings. There 
are no finer Couplings made than “X-L”; they’re 
accurately machined from seamless steel tubing, en- ; 
gineered to industry standards. Ask your jobber — 
for “X-L” Pipe Couplings, made in diameters from 
\%” to 12”, for every couplings purpose. 

—X-L Couplings— 


Because you take pride in the work you do, you i 
by 
{ 


i Sign on a truck rolling down a crowded highway: 
| THIS TRUCK HAS BEEN IN EIGHT ACCIDENTS 
AND AIN’T LOST ANY. 

—X-L Nipples— 


The lodge chairman was trying to raise funds for 
an indigent member. In relating the sad plight of 
the lodge member, his speech was so stirring the en- 
tire congregation was crying hysterically, but out 
loud. As he walked around collecting, he noticed 
there was one dry-eyed person in the audience who 
seemed to be taking it all very lightly. “How come 
you're not crying?” he asked the happy one. 

“Pm not a member here,” was the answer. 

—X-L Couplings— 
Overheard: “He’s the kind of a guy that makes 


coffee nervous.” 


—X-L Nipples— 


ccna a So aS 


Ask your jobber about “X-L” Packaged Couplings 
and Nipples. Yowll like the many stocking and 
handling conveniences they offer. 

s —X-L Couplings— 


Poet’s Corner: 
There was a young lady of Skye, 
With a shape like a capital I; 
She said, “It’s too bad! 
But then, I can pad,” 
Which shows you that figures can lie. 
—X-L Nipples— 


Si and Hiram were talking shop. “I have what 
is without a doubt the laziest rooster in the world,” 
boasted Si. 

“Just how lazy is he, Si?” 

“Well, he ain't never crowed in his life. He just 
waits for another rooster to crow—and then he nods 
y his head.” 
| —X-L Couplings— 

From all of us to all of you: A Merry, Merry 


Christmas and a Happy, Happy New Year! 
—X-L Products— 


SRA Ree eC ET NN AORN 


Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 
PRODUCTS COMPANY 
WHEELING, WEST VIRGINIA 

: ACTORY PHONE: WOODSDALE 3296 








raee | 





Air Conditioning Sales Aids 


(Continued from becttom of page 173) 


als, direct mail, newspaper ad mats, motion picture 
ads, radio and T-V commercials, T-V films, book- 
lets, broadsides, stuffers. Further information: 
T. V. Murphy, ad. mgr., 400 S. Front St., Memphis 
2, Tenn. 


Penn Controls, Inc. (Controls)—Brochures, cata- 
logs, demonstration aids, direct mail, window 
posters. Further information: Goshen, Ind. 





Laundry Sales Aids 


The Royal Brass Mfg. Co. (Laundry Trays)— 
Folders, brochures, catalogs. Further information: 
S. J. Regan, 1418-24 E. 43rd St., Cleveland 3. 


Speed Queen Corporation (Washers, Ironers, 
Dryers)—Catalogs, direct mail, newspaper ad 
mats, radio commercials, signs, wall banners, 
window posters. Further information: J. S. Morris, 
ad. mgr., Ripon, Wis. 





Miscellaneous Sales Aids 


American Manufacturing Company (Oakum, 
Packing)—Catalogs, direct mail, folders. Further 
information: Noble and West Sts., Brooklyn 22. 


T. L. Arzt Foundry Co. (Incinerators)—Cata- 
logs, folders. Further information: C. Daugherty, 
office manager, 4020 W. Schubert Ave., Chicago 39. 


Atlas Asbestos Company (Runners, Packing)— 
Catalogs, direct mail, electros for jobber catalogs. 
Further information: G. F. Hopkins, sales manager, 
North Wales, Pa. 


Aurora Pump Co. (Pumps)—Brochures, direct 
mail, newspaper ad mats. Further information: 
G. W. Anderson, sales manager, Aurora, III. 


Norman Boosey Mfg. Co. (Plumbing drainage 
products)—Broadsides, brochures, catalogs, fold- 
ers, newspaper ad mats. Further information: F. 
A. Delano, vice president, 420 N. LaSalle St., Chi- 
cago 10. 


The Capitol Mfg. & Supply Company (Pipe Fit- 
tings)—Direct mail. Further information: George 
M. Levine, ad. mgr., 153 W. Fulton St., Columbus 
16, Ohio. 


Chase Brass & Copper Co. (Brass Tubing)— 
Brochures, catalogs, blotters. Further information: 
236 Grand St., Waterbury 20, Conn. 


Century Electric Company (Electric Motors and 
Generators )—Broadsides, catalogs, decals, demon- 
stration aids, direct mail, signs. Further informa- 
tion: A. Neher, sales prom. mgr., 1806 Pine St., St. 
Louis 3. 


The Corley Co., Inc. (Pipe Unions)—Catalogs. 
Further information: R. A. Corley, Jr., 103 E. 
Main St., Plainville, Conn. 


Cosper Manufacturing Company, Inc. (Cast Iron, 
(Please turn to top of page 177) 
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V4 DELUXE MODEL 
2A-300 


FOR BIG, 
DIRTY JOBS 


December, 1952 








TO KEEP FUEL OIL CUSTOMERS 
--- SATISFIED, INSTALL A 
FUEL 
OL 


FOR PROTECTION OF FUEL OILS AND BURNER 
PARTS...AND REAL PROFIT FOR YOU 


GENERALS 


%& ELIMINATE CLOGGED NOZZLES AND BURNER PARTS, TRAP PARTICLES AS SMALL AS 5 


MASTER MODEL 
24-700 





FOR MEDIUM 
NEEDS 


STANDARD MODEL 
TA-25 





MICRONS. FOR SMALL HOMES, 
*& ALLOW QUICK, EASY FELT CARTRIDGE REPLACEMENT — WITHOUT DISTURBING PIPING. — 
* CAN BE INSTALLED WITH A FEW SIMPLE HAND TOOLS AND JUST TWO PIPE CONNECTIONS. af 
* HAVE THE FINEST, ALL-WOOL FELT CARTRIDGES. fd 
4 General Filters 


*& HAVE STURDY INNER WIRE SCREEN TO BACK UP FELT AND PREVENT COLLAPSE. 
* FIT ANY JOB... LARGE OR SMALL . . . HOME, BUSINESS, TRAILER, ETC. 


The few minutes you spend to install a GF is profitable time for 
years to come... 


carry this 
Underwriters 
Laborofories 
eal 


, 


CLEAN RIGHT 
SOOT REMOVER 


cleans any heating sys- 
tem quickly, safely — 
leaves no residue. Man- 
ufactured for General 
Filters, Inc. 






@ Easy cartridge replacements each season. 
@ No more troublesome service “‘call-backs.” 










@ Satisfied fuel oil customers year ‘round. 


12890 WESTWOOD AVENUE 
DETROIT 23, MICHIGAN 


GENERAL FILTERS 
INCORPORATED 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 





LA-C0 








(Regular) 


NON-ACID 


’ 


m os 
t 

Pres | “Tt 
| a =f 


LA-CO Flux is more active than resin base flux... 
gives greater efficiency .. . dissolves oxides of metals 
instantly... prepares a free and clean surface for a 
firmer solder union... fluxes through rusty or oily 
surfaces, thereby eliminating unnecessary cleaning. 
Residue will not absorb moisture. LA-CO Flux 


TONGS 


“Reversible”, “Standard” and 
“Ideal” types, in all sizes. Jaws 
are drop forged from special steel, 
are carefully milled, heat treated, har- 












(Write tor 
Catalog | 


: 
ap STRONG BROS. TOOL CO. 








dened and tested. The Handles are forged spring 
steel. The Chains are proof-tested to 2/3 catalog 
strength (1,200 Ib. to 40,000 Ib.). “Reversible” Jaws 
give double jaw life. “Standard” jaws have extra 
bearing on the handle and forged-in 
chain guides. The “Ideal” Tongs have 
V shaped teeth for a sure grip on irregu- 
lar shapes—fittings, etc. 


“The Tool Holder People” 





5223 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 





(Regular) is NON-ACID...SELF-CLEANING. 

LA-CO also manufactures special flux for chrome 
and stainless steel, an electro flux for electrical work 
and a flux for silver soldering. 

A safety feature ...it prevents acid burns. 

Send for descriptive circular and price information. 


Samples upon request. 


* 
LE LAKE CHEMICAL CO. 


enano 3081 W. Carroll Ave., Chicago 12, Ill. 
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“tts qood trade 


SWAPPING COMPLIMENTS 
FOR COMPLAINTS” 











It’s typical of human nature to yell when some- 
thing goes wrong —and keep quiet when things 
are fine. A fellow in business can count on hearing 
all the complaints — but very few compliments. 

Well, Chicago Faucets (according to our mail) 
seem to cause that rarest of customer reactions — 
we mean the one where people say something nice 
about Chicago Faucets, and the man who sold 
them. Could be the easy, money-saving, leak-free 
operation of Chicago Faucets that gets them. Or 
their quality of year-in, year-out dependability. 
Whatever it is— it sure makes folks speak up — 
and in a way it’s good to hear. 

Little wonder, Chicago Faucets are today’s most- 
wanted faucets. 


THE CHICAGO FAUCET COMPANY 


CHICAGO 39, ILLINOIS 





Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 





THE IMPERIAL tHe EMPEROR 
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SPARTAN 


THE ROYAL rue CROWN 


Heavy Gauge Heavy Gauge 
Steel Aluminum 


The popular priced shower stall 
that’s full of the features you’d 
expect only in more costly showers 
... plus Spartan full length, deep 
groove, slip-on construction for 
extra rigidity and long life. Un- 
doubtedly America’s easiest shower 
to assemble ... a genuine saving 
to the plumber. 


Super Gauge Super Gauge 

Steel Aluminum 
“Fit for.a King”... although you F 
could pay more, you couldn’t get a 
better or more beautiful shower 
stall. Spartan full length, deep- 
groove, slip-on construction for 
extra rigidity, easier assembly and 
prolonged life. Choice of 4 smart 
Spartan receptors. Streamlined, 
beautifully rounded corners 
throughout. The shower that leaves 
nothing to be desired. 
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Miscellaneous Sales Aids 
(Continued from bottom of page 174) 


Brass Plumbing Specialties)—Catalogs. Further 
information: John A. Cosper, 3533 28th Place, N., 
Birmingham, Ala. 


Curtis Refrigerating Machine Div. of Curtis Mfg. 
Co. (Refrigerating Machines)—Brochures, cata- 
logs, wall banners, direct mail, newspaper ad mats, 
postcards, signs, window posters, radio commer- 
cials. Further information: H. C. Morrison, vice 
pres., 1905 Kienlen Ave., St. Louis 20. 


Decatur Pump Company (Domestic, Industrial 
Pumps)—Brochures, catalogs, demonstration aids, 
newspaper ad mats, publicity releases, radio com- 
mercials, window posters, wall banners, signs, de- 
cals, stuffers, illustrated comic booklets. Further 
information: F. R. Loder, ad. mgr., 2750 Nelson 
Park Rd., Decatur, IIl. 


James C. Denier Co. (Railing Joints)—Catalogs, 
folders, copper cuts. Further information: Edward 


J. Denier, gen. mgr., 5409 Colerain Ave., Cin- 
cinnati. 


Drehmann Paving & Flooring Co. (Industrial 
Floor Drains)—Catalogs, direct mail, folders. Fur- 
ther information: A. K. Mullen, secy., Gaul & 
Tioga Sts., Philadelphia 34. 


Ecoff Products Co. (Dielectric Unions)—Direct 
mail, folders, newspaper ad mats. Further infor- 
mation: Roy W. Ecoff, 3265 W. 17th St., Cleveland. 


Elgo Shutter & Mfg. Company (Metal Shutters, 
Dampers for Fans, Blowers)—Catalogs. Further 
information: George A. Soules, sales mgr., 2738 W. 
Warren Ave., Detroit 8. 


The Everite Pump & Mfg. Co., Inc. (Sump 
Pumps)—Brochures, catalogs, newspaper ad mats, 
signs. Further information: Robert L. Harner, 
purch. agt., 617 N. Prince St., Lancaster, Pa. 


The Fairbanks Company (Valves, Casters, Un- 
ions)—Broadsides, catalogs, direct mail, folders, 
counter easels. Further information: Philip M. 
Fallon, ad. mgr., 393 Lafayette St., New York 3. 


Hoffman Specialty Mfg. Corp. (Plumbing, Heat- 
ing Specialties)—Catalogs, folders. Further in- 
formation: W. W. Dillon, sales mgr., 1001 York St., 
Indianapolis 7. 


Ideal Pump Co. (Drainage Pumps)—Brochures. 
Further information: J. E. Mayhew, mgr., 18901-15 
Omira, Detroit 3. 


Ideal Sanitation Company (Sewage Distributing 
Box)—Direct mail, folders, newspaper ad mats. 
Further information: Mario DeAnglis, 8056 Mont- 
gomery Rd., Cincinnati 27. 


Kenco, Inc. (Sump Pumps)—Catalogs, counter 
cards, demonstration aids, direct mail, newspaper 
ad mats, radio commercials. Further information: 
1145 N. Ridge Rd., Box 400, Lorain, Ohio. 


Knuth Engineering Company (Tubing Connec- 
(Please turn to top of page 178) 
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DEPENDABLE 


always... 


ALL WAYS! 


depend on milvaco... 


To serve your complete plumbing 
and heating requirements. Milvaco 
offers a complete line of valves 


and heating specialties. 


depend on milvaco... 


To build satisfied customers and 

repeat business for you. The 
unquestioned quality of Milvaco products 
is your assurance of customer 


satisfaction on every installation. 


depend on milvaco... 


Your fellow tradesmen have been 
doing it for over 50 years! 

Now in its 51st year of service to the 
plumbing and heating industry, Milvaco 
is a respected name among users of 


valves and heating specialties. 


MILWAUKEE VALVE COMPANY 
Milwaukee 7, Wisconsin 


NOW IN OUR 5Ist YEAR OF SERVICE 
TO THE PLUMBING 


AND HEATING INDUSTRY 
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A: this Season 
it gives us great pleasure 
to extend our very best 

wishes to those whose 
friendship we treasure . . . 


May your Christmas be merry 


and your New Year prosperous. 


STERLING FAUCET CO. 
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Miscellaneous Sales Aids 
(Continued from bottom of page 177) 


tor)—Direct mail, folders. Further information: 
N. H. Knuth, 2617 N. St. Louis Ave., Chicago 47. 


S. H. Leggitt Co. (Brass Fittings, Connectors, 
Valves)—Catalogs, direct mail, newspaper ad mats. 
Further information: Perry L. Phillips, ad mgr., 
325 High St., Marshall, Mich. 


Liquidepth Indicators, Inc. (Gages, Valves, 
Alarms)—Catalogs, direct mail. Further informa- 
tion: Arthur Bierman, 43-22 Tenth St., Long Island 
City 1, N. Y. 


Magnaflow Pump Corp. (Circulating)—Broad- 
sides, brochures, catalogs, decals, demonstration 
aids, direct mail, folders, signs. Further informa- 
tion: David H. Ross, sales mgr., 45 Astor Place, 
New York 3. 


Mutual Liquid Gas and Equipment Co., Inc. 
(Torches)—Brochures, catalogs, demonstration 
aids, display boards. Further information: Jack 
Griffith, sales mgr., 3600 W. Imperial Hwy., Ingle- 
wood, Cal. 


Orangeburg Mfg. Co., Inc. (Soil Pipe)—Bro- 
chures, newspaper ad mats, catalogs, radio com- 
mercials, signs, window posters. Further informa- 
tion: Orangeburg, N. Y. 


Penn Controls, Inc. (Pumps, Engine Controls) 
—Brochures, catalogs, demonstration aids, direct 
mail, window posters. Further information: Goshen 


Ind. 


The Piqua Machine and Manufacturing Company 
(Sump Pumps, Circulators, Well Pumps)—Direct 
mail, newspaper ad mats. Further information: 
Howard H. Miller, sales mgr., 441 S. College St., 
Piqua, Ohio. 


R-P & C Valve Div., American Chain & Cable 
Company, Inc. (Valves and Fittings)—Broadsides, 
brochures, catalogs, direct mail, folders, signs. 
Further information: C. L. Haslup, sales manager, 
Tulpehocken St. & L.V. R.R., Reading, Pa. 


The Schaible Company (Lawn Faucets)—Broad- 
sides, catalogs, direct mail, folders, newspaper ad 
mats. Further information: J. L. McGannon, 1086 
Summer St., Cincinnati 4. 


Skidmore Corporation (Condensate Pumps, Re- 
ceivers) — Catalogs. Further information: V. F. 
Radde, sales mgr., P. O. Box 309, St. Joseph, Mich. 


Sulflo, Inc. (Canned Goods)—Brochures, cata- 
logs, demonstration aids, direct mail, signs, wall 
banners. Further information: H. A. Lange, vice 
pres., 1143 E. Jersey St., Elizabeth, N. Y. 


The Halsey W. Taylor Company (Drinking 
Fountains, Electric Water Coolers)—Catalogs, di- 
rect mail pieces, folders, newspaper ad mats. Fur- 
ther information: H. O. Bartlett, 137 North St., 
N.W., Warren, Ohio. 


Tyler Specialty Company (Plumbing Specialties) 
—Catalog. Further information: P. O. Box 2027, 
(Please turn to top of page 180) 
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TWO POPULAR PRODUCTS FROM BLAKE'S COMPLETE LINE 







Style L-155 
Double curved style— 
two sets of handles af- 
ford individual operation 











PATENTED 
LIGHTNING TEST PLUG 


Designed for instant 
insertion or removal 


Handles locked in closed position 
as shown expand rubber rings, 
effectively sealing inside of tee, 





L-1565-SD and L-1565 SPD DOUBLE TY FITTINGS etc. for test. A a turns of handle 
These Blake fittings provide ample support for closets, inde- pry ne legenoy send Dag aa 2 
pendent of, and without stress or strain on wall. They provide diatane. “<< . "4 oe reg 
true alignment for batteries and are designed for easy, accurate, OF CORES: \SUarEeeS aga 

fects. For cold water pressure only. 


permanent installation. Made for both screw pipe and soil 
pipe—and for either single or double installations. 
For further particulars, ask for Blake Catalog No. 16 


Blake Division of 


















) Look for THIS Box 
pr the FINEST 


i Go oe 
SUPPLIES @ Fuity Frexisce 


@ DURACHROME FINISH — HIGH LUSTER 
WON'T CRACK, CHIP OR PEFL 


@ EASIER INSTALLATION 
© COMPETITIVELY PRICED 


”“TREN-FLEX 


Manufactured 4, 


WATER HEATER 
REPAIR COILS 


FOR OLD, NEW AND 
OBSOLETE HEATERS 


100 DIFFERENT MAKES 


Single, Double, Triple, 
Instantaneous, Multi-Coil 


Send for Catalog 
TRENTON PIPE NIPPLE COMPANY 
DORMONT MFC. CO. TRENTON NEW JERSEY 


. Pittsburgh, Pa. ee 
CSE REL Sere A Complete line of BRASS NIPPLES. 1/8" to 8" dia 
































STEVENS & MILLER Sherman LAVATORY FAUCETS 


AIR INDUCTION UNIT 


for All Suction Pumps 
DISPELS AIR VOLUME TROUBLES 


You will sharply reduce serv- 
ice calls and gain customer 
good will with this unit. 
Works with efficiency on all types 
J of pumps; jet, turbine or recipro- 
j cating; for deep or shallow wells. 
No valves, diaphragms, springs or 
flats to wear, corrode or get out of 
order. Unit can be installed on or 
away from tank. 
JOBBERS and DISTRIBUTORS 


WRITE TODAY! 


STEVENS & MILLER, INC. un snseman are.co. “gaan 
\ 


GENERAL OFFICES BATTLE CREEK, MICHIGAN 
127 E. PRAIRIE ST DECATUR, ILL @ WATER-MASTER FAUCETS 









Pee Heavy: quality Pee . 
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To Remove Air and Noise from 
Hot Water Heating Systems 


Buy aco 


SCOOP 















You can solve your air problems with 
Taco’s new AIR SCOOP. When the sys- 
tem is first filled, all you do is vent the 
radiators and high points. The job is then 
finished. No draining water. No repeat 
operation. No cutting or adjustments. No 
going back to job. 


% CONNECTION 
FOR AIR VENT 





MINIMUM 
TACO-MATIC VALVE 
fT ano By-Pass — 
{OPTIONAL 









. WATER 
Here's How Taco Air Scoop Works BOILER 
Air bubbles are scooped up by baffles and 
accumulate in chambers No. 1 and 2. Air 
from No. 2 goes to expansion tank and, 
when tank is filled, backs down into Air 
Scoop and passes through air valve from 
chamber No. 1. 























BOM. 


“Air Scoop’s the answer to the air 
problem”. 


=o 

ps? 2 “Won't install another hot water job 
nh 3 
4 


without Taco Air Scoop”. 


“Does everything you claim for it”. 


“Air Scoop cured a real headache 
for me”. 


5 “Stopped all gurgling in my system”. 
Better Heating-Better with Taco 
A 


TACO HEATERS, Incorporated 


137 South Street * Providence 3, R.1. 
READ TACO'S OTHER ADS IN THIS ISSUE 
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Miscellaneous Sales Aids 
(Continued from bottom of page 178) 
Tyler, Texas. 


Joseph A. Vogel Co. (Hydrants)—Catalogs, di- 
rect mail, postcards, blotters, folders, calendars, 
radio commercials. Further information: J. A. 
Vogel, 1203 Lombard St., Wilmington 99, Del. 


William Wallace Company (Gas Flue Vent Pipe) 
—Brochures, catalogs, direct mail, decals, news- 
paper ad mats. Further information: A. L. Hawley, 
Jr., Box 137, Belmont, Calif. 


Wolverine Tube Div. of Calumet & Hecla, Inc. 
(Copper Water Tubing)—Brochures, catalogs, de- 
cals. Further information: H. A. Harty, ad. mgr., 
1850 Guardian Bldg., Detroit 26. 


Yeomans Brothers Company (Pumps, Compres- 
sors, Waste Treatment Equipment) — Brochures, 
catalogs, direct mail, folders. Further information: 
J. M. Porter, ad and sales promotion mgr., 1999 
N. Ruby St., Melrose Park, Il. 





Remodeling in the Southeast 
(Continued from bottom of page 101) 


warm air heating system. In the parish house, 
the installation of new radiators and base- 
board heating, using forced circulation hot 
water as the heating medium. A new boiler, 
boiler house, and chimney were also added. 
Approximate cost, $10,000. 

(4) Beth Elohim Synagogue. Replacement of gas 
fired radiators with a forced circulation warm 
air system. Approximate cost, $5,000. 

(5) American Red Cross Building. This is a con- 
verted residence of four stories. Required 
were a new boiler, boiler house and stack, 
outside the main building, and a forced circu- 
lation hot water system in the building. Re- 
placed were oil-fired space heaters and gas 
fired radiators. Approximate cost, $4,000. 

(6) St. Stephen’s School. Rehabilitation of steam 
heating system. Approximate cost, $2,000. 

(7) Various private dwellings. These jobs in- 
volved hot water, forced circulation and in 
one case, forced warm air. The warm air in- 
stallation required extensive building altera- 
tions in order to accommodate the ducts. 
Approximate cost of the residential rehabili- 
tations ranged from $2,000 to $3,500. 

(8) St. George Baptist Church. In the auditorium 
and offices of the church house heating plans 
call for a one-pipe, monoflo, forced circula- 
tion hot water system. In the two-story, class 
room building, forced warm air, with under 
the floor ducts. Estimated cost (plans and 
specifications are currently out for bids) 
$5,500. 

The rehabilitation market is a wide one, and a 
good one. These typical jobs are proof that it is 
well worth cultivating. 
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‘Remember When? 


(Continued from center of page 87) 


To say that it is a “typical” Amercan commun- 
ty is to hit pretty close to the truth. The national 
background of its people, like those in hundreds 
of other American cities, runs the gamut of just 
about everything—German, French, Polish, Irish, 
Swedish, Scotch, Belgian, Swiss, and English. 
The names of its pioneers are like those of any 
other American town—Forsyth, Cooper, Linder, 
Shearer, Lewis, Van Emster, Peletier, and many 
more. 

Charles E. Mulholland, at 83, is Bay City’s 
oldest plumber. He learned the plumbing trade 
from John Young whose advertisements at the 
turn of the century called him “the pioneer 
plumber of Bay City.” Mr. Mulholland says that 
Young was the fifth plumber to come to the state. 
He remembers the pipe works that made pipe 
from pine logs, hollowing them out to be joined 
together with pitch. When laid, they were laced 
together with metal strips. The wood swelled 
tight within a short time, Mr. Mulholland says, 
and there was little trouble with leaks. 

He remembers, too, when “high tanks” came 
into popularity, and remembers the ornate wood 
decorating around the copper lined tanks, and 
the nickel plated pipe. Low tanks, he says, first 
began to appear about the turn of the century. 


Many Other P&H Pioneers 


There are many other names among Bay City’s 
pioneers that belong in the plumbing and heating 
industry’s hall of fame . .. James Bremner, 
William H. Sullican, John E. Flagole, Benjamin 
F. Ray, E. C. Bissell (founded of the Alert Pipe 
& Supply Co.), and Frederick C. Finn. 

It is of Mr. Finn that an ancient book in the 
library of Lyle McCormick, Bay County prose- 
cutor, says: “His father was born in Portsmouth, 
England, came to the United States, and fought in 
the War of 1812. He reared a family of 14 children 
and died in 1862. The firm of Finn & Fischer keep 
in their employ between 10 and 15 men and have 
done the plumbing in some of the city’s finest 
buildings, including the Masonic Temple, the 
Catholic Church, and our leading theatre.” 


It’s Very Much Like Your City 


As with the Finns, so with many others in Bay 
City. The peoples’ background reaches far into 
the past, touches America’s history at its vital 
points, and merges wth the present, a perfect 
moulding of the spirit of the pioneers and the 
eagerness of newcomers—an American city like 
thousands of others—undoubtedly very much 
like the one you live in today. 
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You'll Save Call Backs 


Adjustable for temperatures 
between 120° and 160° F, 


TYPE *A” 





They S-I-R-E-T-C-H 
TANKLESS HEATER PERFORMANCE AND 
GUARD AGAINST EXCESSIVELY HOT WATER 





This means less complaints of ‘the SIZES 

water's too hot”’ or ‘the tankless heater | 40. gs ogi 
: : - ype “‘A'’ adjustable 
doesn’t give enough hot water’. You | in 2” and %” sizes; 
type ‘'B'’ non-adjust- 


also prevent high temperature water 
in dishwashers from baking food on 
dishes. 


able 2” and 3%”; and 
the type T adjustable 
1”, 112” and 2”, 








MINIMUM SERVICE PROBLEMS 
Over a 13 year period, less than 3/10ths of 1% of Taco 
Tempering Valves sold have been returned for all reasons 


Better Heating-Better with Taco 






jy TACO HEATERS, Incorporated 
137 South Street * Providence 3, R.1. 


READ TACO'S OTHER ADS IN THIS ISSUE 








Industry Report... 


Summer Cooling Boom in 
Connection with Hot Water and 


Steam Heating Seen by I-B-R 


SUMMER COOLING in connection with hot water 
and steam heating was one of the subjects dis- 
cussed at the semi-annual meeting of The Insti- 
tute of Boiler and Radiator Manufacturers at the 
Seaview Country Club, Absecon, N. J., Nov. 10 
and 12. 

Avenues are being opened by which consum- 
ers can get the benefit of the maximum comfort 
available from hot water and steam heating sys- 
tems as well as the advantages of summer cool- 
ing, it was disclosed at the meeting. 

Summer cooling will be made available for 
new construction as well as for use with exist- 
ing hot water and steam heating systems, it was 
indicated. 


Foresees New Era of Business 

Wesley J. Peoples, chairman of the Institute, 
set the optimistic keynote for the meeting when, 
in his opening statement, he said: “We can all 
look forward to a new era in business since the 
election.” Mr. Peoples announced that the at- 
tendance was the largest in the history of the 
Institute. A total of 103 representatives of man- 
ufacturers of hot water and steam heating equip- 
ment, and accessories, from the United States and 
Canada participated in the three-day discussions 
of research, promotion and market expansion. 

In the course of a general discussion of cur- 
rent business conditions in which all members 
voiced their opinions, the consensus was that the 
hot water and steam heating industry can look 
forward to a wholesome and substantial year in 
1953. It was indicated that the country has con- 
fidence in the stability of economic conditions. 
“The nation is going to build better homes and 
heat them better,” Institute members declared. 

That hot water and steam heating systems are 
gaining in public favor was indicated by R. E. 
Ferry, general manager of the Institute, in his 
annual report. 

Mr. Ferry declared that for every three cen- 
trally-heated houses that are built, one is heated 
by hot water or steam. This trend toward boiler 
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heat has improved by 10 percent since 1949, Mr. 
Ferry said. 

“We have every reason to be convinced that 
we are headed for an increasing share of the resi- 
dential market, if we work together hard enough 
at that job,’ Mr. Ferry told the members of the 
Institute. The general manager of the Institute 
pointed out that manufacurers can generate 
greater enthusiasm in their respective sales or- 
ganizations by convincing them of the fact that 
there is a broadening potential market. 

A. L. Wales said that a total of 5,455 students 
from 37 states, the District of Columbia, and Can- 
ada have attended the I-B-R School of Modern 
Heating since it was started in April, 1950. These 
students, according to Mr. Wales, have learned 
how to save an average of $500 over rule-of- 
thumb methods in the calculation and design of 
hot water and steam heating systems. 

An aggressive promotional program to bring 
new developments in the hot water and steam 
heating industries to the attention of builders 
was recommended by the steering committee of 
the Institute headed by E. R. Westphal. 

Members of the Institute were brought up-to- 
date on the research program at the University 
of Illinois in a report by Prof. Warren Harris. 


Heating Effects Are Studied 

Mr. Harris told the meeting that the program 
has concentrated on panel heating and on studies 
on effective heat. A study of the heating effect 
of radiators, convectors, and baseboards under 
actual operating conditions is being made. Six 
different types of units are being studied. So far 
the work on three units has been completed and 
it was found that all three had identical fuel con- 
sumption. 

The subject of summer cooling in connection 
with the hot water and steam heating systems was 
presented by Peter Gordon, chairman of the panel 
heating committee of the ASHVE, by Professor 
Harris, and various members of the I-B-R re- 
search committee. 
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THE PATROL VALVE CO. 


2310 SUPERIOR AVE 

















For Pressure Protec- 





tion also for Tem- 






perature and Pres- 





sure Protection of 





Range Boilers and 





Automatic Storage 





Water Heaters. 
A.G.A. LISTED 












Accurately Adjustable, Sturdy, Reliable 


The “ADJUS-TAB” Relief Valve has been de- | 
signed as a convenient means of readjusting 
pre-set valve pressure to conform to varying | 
line pressure in the field. A feature long de- 
sired by the plumbing contractor. | 

| 
| 


The “ADJUS-TAB” with its pressure indicating 
scale, is permanently attached to the Relief 
Valve, and may be used as a screw-driver for 
making adjustments. The pressure adjusting 
tab is of heavy gauge brass, accurately marked 
in pressure gradients of 50 pounds to allow for 
adjustments of between 50 to 200 pounds. 


The “ADJUS-TAB” features are very simple. 
You remove the valve cap, insert the tab into 
the slot contained in the inner spring cap and 
turn to the desired pressure setting. The de- 
sired pressure setting is obtained by aligning 
the etched line tab with the top of the valve 
body. 


ALSO AVAILABLE WITH EXTENSION TUBE; WITH 
TESTING LEVER; OR WITHOUT “ADJUS-TAB” 


end for Catalog of Complete Line 






CLEVELAND 14, OHIO 
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EASY INSTALLATION 


With the... 







100% SANITARY 
100% WATERTIGHT 
Y INSTALLED 
Y Seip 









Just $ Simple Steps 


Be sure that HUDEE 
Frame fits sink bowl. 


Using HUDEE as 
template, cut open- 
ing in cabinet top. 


i Apply corner clips 
V4 3) and place sink bowl 
in opening. Clips act 
as temporary sink 
hanger. 


Q coulk edges of 
HUDEE, drop in 


place, apply lugs 
from underside. 


; t : 


PAT. 2,440,741 4, 









Cross-section shows how 
interlocking lug and frame 
serve as sink hanger. Tighten- 
ing screw forces bow! secure- 
ly under the inside flange 
of frame and pulls outside 
flange tightly over the sink 
top covering. 








DISTRIBUTORS IN ALL TRADING AREAS 


For complete details see Sweets Architectural File, No. 24b-SE 
or write today to 


Willies E Sek: axh bor 


MANUFACTURERS AND DISTRIBUTORS 
225 WEST HUBBARD ST. CHICAGO 10, ILLINOIS 
IN CANADA— WALTER E. SELCK AND CO. LTD. — TORONTO 





Krager Does It . . . with Tile! 


(Continued from bottom of page 93) 


other hand, here’s another possi- 
bility. This idea might appeal to 
you more.” And he talks that 
one over. 

This low pressure type of 
appeal is usually very effective. 
Not that Carl walks out of every 
kitchen with a remodeling con- 
tract tucked snugly in his back 
pocket. It’s not actually that 
easy, of course. 


Idea Has Been Planted 

“The important thing,” says 
Carl, “is that an idea has been 
planted in the prospect’s mind. 
She begins to think remodeling, 
adding her own ideas to the pos- 
sibilities I’ve mentioned and 
pretty soon the remodeling idea 
becomes her idea. You can safely 
assume that friend husband is 
going to hear about it, too.” 

In the majority of cases, two 
to five callbacks are necessary 
before a sale is made. Many 
times, of course, there is no sale 
—at least not right away. 

In the kitchen job under dis- 
cussion, however, U. S. Tile and 
Plumbing did get the job on a 
return call. Carl quoted an over- 
all price with the estimate giving 
the customer an itemized listing 


of what was going in on the job. 
Ninety-nine percent of his work 
is on contract basis with no 
breakdown for time and mater- 
ial. He reports less grief all 
around under this method. 
Now, for job procedure: A 
five-man crew handles a re- 
modeling job—two journeymen 
plumbers and three carpenters, 
who also do the floor covering 
and. wall tile work. One man is 
an expert cabinet maker. The 
electrical work is sub-contracted 
but Carl usually does the estimat- 
ing for this himself unless the 
job is complicated. The electri- 
cian sends his bill to U. S. Tile 
and Plumbing, not the customer. 
“We have found that one of 
our best selling points is actually 
the “complete” job. The average 
person does not want to deal with 
three or four individuals or com- 
panies and will give the job to 
the one who can deliver the en- 
tire package,” Krager reports. 
Carl usually goes out with the 
men the first day and lays out the 
job. Each man is then carefully 
scheduled so that inconvenience 
to the customer is kept at a 
minimum. A carpenter goes out 
and tears up the floor and cuts 
into the wall and the journeyman 


follows. Care is always exer- 
cised to make sure that the cus- 
tomer is not left without a sink 
from one day to the next. 

This particular kitchen job 
turned out to be quite extensive. 
The job took 14 days to complete 
and included a rather impressive 
list of items: a cabinet sink, food 
waste disposer, seven large base 
cabinets, condiment rack, “lazy 
susan,” seven upper cabinets, 
two knicknack shelves, an ex- 
haust fan and an incinerator. 
Plastic wall tile was installed, 
linoleum on the floor included 
back stairs and basement land- 
ing. A custom built table with 
plastic top was also a part of the 
job. All door and window casing 
was removed and stainless steel 
was installed. Glass window sills 
were used to eliminate as many 
painting and cleaning problems 
as possible. 


Even Heating Was Involved 


The job even involved a heat- 
ing problem since the new base 
cabinets covered the former reg- 
ister opening. The remodeled 
kitchen now features a permiter 
heating type register which util- 
izes the toe space of one of the 
cabinets. The bottom of the 
cabinet was lined with asbestos. 

All in all, a mighty nice piece 
of remodeling business! 





Converting Wet Heat Systems 


“coming to the 


contractor and telling him that 





(Continued from bottom of page 95) 

versions are first of all families . .. people. They 
have desires, needs, and they buy only when 
these human emotions are mobilized. They buy 
when they want something, often only when they 
are made to want something. This means adver- 
tising, and aggressive, comprehensive promotional 
programs directed precisely to this select group 
of prospects. 

Primarily, these families have not bought re- 
modeled heating systems—and they have pur- 
chased new cars!—because no one asked them to 
buy. They were not approached directly with 
the idea of a completely modern, automatic heat- 
ing system. Instead, the better part of such past 
conversions have originated with the customer 


something was wrong with the heating system, 
please fix it. 

The approach, then, is to sell these prospects 
on a kind of heating, a way of life. Wanting this, 
they will buy. The emphasis should be placed 
upon what the converted heating system will 
do for the family, not upon the equipment itself. 
In this way a complete system can be sold, not 
just a few products. 


Problems Will Be Discussed 

Future articles in this series will discuss in 
detail various kinds of wet heat conversions, 
showing what products can be incorporated, 
what they will add to the system, and how these 
can be combined to solve the principal problems 
encountered in this field. 
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For the Proven Best, Always 
Demand the FROST 


ik often copied- Oniginal Design 


never equalled 








ob SINK TRAP 

re. Nearly half a century age Frost experts 

t perfected this original Sink Trap design, 

te Frost No. 500-A. Since then, plumbers 

ve throughout the nation have acclaimed it 
best. 

od Frost 500-A is available in Triple Plate, 

Satin, Polished Chrome, or unfinished, with 
se heavy cast outlet elbow, having broad 

hex wrench grip for easy installation. Full 
ZY 20 or 17 gauge seamless with or without 

heavy brass wall flange. Sizes 114 or 11 
ts, with or without cleanout. When you order, 

be sure you specify the original FROST 
X- 500-A. 

Look for the familiar Frost orange and 
or. black carton... the FROST trade-mark on 
d every trap. It is your assurance of full 
Sad gauge and quality workmanship. 
ed THERE IS NEVER A COMPROMISE WITH 
d QUALITY ... IF IT BEARS THE FROST NAME. 
th FROST ¢O. 
he Since 1902 Quality Plumbers’ Brass 
ng Main Office and Factory — 6523 14th Avenue, Kenosha, Wisconsin 

Warehouses: 

a] Los Angeles — James A. Riordan Co. 

1 San Francisco — Earl H. Jones & Co., Inc. 
- SALES OFFICES 

1V John J. Hearns, Amityville, Lb. |., New York; 

George Barman, Charlotte, N. C.; Sidney 
ns Spiegel, Millburn, N. J.; Henry Miller, Fairhope, 

Ala.; R. E. Russell, Union Grove, Wis.; Albert 

Glicksman, Newark, N. J.; T. A. Rockett, Cam- 

bridge, Mass.; M. A. Boyle, St. Louis, Mo.; 

W. J. Frost, Jr., Granville, Ohio; Earl H. Jones 

Co., Seattle, Wash., Portland, Ore., Denver, 

Colo.; Jeu de Vine & Woodcox, Detroit, Michi- 
it- gan; Pat O’Brien and Associates, Dallas, Texas; 

William C. Kroberger, Philadelphia, Pa. 
se 
g- : canton we : Pee aa ee ae weal a 
rd | Makes Any Fire Door 
er 
‘i A "SAFETY VALVE"! 

i]- ‘ 

7. INLAND Safety Door Closer 
- y KEYSTONE For Gas and Oil Conversion 
1e BURNERS 


and Contractors for Years 


ive longa and satisfactor Replace the regular boiler or furnace door 
Give tong y hinge pins with the Inland Door Closer, file 


” f . : down the door catch and you have an extra 
4 x 5 standard service under all operating | “Safety Valve’ on the job. Gentle spring 
closet tank float. ay allows door to swing open on slow 
— soe * or faulty ignition of burner and then close. 
Precision — o ast | Wedge holds door open when necessary. It’s 
styrene... rigidly inspect- spect to the best copper floats. | easy to install with the NEW SPRING 
t ed and guaranteed for | HOLDER. 
a one year. | MADE IN 3/16”—1/4”—5/16”—3/8” 


DOOR PIN SIZES AND PRICED AT 
n, ASK YOUR SUPPLIER OR WRITE FOR CIRCULAR $1.00—$1.05—$1.10—$1.15 


KEYSTONE BRASS WORKS - ERIE, PA. oho oh, elgg glia wreph oe et 


INLAND MBG. CO. 1120 w. cicero. cHicaco 51. ILLINOIS 
iS, 
: i Sina SP. & 
i ’ ° 
f Vesting Deuices 


Ss. PLASTIC FLOAT BALLS | Used by Thousands of Utilitv Companies 


conditions... equal in every re- 














FILTER 











> 






ot 
GUARANTEE Yoak Proof DRAINAGE LINES! PURIFIER 

Test your drainage lines the quick and simple f 

MUTUAL way, with these proven devices. Chlorine 
in ave every job leak-proof. Write for Odors 

TESTING DEVICES tne OF MUTUAL | Doves Suspended Matter 
s, —— Discoloration 
i, erin en: The Diamond Filter and Purifier ac- 
4 wing Nut Ratchet Test Plug W: tually removes objectionable substances 
© Test Plug v2 olan and provides clear, sparkling, palatable 
1S: fresh water. 


WRITE FOR CATALOC 


OSHKOSH FILTER & SOFTENER CO., Oshkosh, Wis. 





MUTUAL MANUFACTURING CO. 


6 162ND T Fi 





Ratchet Test Piug 























sf t 


SCREENED 
VALUES 


Viewing sales from the 
profit angle, Tanner 
rates tops. Carefully 
screened and triple- 
tested against any de- 
fects, Tanner valves 
give outstanding per- 
formance and are pre- 
cision built for lasting 
service. Tune your 
profit picture to Tan- 
ner—write for catalog, 
it’s brand new! 


Tanner MFG. CO., ERIE, PA., U.S.A. 
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For a 


PERFECT 
FITTING 


Every Time 













INSIST ON 
SWEAT 
FLARED 
AND P 


COMPRESSION GD 
FITTINGS 


SEND FOR 
CATALOG 


SOLD ONLY 
THROUGH JOBBERS 






EAGLE COPPER PRODUCTS CO., INC. 


600 JOHNSON AVE BROOKLYN 37,N:Y 











THINKING OF 2% TO 4-INCH TOOLS? 


Heres a Great Team | 


For hand or power use AE THREADER | 


BEAVERS 10s currer 


Beaver No. 104 Geared Square- 
end Knife Cutter cuts off square 
and clean without burr. Knives 
feed automatically — with safety 
guide ahead of cutting edge to 
prevent knife breakage. The No. 
104 is ideal for cutting, grooving 
or beveling pipe. Furnished com- 
plete with operating ratchet. 

Beaver No. 41-E Geared Threader 
is fully adjustable for undersize 
and oversize threads of uniform 
_ length. Threads all sizes, 22” to 
4”, with one set of dies! Fully- 
enclosed gear case! Furnished 
complete with operating ratchet. 





BEAVER PIPE TOOLS, INC. 
264-300 DANA AVENUE 

WARREN, OHIO U.S.A. 
"50 Years of Friendly Service” 








5 FREE 
Technical Gulletins 
for IMPROVING the 

EFFICIENCY of BURNER 
INSTALLATION — SERVICE 


1. ‘*GOOD PROFITS IN MODERNIZATION”’ 
How to set up a program beneficial to your customer, 
profitable for you — and good for your industry. 








2. ‘‘BURNING OIL COMPLETELY’’ 
Why properly sized combustion chambers of the 
proper materials are a “must” for efficient in- 
stallations. 

3. ‘‘NOW YOU CAN ‘SEE’ THE AIR’’ 
A complete description of the new principle of 
mating air and oil patterns for higher efficiency, the 
knowledge of which will enable you to get the 
highest possible CO2. 

4. ‘*YOU’VE GOT TO KNOW NOZZLES’’ 
There is a right nozzle for every oil burner. A 
thought-provoking article which will help you. 

5. **DRAFT CONTROL IS IMPORTANT’’ 


The proper location and the great importance of 
accurate draft control is described in this article. 


Write for your FREE bulletins NOW 








BOSTON MACHINE WORKS COMPANY 


Oi Heating Supplies Division, Manufacturers, Lynn, Mass 
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My Most Interesting Interview. 
(Continued from bottom of page 85) 

ING and skillfully co-related by Dr. Charles L. 
Allen, Northwestern University market analyst, 
could ever be resolved‘into a warm, living reflec- 
tion of the accomplishments, plans and dreams of 
the people of Bay City and of people like them 
all over the country. The politicians would prob- 
ably call the Bay City survey and the interpreta- 
tions of it appearing in these pages “a great 
American document.” That’s exactly what it is. 

From it you'll learn a lot about the people in 
your community, about how they think of their 
homes, and about their plans for making them 
better homes. But the interviewers got some- 
thing else out of the Bay City survey. They got a 
glimpse of more than 600 American families go- 
ing about their day-to-day job of living. Ask any 
of the interviewers what they think of Bay 
Cityans and they'll tell you they’re a gracious 
folk, deeply interested in their town and proud 
of its colorful background; proud of their schools, 
their churches, their kids; and dreaming some 
very practical dreams about their homes. 

For the very largest part, Bay Cityans and their 


farmer neighbors were most cooperative in the 


Modernization Week survey. They welcomed the | 


interviewers warmly, answered the questions 
forthrightly, showed their homes from basement 























“Are you bringing those pipe fittings— 
or are you sleeping on the idea?” 


to attic, and revealed a great deal of their dreams 

—the same kind of dreams that people in your 

community have. They gave the interviewers an 

average of about 50 minutes of their time, and a 

much larger portion of their friendly hospitality. 

It was a full if somewhat footsore week for the 
(Please turn to top of page 188) 
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Shorten Radiator 
Heat-Up Time with 











We invite you to try Nicholson traps on slow radi- 
ators. Institutional engineers have repeatedly con- 
firmed that the advanced design of Nicholson traps 
can help restore sluggish systems. Size, 2” and 34”; 


vapor and vacuum; 
pressures to 25 Ibs. 
In all standard cor- 
ner and angle types. 
Competitively priced. 
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BULLETIN 452 
190 Oregon St., Wilkes-Barre, Pa. 
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TRAPS - VALVES: FLOATS 


























JOSS BROTHERS 


say . . . “here in upper New York near 
the Canadian Border, Floorlevel’s economi- 
cal dependability make installations both 
a joy and a profit.” 


Dreatter Pree 
Getty 
FLOORLEVEL 


HOTWATER 
BASEBOARD 
HEATING 
PACKAGE 





yma’ including convenient 10 ft. 
MC lengths of fin-type heating 
v4 element, front panel and 

top moulding. Also wall 
brackets, inside and outside 


ENERAL “""™ 
‘ ° 


2300 Sinclair Lane 
Baltimore 13 
Maryland 





PRODUCTS CORPORATION 











COPPER 


GOVE 


spud Construction 
makes them 
GUARANTEED LEAK-pR 


Write for folde, on complete 


ne Reichert Float @ Mfg. Co 


TOLEDO 6, on10 


Str Onger, 


OOF 


line. 








It's a pleasure to sell 


w JAMECO 


everyone likes the 


QUALITY Pius 
PRICE ser up 


of the most complete 
catalog on 4 


TUBULAR & CAST BRASS 
NIPPLE + SPECIALTY 
PLUMBING 
















Some territories 
open for repre- 
sentation. Write 
Stating lines now 
ling. 
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(Continued from bottom of page 187) 
interviewers who, following the pattern laid out 
by Dr. Allen, called upon every type of dwell- 
ing in every part of the city, every type of in- 
dustrial plant, institution, and commercial build- 


' ing, and fanned out into the farm area to bring 


back the most revealing analysis of an American 
community ever undertaken. 

It was a week of hard work, but it was not 
without its comic relief, and not without its 
brushes with some of life’s major as well as minor 
tragedies. The interviewers encountered every- 
thing from the exuberant dreams of young people 
planning extensive remodeling of their recently 
acquired older homes, to the soft-voiced, white- 
haired lady who said simply, “I am planning no 
modernization. My home, as it is, will do.” 

The inevitable comedians showed up, of course. 
“Question: Do you have a dishwasher?” “An- 
swer: I married the best one in the world 30 
years ago and am planning no replacement. A 
little remodeling might help, however.” And the 
comedian of the Goldberg-cartoon type, the home 
handy man who had done his own remodeling, 
installed his own plumbing, heating, and ap- 
pliances. Report of one interviewer: “This kitchen 
looks like the receiving department of an appli- 
ance show room. The clothes washer is across 
the room from the dryer. The sink interferes with 
easy access to the refrigerator. The cabinets are 
unhandy for a woman to reach. Husband did the 
installing.” 


A Warm Welcome Here 

There were the sly ones, too. The man of the 
house whose welcome was warmer than most. 
“Come right in and sit down. Take your time 
now. I know this survey is very important and 
I want to give you my fullest cooperation. I have 
an hour and a half before I leave for work, so 
take your time.” Yes and no answers weren’t 
enough. He went into lengthy but useful de- 
tail. He took the interviewer on a Cook’s tour of 
the house, managing to use all but fifteen minutes 
of the hour and a half, then ushered the inter- 
viewer out with: “Sure glad you came. The little 
woman went downtown and left orders for me 
to scrub the kitchen floor before I went to work, 
but now I can explain to her that I had to help 
with the survey.” 

And there was the unintentional humor. . 
the man who, when asked if he had a garbage dis- 
poser, said no, he didn’t, he buried his garbage in 
the back yard so he could raise big, luscious fish- 
ing worms. And the home owner who answered 
the same question with, “Nope. We keep chick- 
ens.” 

There were the suspicious ones, too .. . “Get 
out! Don’t pull that survey gag on me. I know 

(Please turn to top of page 191) 
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wel Sewer-Cleaning is NOW PROFITABLE With 
nos je ~FLEXI-CLEANER™ 


















bring Demonstration! 
misen ; by AMERICA’S LARGEST MANUFACTURER of PIPE CLEANING TOOLS 
Let us do an actual “ > $ 
sewer cleaning job for - —(1) ONE MAN OPERATION—Complete safety. Operator 
s not you and prove the su- i 
ie a bea? 7 does not handle the rotating rod. 
it its CLEANERS! Our sales ~ “ ety 
wieeeie éinddanneetions ti if REVERSING SWITCH—Turns either right or left. 
very- equipped and will be 33 
glad to give you a per- (3) AUTOMATIC CLUTCH—Pull back to lock—Push for- 
eople sonal ‘‘on the job” ward to open 
demonstration without 
ently obligation. “ (4) V . 
shite- ¥%2 hp 10,000 R.P.M. MOTOR—20 to 1 gear reduction. 
ig no 


Three SPEEDS—right or left—125, 250 and 500 RPM. 


(5) 






































res HEAVIEST COIL ROD MADE. Safe, quick action, pa- 
An- tented coupling every 25 feet. 
ld 30 Pees esses sess e ee ee sees ees eee eee 
ck —— . FLEXIBLE SEWER-ROD EQUIPMENT CO. ] 
: 5 9059 Venice Bivd., Los Angeles 34, Calif. t 
J the Mail the $ Send illustrated catalog . 
# © f wish an “ON THE JOB" demonstration 1 
nome coupon today! De eae H 
sling, eo ae 5 panne SERIES IER ERE ES: 
ap- s ny FUSS M ESRC SF O.0'S D080 bere Ahh, Ow 4 we 860.0046 08 ob. 60 ke eee . 
Pl To AE RAP Oe eae A Oe ene Ree tenae A 
ppli- FLEXIBLE SEWER-ROD EQUIPMENT CO. 
cCTOSS ; Plumbing Division 
with “cOMean ibs 
; are 
| the 
“ 
\ {why you should handle the | P eavoae LEGS 
the STANDARD “3000” SUMP | 
hong SUMP PUMP | TOWEL BARS 
time 1. {oy price for volume sales . . . bigger profits. +—— | _& 
and 2. Quality construction for trouble-free service . . . long tia Se nee, senate haeeens Bee ont ee oe 
life . . . better satisfied customers. ee ee ree is ch harry ont ehetins. 


Provides vise-like grip on lavatory by double-lock nut 























1ave 
, SO oe 1 yf. guarantee to protect you and your customers. action without use of tools (See cross- sec pao Wee 
en’t 4. Eye-catching finish to attract customer attention. Ce | eS eS 
de- 5. Free mats, product tag, direct mail to help you sell. - Ash your wholesaler for literature and prices. 
a WRITE TODAY FOR LITERATURE AND DETAILS! | 
a STANDARD CORP. of WAPAKONETA, OHIO © CROMEX PRODUCTS CO. 
“Quality Products Since 1880’ CLEVELAND 3, OHIO 
ittle 
na | The RIGHT ‘COMBINATION FOR BORING HOLES 
ork, IN WOOD with Ease, Economy ; 
1elp & Effective Operation! — 

DOES TWICE THE WORK WITH 1/10TH THE PHYSICAL EFFORT! 

See Your Nearest Jobber . . . or Write Price & Rutzebeck for Full Details! 
dis- PLANETOR MAGICFEED BITS 
> in 
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PRICE & RUTZEBECK DISTRIBUTING CO., P.O. Box 30, Hayward, California 
























-Tekoh Sy mm @ellt', 
BOILER PROFITS _-—- 100%! 


Dewey-Shepard’s GREAT NEW 
OIL-FIRED “COUNTER FLOW” BOILER 
has every sales appeal! 


Low Price - High Output - Small Size 


This new Dewey-Shepard Boiler is specially 
designed to increase your profits—because 
it is the perfect answer for delivering maxi- 
mum heating efficiency in the countless new 
homes and commercial buildings being con- 
structed today with baseboard radiation, 
copper tube convectors, or radiant floor 
panels with forced circulation and small 
pipe sizes. 
Retailing at a good, competitive low price 
. small enough to require minimum 

space ... it gives a HIGH NET 77,700 
BTU output. That means the market for 
this great new product is as wide and profit- 
able as YOU want to make it. 

These special engineering features mean 
SALES: 





@ Counterflow Design . . . siphonic and swirling 
percolating action 

@ 95%, Vertical Heating Surface . . 
side walls 

@ No Water or Fire Tubes .. . 
or scale up 

@ 31” tall 19” wide 19” oon ‘a 
_ closets or utility room 

Steel b « « « factory 

installed 

@ Equipped with Pressure Gun Tube Burner . . 
top mounted and vertical fired... 3 controls 

@ Simple design and construction minimize servic- 
ing requirements 

@ Stee! Jacket... 


DEWEY-SHEPARD 
BOILER COMPANY, 
1311 N. CAPITOL AVE., INDIANAPOLIS 2, IND. 


- cleaner boiler 
no rust out, soot 


fits in smal! 








green hammerloid finish 





Save TIME —Save MONEY with 
THON’S TWO FACED TOTERS 





You can tell Thon’s Toters were invented by a 
plumber! They offer real saving of time, eliminate 
trips back to the truck and shop, help prevent 


loss and damage. Patent has been appli ied for on this 
design! Shallow partitions on one side are matched by deep partitions on the 
other side. Covers open on both sid 





MODEL FOR LIST MODEL FOR list 
N-20 Ya" $14.50 N-40 ais" $11.50 
N-30 Ya" 15,50 N-50 1%" & 2" 13.50 












FOR FITTINGS 


To demonstrate capacity the toter at right is 
shown containing the following 14" sweat fit- 
tings: 12 tees, 30 elbows, 1 solder, 6 drop ear 
elbows, 6 female adaptors, 9 male adaptors, 
6 street elbows, 6 couplings, 25 pipe straps. On 
the other side there is the same capacity! 
MODEL FOR List 
F-60 Ya $11.00 
F-70 Ye 15.00 


SEE YOUR JOBBER FOR YOUR TRADE DISCOUNT 
(Jobber and Mfg. Rep. Inquiries also Wel ) 






















THON’S TWO FACED TOTERS 


OWATONNA, MINNESOTA 





114 E. Broadway ° 
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TYPE H MIXER for Conceal- 
ed Piping. Dial diam. 6”, 
Mixer for exposed piping 
has 3%" dial. 

SAFEST 






















Thermostatic SHOWER MIXERS 


SHOWER MIXER MADE rot fe 
@ PRESSURE or @& TEMPERATURE 
ONLY ONE MOVING PART fluctuations in water supply lines 


Shower temperature remains constant 
wherever set. They’re modern, really safe 
and non-scald. For new installations or 
when modernizing obsolete showers use 
POWERS mixers. Get Circular H48. 3400 

















Are You Drilling, Cutting ., 
and Chipping— ( 
Masonry the yy 
Hard Way? , 
Just Try a 
SYNTLRON 
ELECTRIC HAMMER 


Concrete and 
(30 Blews per minute) 
per minute) 





. +. and see how fast and 
easy it can be done— 
and save money and time. 


Write For FREE Catalog Felder 


SYNTRON CO. 


Lexington Ave. Homer City Pa 
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(Continued from bottom of page 188) 

you are a tax assessor!” And the unhappy ones... 
“T know you’re just trying to sell people a lot of 
stuff and then grab it back from them when work 
falls off and they can’t continue the payments.” 
Or the reverse of that... “I wouldn’t pay cash for 
anything. You get gypped if you do. I let some- 
one else hold the bag with me. That way I get 
service when I need it.” 

The cautious lady was present, too. She had 
heard that an escaped convict was in the vicinity 
... “You’re sure you’re not just out of jail?” And 
the man who admitted he knew all about surveys 
and how they are made. “I worked on a big WPA 
survey back in the 30’s. We got a big bunch of 
stuff together and then burned it all up.” 

There was the accounting mind, too—the lady 
who kept every household record back to 1947 
and could tell not only the name of everything 
purchased but the exact amount spent for it. And 
not far away, the talented musician who had 
started having her house remodeled, got the front 
side taken off, changed her mind, and there it 
stood, open to the world and the weather. But 
it was a hot week in Bay City any way. 

No interviewer will tell you that Bay Cityans 
aren't kindly folk. The lady who received her 
questioner explaining that the dog would do harm 
because it had heart trouble and had to be fed 








(Baa PLUMBING HEATING | 
APPUANCES 




















“Notice that dull, dazed look in the 
customer's eyes? He’s just about sold.” 


intravenously, was just as considerate as you'd 
expect such a person to be. There was the reverse 
of this, too... the pet fancier who had a big dog on 
patrol in the front yard. This one didn’t have heart 
trouble and plainly would resent any attempt to 
feed him intraveneously. He wagged a welcoming 
tail, even let the interviewer scratch his neck, but 
successfully discouraged all efforts of the reporter 


to gain the front door. e 
(Please turn to top of page 192) 
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VENTED CIRCULATOR CHASSIS 
POR ALL GAS E@ 


Construction Fea tures 
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AODEL FOR EVERY NEED WRITE FO 


THE OHIO FOUNDRY & 
MANUFACTURING COMPANY 
“Quality Heating Equipment Since 1816" 


STEUBENVILLE. OHIO 








Champion of 


SHOWER 
CABINETS 


Choice o if Millions! 


Have you seen the *VOGT? If 
not, you will find a sales ap- 
pealing, profit making Shower 
Cabinet . . . quality designed 
and manufactured of the best 
materials possible. Choice of 
millions. 











PANELS: heavy gauge, zine coated, bonderized steel, or 
sturdy alloy aluminum. Also offers VARIETY of RE- 


CEPTORS: Plastic bonded die cast stone—non-slip por- 
celain enameled steel—non-skid synthetic baked enameled 


aluminum—natural aluminum, Complete accessories. Easy 
to install! Superior quality at popular prices! Easy to sell! 


WRITE VOGT TODAY! 


*VOGT pronounced ‘‘VOTE’’ 


VOGT BROTHERS MFG. CO. incorporate 
1404 W.MAINSTREET LOUISVILLE 3, KENTUCKY 
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Ouer 300 Wholesalers 


NOW SELL MURCO 
GREASE TRAPS 








These active, ag- / W772) 


gressive, sales-con- 


scious wholesalers 
have complete cooper- M U "4 € @) 
ation from the manu- 
facturer in providing sales assistance on a grease 


trap that is GREASE TRAPS 
@ Designed right @ Made right 
* on oe 7 a in performance FROM YOUR 


@ Delivered on time WHOLESALER 


These plumbing wholesalers know from experi- 
ence that when they fill orders for MURCO Grease 
Traps, they are furnishing traps of performance, 
because no MURCO Grease Trap has ever been re- 
turned because of operational failure—and we've 
been making grease traps for over 20 years. 

See for yourself the independent laboratory tests that rate MURCO Grease Traps 
over 90 per cent efficient. Write today for complete catalog and test chart data. 

MURCO Grease Traps are sold only through wholesalers. See specifications Page 128 
of DOMESTIC ENGINEERING CATALOG DIRECTORY. 


0. J. MURRAY MANUFACTURING CO. 


MANUFACTURERS SINCE 1883 


WAUSay 
WISCONsin 













avoid grief! 
handle polished 
pipe with a 





STRAP WRENCH 


No man should handle 
~ chrome, brass or nickel- 
plated pipe without astrap 
wrench. The Warnock 
Simplex is the simplest of 
strap wrenches, Its flexible 
woven strap provides soft 
contact but strong grip... 
scientifically curved nose 
prevents denting. : 
Equip your men with 
Warnock Simplex wrenches 
--.see them do more work 
and waste less material. 
Order from your wholesaler tcday! 


LOWELL WRENCH CO. 


WORCESTER 8, MASS 









(Continued from bottom of page 191) 

The California scientist who said recently “the 
accomplishment potential of women is stagger- 
ingly low” clearly hasn’t talked to any Bay City 
women. Certainly not to the lady who sent her 
husband from the room while she answered the 
questions. “He just doesn’t understand these 
things. When something has to be done around 
here, I have to do it.” Nor has he encountered 
the 16 year old daughter of another Bay City 
family who had some very excellent ideas about 
how the house should be remodeled, and the sales 
ability to put some of them over. 


Technical Questions Were Easy 


There was some fear on the part of Dr. Allen 
that home makers might not be able to answer 
the questions that had a slight technical flavor. 
It was an ungrounded concern. Bay City women 
know what kind of boiler or furnace they have. 
Many of them even know what its Btu output is. 
They all know what kind of appliances they have, 
and they know what kind of appliances they 
want. Topping all that, they know pretty well 
what contractor-dealer they’re going to buy them 
from. One housewife was measuring the front 
windows when the interviewer called. “I’ve al- 
ready spent $10,000 on interior remodeling,” she 
explained. “New baths, new kitchen, new heat- 
ing, and all that. Now I’m trying to visualize a 
big window here.” Feminine accomplishment po- 
tential, professor? Try Bay City. 

Bay City has a great number of homes that 
date back to the days when the town was a roar- 
ing lumber center. They were mansions when 
Henry Ford was a boy. Today, scores of those 
homes have been modernized or are in the process. 
The old copper-lined wooden bathtubs, the marble 
lavatories, and the once ultra-modern “seat-action”’ 
toilets, have almost disappeared. The few that 
remain are in the class of collector’s items and 
stand in sharp contrast to the new and colorful 
baths and interiors one finds in many of Bay City’s 


oldest homes. 


“Survey Is a Good Thing” 

The city’s attitude toward modern living was 
reflected time and again when interviewers were 
told: “This survey is a good thing. It makes people 
think about their homes and the things they need 


to make them comfortable and efficient.” 


Not all Bay Cityans are modernizing their big 
houses to break them up into small apartments 
for profit. One couple showed a beautiful apart- 
ment and said they had no idea of renting it. “It’s 
our ‘mad room’,” they said. “When one of us 
gets a peeve on, the offender is banished to the 
apartment until the irritation wears off.” Both 
said it didn’t get much use, “but it’s good insur- 
(Please turn to top of page 195) 
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Sanitary Drinking Fountains Lot Bradford 






Always install 
Electric Water Coolers bo Youn Gude ! 
Yh ig ‘ | In making a practice of referring to the BRADFORD PRICE BOOK, 
Drinking Faucets, Equipment, you'll find quick, easy answers to your pricing problems. Be it a 





question either in plumbing, heating or sheet metal work, you'll find 













WRITE FOR COMPLETE INFORMATION TODAY 


The 
BRADFORD PRICE BOOK 
QUINCY 69, MASSACHUSETTS 





| 
for Highest Filters and Accessories \ price data showing prevailing material costs . . . list, net and sug- 
| gested selling prices. Contents: 450 pages divided into 24 sections. 
Quality and You'll find the BRADFORD PRICE BOOK a most valuable item 
y Easy to sell...simple to install. of equipment in maintaining a successful and profitable business. 
Complete Long, trouble-free service as- Subscribers use this valuable book to 
ae sures customer satisfaction. og er com ape are age allowed 
t atest market discounts an rices. 
Sanitation Write for HAWS catalog today! | 7 P 
| 








HAWS DRINKING FAUCET CO. 


1441 FOURTH STREET Since 1909) BERKELEY 10, CALIFORNIA 





Agents and Sales Representatives in All Principal Cities 





















PLUMBERS SPECIALTIES . 


Precision-made parts are 

essential to dependable 

work. Hindley has been 

noted for quality for over 
O years. 


COTTER PINS + WIRE HARDWARE 
PLUMBERS SPECIALTIES 







#30 
Gem Seat 














The No. 30 Gem, a competitive white 
seat, is molded with a new material 
(SILKONITE) consisting of cured wood 
fibres and synthetic resins under tons 
of pressur2 and heat forming a solid 
massive seat with no glue joints and 
no chance of splitting or warping. 
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Also make a complete line of Mother 


of Pearl sheet covered seats. 


PRODUCTS ©) OFS) °3. 009.8 


Box 4737 
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service stations, public buildings, etc. a an ‘ 1 ’ 

fates tn MEG. CO.. INC. 
THE IMPERIAL BRASS MFG. CO. 
1231 W. Harrison St., Chicago, Illinois 239-249 Alabama Ave. is¥aele ah 2a) i, N. ¥. 
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Yes, 


@ Fits in 22” x 


here’s 
“BUDGETEER?” is the ideal high efficiency, space saving heating 
unit! H. W. Keppner, Cicero, Illinois, heating contractor for 
Manilow Construction Co., Chicago builders, specified and is in- 
stalling 250 Mt. Hawley “BUDGETEERS” in the Des Plaines, III. 
housing project. Why don’t you write—today—asking for full 
information on the Mt. Hawley “BUDGETEER”. It’s THE answer 


to today’s need for a high efficiency heating unit that saves space! 


convincing 


FEATURES 
@ Meets FHA and underwriters require- 
ments for closet installations. 
44” closet with ample 
room for burner removal and servicing. 
@ Comes completely jacketed, ready to set 
in place—no assembly required. 
@ Ideal for any form of hot water heat— 
quiet and efficient. 


proof that the 


Mt fhovley “BUDGETEER”’ 


Solves Space Problem At Des Plaines Housing 
Project—250 Units Being Installed 


Mt. 






Hawley 

















































Here’s a view of a ‘“‘BUDGETEER” in- 
stalled in one of the Des Plaines units. 
The ‘‘BUDGETEER” can be converted from 
oil to any gas in a short time. This is 1 
of 9 popular Mt. Hawley models. For lit- 
erature describing the entire Mt. Hawley 
line, write Dept. 6B. 














be installed as required. 









is pivoted so that it 
contraction without noise, 


In addition 
money every day 
Write for complete 
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to BASELINE 


WASHINGTON, D. 


Baseline standard enclosures provide that 


hooks into the enclosure support 
will move Seem right to 1 


Finge 


details. 


EASTERN SALES OFFICES 
STREET N.W. 


c. 


either one 


bracket which 





| ELIMINATE 
2 EXPANSION 
NOISES 


= You can make a 
4 double or single 
fi tier assembly. 


or two heating elements can 
The unique patent pending ‘heating element hanger just 
back. = 


d to th 















tip mper control, 


and even heat output make Baseline the Best Base 
our BASEVECTOR for industrial heatene is saving 
for heating contractors. V4 
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for 
labor enving installation 
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The Carty 
Insert is 


a stronger h 
It’s ‘‘tops” 


it’s 
not slip out. 


%,%,% 


CARTY & MOORE 
ENGINEERING CO. 


1150 W. Baltimore 


Detroit 2, Mich. 


permits wider adjustment. 
“tops” because the nut can- 


& Moore Concrete 


“tops” because of its 
wide wing spread which gives it 


old in the cement. 


because its travel slot 


And 


Available in sizes for 


and % inch nuts 



























in 
HOT 
WATER 
SYSTEMS 
it’s 


Sall 


BROTHERS CO. 


2322 KISHWAUKEE 






200 A.S.M.E. 
STD. 






A dependable filler and relief valve 
for controlling pressures in hot water 
heating systems. All bronze con- 
struction. Factory settings 12 Ibs. 
delivery and 30 Ibs. relief. 


* YAGER'S« 


Soldering Salts & Paste 


In spite of the icy blasts of winter, 
you will find YAGER’S perfect 
for electrical, mechanical joint 
soldering and general uses. Avail- 
able in %, 1, 5 and 50 Ib. cans. 
Full directions in every container. 


ROCKFORD 
ILLINOIS 
















USS ESEDTOME Cuts Production Cost 


H 5 ON mrw YORK For trouble-free, time and 

bi labor saving economy, you 
will find YAGER’S Sol- 
dering Salt and Paste the 
perfect fusion medium at 
all times. 
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(Continued from bottom of page 192) 
ance for happiness, we have found.” 

There was also the lady who told the inter- 
viewer that she and her husband had bought, 
remodeled, and sold many houses. “This is our 
last, though. See that trailer? As soon as we 
sell this one, we’re off for Florida. If you want 
to make money, don’t ask people about remodel- 
ing. Get into it yourself. It’s a great way to get 
rich. So many people don’t know how to visualize 
an old house done over, but they’ll sure pay plenty 
for it when it’s done.” 

All was not so glowing, however. There was the 
indignant householder, bitterly disappointed 
about the installation of a blower in the furnace 
by a handyman. The blower was too large, 
and, she didn’t need it any way. And the puz- 
zled couple who had bought an old house with 
the intention of remodeling it. They had asked 
a general contractor to tell them what to do. That 
was several weeks before the interviewer called 
and the contractor hadn’t shown up yet. 


But interviewers found many home makers who 
were happy with their newly acquired moderniza- 
tion possessions. The woman who insisted that if 
the interviewer ever bought a washing machine, it 
must be the kind she had. The man who proudly 
turned on the gas heat in the scorching 95 degree 
temperature. 

There was the story of the helpful neighbor, 
asked by a family leaving on vacation to “toss 
something into a sluggish drain.” The neighbor 
reasoned that if one can of drain blast was good, 
four would be better. The stuff worked its way all 
through the house, overflowing from the bath- 
room pipes onto the new linoleum and eating a 
good chunk out of it. 

It’s a strange thing but many Americans, the 
“sellingest” people in the world still have an 
unnatural fear of a sales “pitch.”” Some interview- 
ers reported that householders flatly refused to 
be questioned “because I know you want to sell 
me something.” Strangest one of all was the lady 
who said, “Don’t give me that survey stuff. I 
know all the tricks you salesmen pull. My hus- 
band is pulling them all the time.” 

The homes with growing girls, those of high 
school age, showed all the evidence of the usual 
trouble .. . “How many bathrooms do we need? 
About six!” But where there were small boys, 
the lads couldn’t see why the bathrooms couldn’t 
be taken out altogether. Small boys on bicycles 
gave one of the interviewers a hard time. They 
kept coming back to him and quizing him about 
what he was doing. They might have been mem- 
bers of the Junior Crime Busters. After several 
private eye quizzes and conferences, they finally 
decided that the interviewer was probably tell- 
(Please turn to top of page 196) 
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\illie HEATERS. HAVE ~¥J 
G SOLID COPPER um 


JALLCRABT TANKS WITHSTAND. 
TREMENDOUS HEAT 
"RUST OR DETERIORATE . 





The pure copper tank has been man- 
ufactured by a special and exclusive 
Allcraft process and __ individually 
tested to 300 Ibs hydrostatic pres- 
sure. It cannot rust or deteriorate 
and there is a ten year warranty on 
the tank. 

Every desirable feature known in 
the manufacture of gas water 


heaters is embodied in each 
Allcraft 


automatic 


proved. Robertshaw Unitrol, 


unit including completely 
AGA ap- 
drain 


lated al 


operation 


valve at bottom of tank 
absorbent spun Fiberglas: 
lation and a dozen others. 


Insu 


You recommend, stock and 
sell the finest gas water 
heater made in America 


when handle 


today 
Allcraft. 


you 





MANUFACTURING COMPANY, INC. 


27 Hayward St., Cambridge, Mass. 








Perle HEATING EQUIPMENT 


THE COMPLETE LINE FOR ALLGad NEED 
Forced Air — LSaey Circulators, Radiant Heaters, = teeters “4 Fan Type Unit 
68 Years of progressive 

Meus ‘complete, tried and proved line—styles, Any and sizes 
for domestic, commercial or defense heating requirements. gm 
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i > 
Stylewise, Qualitywise and Pricewise 
The PEERLESS Line Is Best for Every 
Heating Requirement — For Small 
+e omes, Apartments, Housing Projects, 
Hi Defense Housing, Churches, Schools, 
‘> Motor Courts, Stores, Offices, Shops 

today 


Write for literature and prices 
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REWARD 


There’s a generous reward in the form of time and money- 
saving—always available to the person who has job infor- 
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mation at his fingertips. Perhaps we've been unjust to use this 
means to bring this matter to your attention, but there's a lot of 
competition for your attention in this magazine. Nevertheless 
you cansecure the information below, at your fingertips, without 
obligation. Just check “Items Warted” and mail as indicated. 





5. Folder on backwater and 
sewer valves. 


1. Folder on roof, floor, and 
shower drains. 











2. Folder on LEVELEZE adjust- | 6, Folder on Interceptors to | 
able top floor drains. handle Industrial Wastes. 

| 

3. Manual RA—specifications | 7. Manual SP-3—a 32-page 

and roughing dimensions on book on Swimming Pool 

all drainage products. Construction. | 

4. ManualB—thecompletetrea- | 8. Folder on Shock Absorbers 


tise on grease interception. for Water Hammer. | 








d CHECK “ITEMS WANTED” 


OOMVOOOOD® © 


AND MAIL TO DEPT. DE 
JOSAM MANUFACTURING COMPANY 
Executive Offices and Mfg. Division — MICHIGAN CITY, INDIANA | 
World's Largest Manufacturer of Plumbing Drainage Products 
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PATENT APPLIED FOR 


Satisfaction for Satisfaction for 





you YOUR CUSTOMER 
4 a make a i profit 1. Reasonable first cost 
. Easy to insta 
3. Comes in 4', 6', 8' lengths “— = 
4. Only 4" in height 114" deep 3. Individual temperature 
5. No major alterations control 
necessary ; 4. Clean humidified air 
6. ae nanan — 5. Proper heat distribution 
7. “Baked on™ white finish— 6. Out-of-the-way concealment 
3 wa ay 4 unnecessary 7. True fuel economy 
: poms ta fitting me 8. Attractive decoration 
9. No sheet metal shop 9. Eliminates unsightly duct 





necessary work 


Numerous installations throughout a heating season 
have proved the ““RADIANTAIR” BASEBOARD SYSTEM. 

Can also be installed in basementless homes, crawl 
space or slab construction. Write for complete 
information— 







231 N. BREAD ST. 





atco PHILA. 6, PA. 
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(Continued from bottom of page 195) 
ing the truth when he said he was just asking 
questions. They had one for him, however, that 
he couldn’t answer: “Why don’t you work like 
our fathers instead of bothering people all day 
long?” 

Bay City suffered slightly, some time back, by 
the invasion of a building contractor whom the 
crime busters should have corraled and probably 
did because the local police force is one of the 
most efficient in the state. The builder did get a 
house or two up, however, and manage to sell 
them. In one, an interviewer found an old tub on 
legs that had been skillfully boarded ’round to 
look like a built-in, modern job. 

The farmers around Bay City, like their neigh- 
bors in town, have a mighty pride in their homes 
and outbuildings. And, like their neighbors in 
town, were friendly and interested in the survey. 
Bay City area farms are among the finest you'll 
find anywhere. They’re prosperous, thrifty, clean, 
productive—and many of the homes have kitchens 
and bathrooms that look like illustrations from 
a magazine. Many more are in the process of 
acquiring that look. 

The interviewers covering the farms had just 
one difficulty: every one wanted to feed them. 
Pale city complexions aroused the deep sympathy 
of these good people. 

The Bay City survey was anything but a cold 
fact and figure hunt. The facts and figures about 
homes can’t be cold—in Bay City or anywhere 
else. The business of helping home owners make 
their homes more comfortable, more efficient, 
more valuable, just plain more livable, can’t be 
cold either, and there’s no pun intended here 
for heating or air conditioning. 

The prize for the best question of the week must 

,go to the interviewer who, after a long-mileage, 
arch-aching day, asked: “How can this business 
of selling people plumbing, heating, air condition- 
ing, and appliances be so tough? It’s for their own 
good, ain’t it?” 








Your Jobs Become More 


Flexible with ApPo.to 
FLEXIBLE SUPPLIES 


This is true. For, as you apply 
APOLLO Flexible Supplies, you will 
find your jobs working out easier, fast- 
er and with less overhead. So, for the 
wise buy, stock up on APOLLO Sup- 
ply Lines, Fittings, Stops, Nipples and 
Escutcheons. It means MORE JOBS 
... MORE PROFIT TO YOU! 


APOLLO INDUSTRIES 


2831 JESSAMINE ST. e@ CINCINNATI 25, OHIO 
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Could You Survive and cut Your 
Volume 80% | 
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If you did not feature known brands in 
your establishment — your volume could 
actually go down that much! 

For nation-wide surveys show that your cus- 
tomers prefer manufacturers’ brands by 
eight to one! 

But that’s not all!... Branded names cut your 
selling costs in three ways: 

1 Self-service and self-selection are possible 
with brands—very difficult without them! 

2 It is easier to sell branded products, as 
advertising has already pre-sold them to the 
consumer. 








3 It is easier to promote—and tie in your 
own advertising with known brands, and 
this also gives your establishment prestige 
as a place to shop! 


The shortest cut you can make to increase 
your already closer profit margins is to 
feature and promote the names you can 
recommend with confidence ! 


Bound 7 


Goundaltion 


INCORPORATED 


A NON-PROFIT EDUCATIONAL FOUNDATION ¢ 37 WEST 57 STREET, NEW YORK 19, N.Y. 


















ATELY 


WATER HAMMER 


been tried 


through years of research. It is the 


Aqua-Cushion has tested and proven 
simplest and most 


efficient method of eliminating water hammer 


Patented “Aqua-Cushion is 
break 


in use with the utmost 


scientifically all-copper 
aolatiiatiai te, 


Thousands 


Nothing to down or go wrong 


satisfaction 


JOBBERS Write ‘for Price List and Discounts. Priced 


Right for Quick Sales. Counter Display to Help You Sell 


Mfg. Corp., Holtsville, L. 1., N.Y. 


APPEARANCE SELLS STEDCO 












IS THE UNDERCOVER STORY 
WRITE FOR COMPLETE DETAILS 
ON MOST EFFICIENT 
RADIATION YOU CAN BUY. 
KINGSTON, PENNA. 
WILKES BARRE, PENNA. 
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A COMPLETE 
LINE OF 
HEATING UNITS 







STEEL BOILER CO., INC. 


22nd and WASHINGTON AVENUE 
PHILADELPHIA 46, PENNA. 

















Again Available Wesco 
Solid Copper Tube Straps 


Made of solid copper with 
Tit in sizes 4” to 34”. ALL 
other sizes available without 
Tit. 





WESCO (Tit) Tube Straps SAVE TIME; 
CUT LABOR COSTS. The quick, easy 
“SNAP-ON” feature leaves hands free to 
line-up and nail. Use WESCO Hangers on 
your next installation. You'll be amazed 
at your INCREASED EFFICIENCY. 

*Ask Your Jobber for Wesco Hangers 
& Straps for Copper Tubing. 


WESCO MANUFACTURING CO. 


P. O. BOX 175 WELLSVILLE, OHIO 
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MADISON, NEW JERSEY 
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The ADVANTAGES of the NEW 


BALL UNIONS 


© Made of Steel © Metal-to-metal 
ground seat © Permits free angular 
movement of 22%4° in any direction. 
® Helpful for connecting mis-aligned 
pipes ® lieves excessive vibrations. 
Permits limited amount of expansion. 
Used for air, gas, liquid, steam. Guar- 
anteed leak proof. 

Available sizes 
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Space Is the Problem... 
(Continued from bottom of page 98) 

trance. Structural steel beams were framed into 
the building columns on each side of the entrance 
to provide support for the equipment. A metal 
lathe and plaster enclosure was provided to con- 
ceal the units and walkways required to permit 
servicing of the equipment. The enclosure also 
served as a plenum for the return air and outside 
air. And from each unit a main supply duct was 
extended down the ceiling of the store on each 
side of the escalator with branch ducts to serve 
the mezzanine. 

The location of the refrigeration equipment 
revealed that a central refrigeration plant to chill 
the water was to be preferred over a number of 
smaller refrigeration machines arranged for direct 
expansion. And the only possible locations for 
such equipment were in the basement and on the 
roof. 

The basement, while desirable from the stand- 
point of power wiring and nearness to mainte- 
nance personnel, could not be used because its 
use would mean giving up valuable merchandis- 
ing space. The roof also presented a problem 
becuase it was not known without a study 
whether or not the structure could support the 
40,000 lb centrifugal refrigeration machine, 
pumps, penthouse and 50,000 lb cooling water 
tower with supporting structural steel. All this 
had to be supported by four interior columns. 
The Question Was Settled 

Fortunately, however, it was discovered in 
checking the original plans of the structure that 
a water tank had formerly been located on the 
roof. This settled the question, and after a study 
of the loading on the columns and the footings, it 
was decided to locate the equipment in a pent- 
house on the roof. 

The capacity of the refrigeration system was 
370 tons with 840 gpm of water being cooled from 
5544 F to 45 F, and 1100 gpm of condenser water 
available from the cooling towar at 85 F. The 
centrifugal machine was driven by a 350 hp syn- 
chronous motor operating on 4160 volts, 3 phase, 
60 cycles. The motor controller of the semi- 
magnetic type was designed to limit the starting 
current input to 0.462 amperes in accordance with 
the public utility’s requirement. 

An automatic suction damper governed by a 
temperature control instrument of the recorded 
type with bulb immersed in leaving chilled water 
varies the refrigeration capacity to the load re- 
quirements. Also provided were a low limit ther- 
mostat arranged to shut down the machine in the 
event that the temperature of the water in the 
chiller falls too low, low refrigerant temperature 
outcut, high pressure cutout, oil pressure failure 

(Please turn to top of page 200) 
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NEW SUN-RAY 


SERIES “VS” 


VERTICAL FLAME 
BURNER 


The New 
Addition to the 
Great Sun-Ray 
“Shell’’ Head 
Burner Family 


1 — Burns less oil — 500° to 600° F. hotter flame. 
2 — No combustion chamber required. 

3 — No complicated hearth to build. 

4—No moving parts in combustion area. 

5 — Burns catalytic oil cleanly and completely. 


6 — Delivers heat directly to boiler sections or 
furnace heat exchangers. 


7 — Built-in delayed action oil brake. 


8 — Easy to install — requires less service. 


9 — Tops in consumer appeal. 


— — 
OIL BURNERS 








SUN-RAY BURNER MFG. CORP. 


139-28 Queens Boulevard 


Jamaica 2, N. Y. 
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HIGH pumping output isa notable 


feature of NEPTUNE PUMPS. These are pumps in 
which advanced engineering has “primed” each model 
to deliver rugged, long-life performance. Pumping 
capacity is high . . . and costs are unusually ow! 


The BRASS-MASTER (illustrated) 
is King of the Sump Pumps! 
Finely constructed of brass and 
bronze throughout. 


The VALU-MATIC is the nationally 
advertised, low-priced pump .. . 
sturdily constructed and finished 
in handsome green gloss enamel. 


The BRASS-O-MATIC, constructed 
of brass and bronze, achieves the 
happy combination of quality at 
a competitive price. 














NEW...for the LAUNDRY! 


This new NEPTUNE LAUNDRY 
TRAY PUMP offers a clean, sani- 
tary system for emptying laun- 
dry trays and automatic wash- 
ing machines located below 
sewer levels. Ideal for pumping 
waste water up to drainage 
lines when city sewerage is not 
available. 











Write for Detailed Literature 


NEPTUNE PUMP MFG. CO. 


4912 NORTH 6TH ST., PHILADELPHIA 20, PA. 


(Continued from bottom of page 199) 
switch and differential pressure switches actuated 
by the pressure drop in the chilled water circuit. 

One of the most interesting phases of the instal- 
lation was the rigging and hoisting required to 
get the refrigeration equipment upon the roof. 
The roof was approximately 90 ft above street 
level, and the heaviest parts of the machine, the 
chiller, compressor and condenser, weighed 11,- 
000, 7,500 and 5,800 lbs respectively. 

A truck crane with an 85 ft boom and a 15 ft 
jib barely managed to clear the roof. All the 
equipment was hoisted from the strect side of the 
building early one Sunday morning, with the local 
police detouring traffic for several hours until the 
hoisting operation was completed. Railroad beams, 
which required special shoring at the building 
columns and girders, formed a track upon which 
heavy rollers permitted the equipment to be 
pulled across the roof to the equipment pent- 
house. 

Interestingly enough, air conditioning led to 
modernization of the building exterior. In order 
to reduce the heat transmission for summer cool- 
ing as well as winter heating, thermopane glass 
was recommended. The original windows varied 
from 7% to 9 ft high, typical of the architecture 
at the turn of the century. 

Architectural consideration pointed to complete 
redesign of the exterior as the most practical way 
to satisfy the air conditioning requirements and 
tomodernize the building. A facing of polished 
manufactured granite gave the structure a “new” 
look. The wood sash was replaced with aluminum 
sash and thermopane glass was installed. The 
archaic terra cotta cornice was removed. The 
structure now presents a truly modern appear- 
ance, inside and out, and its cooling and heating 
system satisfy the most rigid of modern require- 
ments. 

(Hosler and Pierson, Fort Wayne, Indiana, 
were the air conditioning contractors for the job. 
H. G. Christman Company was general contrac- 
tor, and Colip Brothers were the electrical con- 
tractors.—Ed.) 





Heating a Schoolroom 
(Continued from bottom of page 99) 

was pointed out that there were fewer controls 
to service and maintain and that maintenance 
work (such as oiling, cleaning filters, etc.) is 
centralized. Other advantages which were cited 
include the location of outside air intakes well 
above the ground, the relative ease with which 
electrostatic air filters may be incorporated in 
the system, and the ease with which small spaces 
such as offices and vestibules may be ventilated. 
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Model 12 
Snap Action 


Thermostat 


FOR GAS STORAGE 
WATER HEATERS 
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HERE’S WHERE WATER HEATING SATISFACTION BEGINS 
25 Years of... 


panna 


...Unbroken Success, 


PRODUCT QUALITY and DEPENDABILITY 


The reason why American Control Customers prefer our SNAP 
ACTION THERMOSTAT for Water Heaters is purely this: product 
quality and dependability. Backed by engineers and craftsmen, the 
best possible material and workmanship goes into the making of 
this remarkable control unit . . . which, by the way, is scientifically 


designed and manufactured to act with snap action—instant and 


accurate response. You will find in the American Control SNAP 


ACTION THERMOSTAT a torture-tested, strong and long-lasting 


product that has considerably over a 


million users. And, over a million users 





WRITE FOR 
COMPLETE 
INFORMATION 


can’t be wrong. TODAY! 

















Carton ASSORTED 
PIPE NIPPLES 


SIZES 
Ye" through 2” 


Packed in Cartons 
of 25's or 100’s 


Fitlsburgh NIPPLE WORKS, Inc. 


1455 SPRING GARDEN AVE., PITTSBURGH 12, PA. 














Your Community Needs 


the SHERWOOD No. 86-A 


Combining the requirements of long-lasting efficiency 
with such modern features as quiet, smooth operation, an 
anti-syphon control guarding against the contamination of 
drinking water, plus an unfailing shut-off valve which con- 
serves on water—and you have the Ball Cock Your Com- 
munity Needs—the SHERWOOD Anti-Syphon No. 86-A. 


SHERWOOD BRASS WORKS @ 6331 £. JEFFERSON @ DETROIT 7 


Here’s a Christmas present 
that means years of comfort 
and convenience to a whole 
family! 

Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — now! For 
you, it means— extra Christ- 
mas profits this year. 


Goulds Pumps Inc. 
Seneca Falls, N.Y. 


GOULDS Balanced-Flow JET 
for Shallow Wells 


GOULDS Water Systems 
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GENERAL WIRE SPRING COMPANY ! 
906 Sarah St., Pittsburgh 3, Pa. 
YES! | want to PROFIT 


from your 


“HANDYLECTRIC" AUGER 


that cleans up to 
3” lines 


Please Send Details! 


( ( Wholesaler (] Contractor [J] Plumber ) 


Street Address 
Zone.... State 
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SITUATIONS OPEN 





WANTED 
Product and tool engineer. Excellent 
opportunity with pioneer manufactur- 
er of brass plumbing goods. Address 


reply or contact 
NATE COHN 


Dearborn Brass Company 


Cedar Rapids, owe 
Phone 3-3539 


WANTED IN FI JORIDA AREA SALES- 

man to sell cast copper pipe fittings 
and other plumbing items direct to 
plumbers only. Write for complete de- 
tails. Address Key 751-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois, 


SALESMEN WANTED — EXPERI- 
enced with following among plumb- 
ing and heating contractors and hard- 
ware retailers. Well-known New York 
distributor offers choice protected ter- 
ritories. House accounts turned over. 
Draw against commission to qualified 
man. Complete details first letter. Re- 
plies confidential, Address Key 724-D, 
“DOMESTIC ENGINEERING,” 1801 
Chicago 16, Illinois. 





Prairie Avenue, 


FACTORY REPRESENTATIVE 


Selling line of specia) tools to plumb- 
ing wholesalers. Salary plus all ex- 
penses, plus generous commission. A 
wonderful opportunity for a good 
hard-hitting specialty salesman to earn 
real money right away and, at the same 
time, get in on the ground floor witb 
a new but rapidly growing company. 
Products are new, without competition 
and have proven to have a ready ac- 
ceptance with the pipe trade. The job 
requires a lot of traveling and a good 
strong sell, but will really pay off to 
the right man. Address Key 760-D, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Avenue, Chicago 16, Hlinois. 


SALESMEN WANTED: — SALESMEN 

to handle a high grade line of plumb- 
er’s tubular brass, brass and rubber 
specialties. Good territories open—high 
commission rate. Full time or side line. 
Address Key 762-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Avenue, 
Chicago” 16, Minois. 


FAST GROWING 


Manufacturers’ Agents has openings for 
five aggressive salesmen to operate on a 
split-commission basis. Our lines con- 
sist of pottery, soil pipe, steel enamel- 
ware, steel cabinet nipples, seats, etc. 
Territories open: 


1—Upper New York state 
2—Philadelphia area and 
parts of New Jersey 
3—Pennsylvania state 
4—Maryland, Delaware, 
Washington, D. C. 
5—New England states 


Our present staff knows of this ad. 
Reply in detail. A personal interview 
will be arranged in your city at an 
early date. Address Key 681-D, “DO- 
MESTIC ENGINEERING,” 110 E. 
42nd Street, New York 17, N.Y. 














SITUATIONS OPEN 


REPRESENTATIVES WANTED 





SALESMEN SELLING DIRECT TO 
master plumbers to carry a complete 
line of traps—brass and rubber special- 
ties—high commiasions—-eil | territories 
—side line or time. ress Key 
762-D, “DOMESTIC ENGINEER NG,’ 
1801 Prairie Avenue, Chicago 16, [llinois. 


SALESMAN, EXPERIENCED IN 
plumbing and heating to call on trade. 
Traveling is extensive. Car and all ex- 
penses paid with good salary and op- 
portunity for advancement. Give full 
particulars. Address Key 739-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
TO. SEL “a PLUMBE RS 
brass and rubber goods for territories 
we sold for 28 years, and contacts 
maintained. Parts of Pennsylvania, New 


Jersey, Maryland. and District of Co- 
Jumbia, Contact QUAKER CITY SPE- 


CIALTY COMPANY, 3550 North 16th 
Street, Philadelphia 40, Pennsylvania. 


PLUMBING ING ENGI- 





SALESMEN 





AND HEATING 

neering salesman wanted to work for 
contractor in southeast United States. 
Compensation commensurate with abil- 
ity. Address Key 629-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16, Dlinois. 





SITUATIONS WANTED 





SALES PROMOTION, SALES 
engineering—plumbing or water-con- 
nected appliances. Thirty-eight, exten- 
sive experience disposers, dishwashers, 
ktchens, clothes washers, plumbing fix- 
tures. Knows trade. Presently Chic ago, 
but wil) re-locate. Address Key 753-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


LOOKING AHEAD—SALES EXECU- 


tive opportunity is desired by one 
who has come up the hard way. Excel- 


lent knowledge of the pipe, valves and 
fittings industry. Know most of the job- 
bing distributors from Maine, south, 
and enjoy rea) acceptance. Address Key 

769-D, “DOMESTIC MNGINEERING,” 
1801 Prairie Ave., Chicsyo 16, Tllinois. 


~ EXECUTIVE 


Experienced in all phases of domestic 
plumbing and heating. Have specialized 
in sales, estimating and installation of 
both remodeling and new work, of heat- 
ing, plumbing and custom kitchens. 
Have also had wide experience in buy- 
ing, advertising and selling in DTU 
field. Am 37 years old. Will consider 
position of responsibility with growing 
firm. Available February, 1953. Mini- 
mum salary $10,000 per year. Address 
Key 767-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


SALES, 








MANAGER 

Of million dollar Midwest plumbing 
and heating department wants position 
with wholesaler or manufacturer with 
increased responsibility and income. 
Am 42 years and have 23 years experi- 
ence in all phases of jobbing industry. 
Present income $15,000. Can move 
within 30 days to any location. Address 
Key 766-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 


FOR ADDITIONAL CLASSIFIED ADVERTISEMENTS SEE PAGES 204 AND 206 


NEW YORK IMPORT FIRM EXCLU- 

sive sellers for important European 
manufacturers seeks qualified repre- 
sentatives with warehouse facilities for 
the states of Missouri, Kansas, Arkan- 
sas and Oklahoma, for the sale of var- 
ious plumbing items, like brass nozzles, 
gate valves, bibb cocks and chrome- 
plated center sets:—state details of 
past experience, personal qualifications, 
length of time 2 the territory and 
references ess Key 743-D, “DO.- 
MESTIC WNGINEERING: * 1801 Prairie 
Avenue, Chicago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 
tive — manufactuer of nationally 


distributed plumbing specialties invites 
correspondence with experienced rep- 
resentatives for open territory in Ken- 
tucky, Louisiana, Mississippi, Kansas. 
State lines now handled and length of 
time in territory. Address Key 747-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Avenue, Chicago 16, Illinois. 


SALES REPRESENTATIVES IN ALL 

territories, for line of patented de- 
Sign baseboard radiation with %” cop- 
per tube finned core. State full details, 


territory covered, present lines, person- 
nel, Prefer men with heating layout 


experience and selling through whole- 
sale channels, Address Key 742-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Avenue, Chicago 16 Tlinois, 








SOME CHOICE AREAS OPEN FOR 
top = of flexible supplies. Address 

Key 750-D, “DOMESTIC ENGINEER- 

1 aoe Prairie Avenue, Chicago 16, 
nois. 





AGGRESSIVE REPRESENTATION 
wanted. Manufacturer of established 
line of automatic gas and electric stor- 
age type water heaters has territories 
pen for aggressive representation. 
Flexibility of operation covers all types 
of trade. In writing give detailed par- 
ticulars of territory covered and non- 
conflicting lines. Address Key 754-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Avenue, Chicago 16, Illinois. 





PLUMBING AND HEATING SPECIAL- 

ty concern, long established, desires 
a man for Canada, and one for upper 
New York state, selling jobbers only. 
Address Key 759- D, “DOMESTIC EN- 
GINEERING,” 1801 Avenue, 
Chieago 16, Illinois. 


Prairie 





MANUFACTURER OF FAST-GROWING 
line of wood kitchen cabinets seeks 
profit-minded representative. Custom- 
styled cabinets feature low price; fin- 
ishes in natural birch and four decora- 
tor colors. Representative must be top- 
flight, i eae man, and take this 
line as his major line. Address Key 
756-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Avenue, Chicago 16, Illi- 


nois, 





MANUFACTURER OF AIR SETTING 

high-temperature cement wants man- 
ufacturers’ agents and salesmen to sell 
industrial power plants and utilities 
Low prices—high commissions—estab- 
lished 1929. Philadelphia, Pennsylvania 
firm. Address Key 770-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


WANTED: MANUFACTURERS’ AGENT 
for line of plumbers’ rough brass 
goods. Open territory in Midwestern 
and Southern states. Address Key 768- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
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The Modern Boiler... 


Utica Boilers and Radiators are idea) 
for modernization work. They are 


readily available, easy to install, and 


ANTED 
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=a 1 "X" BOILER LIQUID 


Since 1916 the Industry’s out- 











nicago 16, 

ee “a P standing product for repairing 
mulieton VLA leaks in high and low pressure (INSULATED) 
tric stor- Lae - i steam boilers and hot water WILL PREVENT GALVANIC AC- 
erritories 4 : heating systems. “X” is a col- TION AND ELECTROLYTIC DECOM- 
all types , PAK. : a - 
aoe ue ef i ids, Its repair is lasting and AGE TANKS, FITTINGS, ETC., 


WHEN CONNECTED TO COPPER 
PLUMBING. 


certain because it is made from 
the outside in, through the 
ei : A metal line of the boiler and will 
PECIAL- 4 not break down due to expan- 
|, desires , . . 
i. 2 oe sion or contraction. 


WRITE FOR DETAILS 
OR SEE YOUR JOBBER TODAY 
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Ask for Catalog No 451 


GATEWAY COMPANY of Ohio 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 





LEADING MANUFACTURER OF 
ASME-approved gas and oil fired 
boilers, convectors and baseboard re- 
quires representation in the following 
states: Illinois, Wisconsin, Minnesota, 
Michigan Upper Peninsula and North- 
ern Ohio. Representatives selected must 
have following with heating jobbers, 
dealers and architects. Very liberal 
sales commissions. Address Key 755-D, 
“DOMESTIC ENG INEERING,” 1801 
Prairie Avenue, Chicago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 

tives, with warehouse facilities pre- 
ferred. Well-rated large manufacturer. 
Complete line of steel and copper con- 
vector radiation. Competitively priced 
for wholesale jobbers. Exclusive ter- 
ritories protected. Write full details 
first letter. All replies confidential. 
Address Key 668-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois, 





HERE'S A WINNER FOR MANUFAC- 

turers’ representatives. A new chem- 
jecal formula, laboratory proved, that 
liquefies sewage solids in septic tanks, 
cesspools, ete. Avoids clogging, back- 
ups, filling, odors, pumping out. Simple 
to use. Positive in action. Address Key 
761-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Avenue, Chicago 16, Illi- 
nois. 


EXCLUSIVE PROTECTED TERRITO- 

ries open on nationally advertised 
plumbers’ special packing to agents 
calling on plumbing supply houses. 
Unique demonstration sells 8 out of 10 
on first call. Excellent for opening new 
accounts and high volume repeat busi- 
ness. Address Key 722-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 





SALES REPRESENTATIVES WANTED: 

Michigan, Minnesota, Missouri, Ohio, 
and some other good exclusive terri- 
tories available. Must be capable of 
selling our service to heating, air con- 
ditioning, and refrigeration trades. Also 
to national users of heating and re- 
frigeration equipment. Long-established 
midwestern firm. Repeat orders, com- 
mission basis. Very profitable for man 
able to handle this since it is a service 
to the trade very much in demand to- 
day. Address Key 554-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 





MANUFACTURERS’ REPRESENTA- 

tives, with warehouse facilities pre- 
ferred. Well-rated large manufacturer, 
Complete line of steel and copper con- 
vector radiation. Competitively priced 
for wholesale jobbers. Exclusive ter- 
ritories protected. Write full details 
first letter. All replies confidential. 
Address Key 668-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


LONG-ESTABLISHED MANUFACTUR- 

er of complete quality line of water 
heaters and accessories requires estab- 
lished manufacturers representatives to 
give thorough coverage among whole- 
sale plumbing and heating jobbers in 
the following states: Alabama, Missis- 
sippi, Tennessee, Virginia, Michigan, 
Iowa, Nebraska, Missouri, Montana, 
Idaho, Oregon, and Washington. Ad- 
dress Key 757-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Avenue, Chi- 
cago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED ADVERTISEMENTS SEE PAGES 





MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive territo- 
ries open. Write full details in confi- 
dence. Box DE 182, 221 West 41st Street, 
New York, N. Y. 


LINES WANTED 








PAUL ATCHISON 
SALES COMPANY 


777 Stanford Avenue, Los Angeles 21 
607 Market Street, San Francisco 5, 
California 


Lines for plumbing, hardware and _ industrial 
jobbers, only. Especially interested toilet seats 
and plumbing fixtures. Perfect coverage in 
California and Arizona for past twenty years. 


REPUTABLE MANUFACTURERS’ 

agent calling on plumbing supply 
jobbers desires good additional line. 
Active coverage eastern Pennsylvania, 
Delaware, New Jersey, Baltimore, 
Washington. Address Key 741-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





SALES REPRESENTATIVES. 


Covering New York and New Jersey 
jobbers. Employing six salesmen. Have 
warehouse. Long established. Well 
rated Dun and Bradstreet’s. Open for 
one additional line. Address Key 752-D, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Avenue, Chicago 16, Illinois. 


MANUFACTURER'S REPRESENTA- 

tive with established trade, covering 
upstate New York calling on plumbing 
supply jobbers, wants one or two addi- 
tional lines. Address ,Key 749-D “DO- 
MESTIC ENGINEE RING,” 1801 Prairie 
Avenue, Chicago 16, Illinois. 





MANU FACTU RERS’ " REPRESENTA- 

tive and distributing concern, estab- 
lished 1922, covering New England 
States, desires a few more lines of 
merit. Lines must be competitive and 
of quality. We enjoy a good reputation 
among plumbing and heating jobbers 
as well as gas trade. Have master 
Plumber in our organization who un- 
derstands all phases of plumbing in- 
stallations. Office, showroom, and ware- 
house maintai:ed in Boston, Massa- 
chusetts area. . ddress Key 738-D, “DO- 
MESTIC ENGLSEERING,” 1801 Prairie 
Avenue, Chicago 16, Illinois. 





WANTED 


Tubular manufacturer. Capable taking 
care of good accounts month in and 
out. Territory central Illinois, Mis- 
souri, eastern Kansas. Address Key 
736-D, ‘‘DOMESTIC ENGINEER- 
ING,” 1801 Prairie Avenue, Chicago 
16, Illinois. 


MANUFACTURERS’ REPRESENTA- 
tives, 15 years established in Michi- 
gan and Ohio, covering plumbing sup- 
ply jobbers, would like additional lines 
of copper tubing and soil pipe. Excel- 
lent references. Address Key 744-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Avenue, Chic ago 16, Illinois. 








WANTED: PLUMBING OR HEATING 
line, by alert, wide-awake sales or- 
ganization enjoying A-1 rating among 
the jobbers and dealers. Chicago, Illi- 
nois, Indiana and Wisconsin. Address 
< 619-D, “DOMESTIC ENGINEER- 
1801 Prairie Ave., Chicago 16, 
Illinois. 


OLD ESTABLISHED FIRM 


highly recommends their New York agents to 
manufacturers requiring extensive coverage of 
who'esalers in this area. Curtailment of our 
production puts them in a position to take on 
another line, and as they have done a wonder- 
ful job in building up our sales, we heartily 
recommend them to others. Address Key 741-D, 
“DOMESTIC ENGINEERING,” 1801 Prairie 
Ave. aS Chicago 16, Illinois. 








R. P. WILEY 
616 West 26th 
Kansas City 8, Mo. 
Selling jobbers throughout Iowa, Ne- 


braska, Kansas, Oklahoma, western 
Missouri. Warehouse service available. 





THE SCHUTZE SALES CO 
1999 North Snelling Ave. 
St. Paul 8, Minnesota 


Manufacturers’ Agency Selling 
Important Mid-Northwest Jobbers 





M. L. QUEEN 
410 N. Poplar Street 
Dexter, Missouri 


Established with plumbing jobbers in 
the states of Missouri, Arkansas and 
Louisiana, giving prompt coverage to 
manufacturers represented. 





MANUFACTURERS’ REPRESENTA- 

tive established in the state of Flor- 
ida, calling on all plumbing and heat- 
ing jobbers, desires a few more lines to 
promote. Located at St. Petersburg, 
Florida. Address Key 620-D,. “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





Intensive Selling in 
THE HEART OF THE SOUTH 


Tennessee Arkansas 
Alabama Mississippi 
Louisiana 


Here is your opportunity to get top-notch 
representation in this rapidly-developing market. 
Highly regarded firm of manufacturers’ repre- 
sentatives in business since 1913. Concentrating 
on a few strong lines. Southerners who know 
the South. Address Key 746-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Avenue, Chicago 
16, Illinois. 





AVAILABLE — WAREHOUSING FA 

cilities and representation in Phila 
delphia and 60-mile surrounding area 
Address Key 740-D, “DOMESTIC EN 
GINEERING,” 1801 Prairie Avenue 
Chicago 16, Illinois. 
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“Every dollar 
--double duty...” 


HARVEY S. FIRESTONE, JR. 


Chairman, The Firestone Tire and Rubber Company 


“Every dollar invested in U.S. Defense Bonds does double duty. Through 
the Payroll Savings Plan we help in the building of national defense 
and, at the same time, provide for personal security in the years to come. 
The Firestone organization is proud that more than 29,000 of our 
employees are participating in the Payroll Savings Plan.” 


Do America’s wage earners appreciate that double duty 
feature of Defense Bonds? Let’s take a quick look at 
a few figures: 

* 7,500,000 employed men and women are investing 
one hundred and fifty million dollars per month in 
Defense Bonds through the Payroll Savings Plan. 

¢ The number of Payroll Savers is going up steadily. 

¢ In the first six months of this year, sales of Series E 
$25 and $50 Bonds—the payroll savers’ sizes—totaled 
33,946,000 pieces—an increase of 22% over the cor- 
responding period of 1951. 

¢ Sales of E Bonds in January-June, 1952 totaled $1,715 
million—5% more than in the same period of 1951. 
(The Payroll Savings Plan is the backbone of E 
Bond sales.) 

¢ Today Americans hold a cash value of more than $49 
billion in Savings Bonds. Their holdings of E Bonds 


—the Series bought by Payroll Savers—are now $35 
billion—$5 billion greater ihan at the end of the war. 


What are you doing to help your employees build for 
national defense and personal security ? 

If you have a Payroll Savings Plan, and participation 
is less than 50%, conduct a person-to-person canvass of 
employees of your plants and offices. Make sure that a 
Payroll Application Blank is placed in the hands of 
every employee. He or she will do the rest. Participa- 
tion in your Plan will jump to 60%, 70% —even higher, 
as it has in hundreds and hundreds of plants that have 
conducted similar canvasses. 


If you do not have the Payroll Savings Plan, phone, 
wire or write to Savings Bond Division, U.S. Treasury 
Department, Suite 700, Washington Building, Washing- 
ton, D. C. Your State Director will help you to install 
the Plan—or to conduct a person-to-person canvass, 


The U. S. Government does not pay for this advertising. The Treasury De- 
partment thanks, for their patriotic donation, the Advertising Council and 
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BUSINESS OPPORTUNITIES 








West Virginia & Virginia 
CLARKE SALES COMPANY 


Plumbing and Heating Fixtures and 
Supplies 


Representing the Manufacturers 
1210 Grant Street, Charleston, W. Va. 





THE PROBLEM 


You manufacture quality products for 
distribution through plumbing and 
heating Wholesalers. Your coverage 
in New York, New Jersey, and Con- 
necticut (the most fertile market in 
the country) is weak or non-existent. 
You have more raw material than 
orders. You need volume sales. 


THE SOLUTION 


Engage us on a strictly commission 
basis. Our record of 30 successful 
years as manufacturers’ representa- 
tives speaks for itself. We know the 
market, cover it intensively, and give 
our principals a steady flow of orders. 
We maintain a local warehouse. Let’s 
get acquainted. Write and tell us 
your story—we’'ll be glad to tell you 
ours. Address Key 638-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





LINES WANTED 


Missouri, east Kansas, central south- 
ern Illinois. Inquiries on lines to sell 
invited. Well-established agency. Ad- 
dress Key 730-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Avenue, 
Chicago 16, Illinois. 





ESTABLISHED 


engineering corporation has openings in manu- 
facturers’ representative division for air — 
ditioning, enameled steel, cast iron, china, brass 
and plumbing specialties for Texas, jo 
Arkansas, Louisiana, New Mexico, and Kansas. 
Must be top lines as we travel 5 men. Address 
Key 641-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





TOPS IN REPRESENTATION WITH 

million-dollar good will among le- 
gitimate wholesalers on BHastern Sea- 
board. Seeking only first class lines. 
Now working Maryland, District of 
Columbia, Virginia. Immediate results. 
Address Key 691-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, lllinois. 





ACTION 
COVERAGE—PROMOTION 


Covering all plumbing and heating jobbers in 
Pennsylvania, New Jersey, ware, Mary- 
Jand, Washington, Virginia and West Virginia. 
COBIN and SAXON 
1352 Hellerman Street 
Philadelphia 11, Pa. 





CHICAGO 


and 200-mile area. Manufacturers’ rep- 
resentatives with extensive following 
among plumbing and heating jobbers 
seeks one more substantial line. Ex- 
panding our sales force to get complete 
coverage. Our name sells any product 
to the trade. Address Key 758-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Avenue, Chicago 16, Illinois. 





WANTED 
Two Non-Conflicting Lines 

of manufacturers of plumbing, heating 
and hardware products who need in- 
tensive personal coverage in the Chi- 
cago area and 200-mile radius. Ware- 
house facilities available. Address Key 
763-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Avenue, Chicago 
16, Illinois. 


MANUFACTURERS’ REPRESENTA- 

tives covering New York, New Jersey 
calling on plumbing and heating supply 
jobbers wants two additional lines. Ad- 
dress Key 735-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Avenue, Chi- 
cago 16, Illinois. 


WELL ESTABLISHED SALES AGEN- 
cy, rated tops in volume sales, would 
like additional lines for wholesale 
plumbers supply trade in Michigan. 
Maintaining Detroit warehouse. Excel- 
lent references. Address Key 745-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Avenue, Chicago 16, Illinois. 








BUSINESS OPPORTUNITIES—EXCEL- 
lent new assembler-distributor set-up 

for major jet pump outlets. Old estab- 

lished line. Good credit risks only con- 

sidered. No investment required. Address 

Key 748-D, “DOMESTIC ENGINEER- 

ING, — Prairie Avenue, Chicago 16, 
nois 


PARTNER WANTED IN WHOLESALE 

and retail plumbing and heating sup- 
ply house, in fast-growing town in New 
Mexico, must know plumbing business, 
excellent location, good purchasing 
connections, too much business for one 
man. Must be sober and willing to 
work. $20,000 will handle this deal. 
Address Key 706-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 








FOR SALE 





WELL-KNOWN MAKE OIL BURNER, 

water softener, all automatic con- 
trols, piping and approximately 55 
steam radiators. Also, 30 HP air con- 
ditioner and all controls. Vertical 32 
HP Boiler. SUNSEAL LABORATORIES, 
INC. Starke, Florida. 





PLUMBING BUSINESS 


Established 26 years. With or without 
Best location in Chicago.” 
Address Key 686-D, “DOMESTIC EN- — 
GINEERING,” 1801 Prairie Avenue, 


building. 


Chicago 16, Illinois. 


WANTED TO BUY 








LINES TO HANDLE 





WANTED: A DISTRIBUTOR OR MAN- 

ufacturer interésted in a patented 
toilet dispenser. A measured quantity 
of liquid cleans, deodorizes and disin- 
fects every time toilet is flushed. Ad- 
dress Key 764-D, “DOMESTIC ENGI- 
NEERING.” 1801 Prairie Avenue, Chi- 
eago 16, Illinois. 


SEWER DOCTOR 


A positive back-water plug with garden 
hose flush feature. Proving popular 
with plumbers and hardware mer- 
chants. Choice territories open to rep- 
resentatives calling on plumbing and 
hardware trade. PLAST-AD MFG. 
CO., 319 Hydraulic Avenue, South 
Bend 22, Indiana. 








DISTRIBUTORS WANTED: REPUTA- 

ble manufacturer of complete line of 
automatic gas, electric, and stonelined 
storage-type water heaters, desires ag- 
gressive distributors. Only those inter- 
ested in a quality engineered, nation- 
ally- ke line need reply. Address 
Key 765 ‘DOMESTIC ENGINEER- 
ING,” ts0t \praiele Ave., Chicago 16, Ill. 





PLUMBING SUPPLY SALESMEN AL- 
ready covering Southern Central 
States calling on jobbers and able to 
take on a few additional lines. Write 
full details. J. A. MURPHY CO., 550 W. 
Rooseveit Road, Chicago 7, Illinois. 


FOR ADDITIONAL CLASSIFIED ADVERTISEMENTS SEE PAGES 202 AND 204 


SURPLUS GAS - OIL PARTS, CON- 

trols, etce., bought. One- or a 1000- 
piece lots. Please enclose prices. CITY 
GAS Hodges Se 1069 East 15th Street, 
Brooklyn, N. 





MISCELLANEOUS 








How To 


WIPE PERFECT JOINTS 


on lead pipe and connections 
A post card for complete valuable 


instructions 


Geo. E. Williams Co. 


3035 Aldrich Ave., So. 
Minneapolis 8, Minn. 
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OUT ON THE JOB... 
IN THE SHOP... 


Le | 

speed work, 
cut costs 
with 


Kalamazoo model 610 


METAL CUTTING BAND SAW 


Popular with electrical, plumbing and heating con- 
tractors because it’s easy to put on a truck and take to 
the job, easy to move around in the shop. Cuts 6” rounds, 
6” x 10” flat. Get the details and you, too, will get the 


Kalamazoo 610. Write today. 
MACHINE TOOL DIVISION 


Kalamazoo TANK and SILO CO. 


1213 HARRISON ST., KALAMAZOO, MICHIGAN 





=FASTEST 
=SELLING 
POPULAR 


aa 
SUPERIOR 
SHOWER CO. 


e 

ed finishes 

NATIONALLY ADVERT 

* Long Island City 1, N. Y 
RA 9-0676 


47-05 Fifth St 
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miller 
MODEL 44 


[Wome \ (om 380) 3:1 


Built like the large MILLER industrial 
welders . . . the same arc flexibility that 
makes MILLER A.C. welders the leader 
in the field. Continuous current adjust- 
ment is available by the crank on top 
of welder .. . two welding current 
ranges .. . power supply either 110 or 
220 volt 50/60 A.C. current. Easily 
moved, 


Write now for complete information 
...and name of your nearest MILLER 
distributor. 


emi ler ELECTRIC MANUFACTURING CO 


SINCE 1929 APPLETON WISCONSIN 

















HOTEL 


TULLER 


First thing to do in Detroit is check in at 
Hotel Tuller! You'll enjoy every minute. Newly 
modernized. Beaufifully decorated. Within 
walking distance of all downtown stores, the- 
atres and business activities . . . yet, you en- 
joy the evergreen atmosphere of Grand Circus 
Park . . . The Tuller Coffee Shop or Cafeteria 
for excellent food modestly priced. 


800 ROOMS $ 3 50 


WITH BATH FROM 





Cocktail 
Lounge 
ONE OF 
DETROIT'S 


DETROIT 


| ™ Harry E. Paulsen, 


General Manager 








NO OTHER 


COMMERCIAL OR RESID 


sO 


NTIAL 


BASEBOARD 
APPROACHES IT 4:4 | Ea 
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— ~ * Wanu acturers~ 5 
OF | 


4.6 SQ. FT. EDR 


PER. LINEAL FT. 


AT % 


BAYCE-HEET 


SELLS FOR LESS 
Costs Less to Install e Saves Fuel ¢ Better Looking 
No Measuring Necessary 
- Write for our 1.B.R. Catalog Ratings 
in Bulletin 400-ID 


BROWN PRODUCTS COMPANY 
FOREST HILLS, NEW YORK 





e 

Vind vive siiiie 

This year be prepared to solve 
frozen water pipe problems. The 
Trindl Therm-O-Tron pipe thawer 
wt safely thaw copper and lead 
tubing ur standard water pipe lines 
in a matter of minutes. With 
Therm-O-Tron, there is no open 
flame. The Therm-O-Tron does 
the job thoroughly by electronics 
without digging into frozen ground 
or tearing out of walls. This is a 
device, tried and tested over the 
Nation and proved superior in op- 
eration and economy. Shipped 
complete including two 20 foot 
cables, pipe clamps, and operating 
instructions. 

ONLY $94.50 


f.o.b. factory 


Write, wire, phone 
Dept. PT-4 for partic- 
ulars and your nearest 
jobber. 


TRINDL PRODUCTS, 


The Trind! Therm-O-Tron was en- 
gineered and designed by one of 
the world’s leading manufacturers 
of electric arc welding equipment. 
In addition to effectively thawing 
pipe lines it is also perfect for 
brazing and sweating cracked or 
new pipe. The Therm-O-Tron is 
being used all over the country by 
farmers, ranchers, maintenance men, 
and plumbers in hospitals, factor- 
ies, resorts, hotels, and institutions. 
Don’t YOU get caught with your 
pines down this year. 


LTD. 


17 East 23rd St. 
Chicago 16, Ill. 
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GEN UWIINS 
— BaURNIES 


PIPE CUTTING 
TOOLS 


Extend Best Wishes 
to Their Customers for 


A Merry CZotelns 
wail a Very P. rosperous 
Fits Year 


, The 
BARNES TOOL CO. INC. 


NEW HAVEN, CONN. 























PLUMBING SPECIALTIES 





GRAY IRON CASTINGS 
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Series No. 400 


Cast Iron Drainage Fittings 


All types made in straight and standard reduced sizes, 
from 1%” to 2”. Large stocks are carried for prompt 
shipment of orders. 


Write for Gur Catalog Illus- 
trating Fittings and Specialties 


Tie WILMINGTON CASTING Co. 


i cr On, men. me) 
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Kainer & Co 

Kalamazoo Tank and Silo Co 

Kam Water Heater Mfg. Co., Inc. 

Keeney Mfg. Co., The 

Kenite Laboratory 

Kennecott Copper Corp., Chase Brass & Copper Co. 
Subsidiary 

Kennedy Valve Mfg. Co., The 

Kewanee-Ross Corp., Div. American Radiator & 
Standard Sanitary Corp 

Keystone Brass Works 
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Koven & Bro., Inc., L. O 

Lake Chemical Co 

Lavin and Sons, Inc., R 

Leonard Valve Co 

Lewin-Mathes Co. 

Lowell Wrench Co 

BOF or ae ges Perr reer 

Mason-Worcester Co., Worcester Brush and 
Scraper Co., Div 

McDonnell & Miller, Inc 

Meredith Publishing Co 

Metalbestos Div., William Wallace Co 

Metals & Controls Corp., Spencer Thermostat Div.... 

UL ee errr 207 

Milwaukee Valve Co 

Modine Mfg. 

Moran Flexible Joint Co 

Mt. Hawley Mfg. Co 

Murray Mfg. Co., D. J 
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National Electrical Manufacturers Assn 

National Supply Co., The, Spang-Chalfant Div 

Nelson Div., Herman, American Air Filter Co., 
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Neptune Pump Mfg. Co 

Nicholson & Co., W. H. 
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Ohio Foundry & Mfg. Co., The 
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Pacific Fittings Div., General Metals Corp 

Patco 

Patrol Valve Co., 

Peerless Industries, Inc 

Peerless Mfg. Corp 

— Pump Div. Food Machinery & Chemical 

orp. 
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Pittsburgh Nipple Works, Inc 
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Price-Pfister Brass Mfg. Co. 

Price & Rutzebeck Distributing Co 
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Wire Heater Brushes 
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LEONARD 


Vhttmsilalie 


WATER MIXING VALVES 


The Standard 






7 Wee e,:C SHOWER MIXING 
ma oe VALVES 


For accurate control of showers, sitz 
baths, X-ray sinks, arm and leg baths, 
in fact wherever water temperature is 
to be controlled, there is a LEONARD 
VALVE “Designed for the Installation.” 





Write for Catalog H 







Complete Line of | Condensed. 
Plumbers Tubular Brass Representatives in Principal Cities. 
CS&BCo 
mczorg «=C THE CONNECTICUT STAMPING & BENDING CO. LEONARD VALVE COMPANY 
company] pie) eestace oe 1360 Elmwood Avenue, Cranston/7, R. I. 










Assure Year ‘Round Qutside Water with 


WOODFORD FREEZELESS 
WALL HYDRANTS 


STYLE 12 FEATURES 


: | 2° Easy to install through 1” 
’ < ths ee i hole without taking apart. 
. Quick opening and closing 

valve, 


Boiler [ube Cleaners 










Specified. The lever a Convenient Lever Handle 

wheel handies are inter- Easy to operate or at- 

changeable. tach hose’ without hurting 
hand. 


@ Outside handle oper- 
ates valve inside build- 


ing. 


e Wall pipe drains out 
after each closing so it 
cannot freeze. 


e Can be used in freezing 
temperature without 


going into basement to 
shut off and drain out- ro a 


= STYLE 9 
side water outlets. 










ae 


WORCESTER BRUSH 0 SCRAPER CO. 


/ Contact your wholesaler or write . 


WOODFORD HYDRANT Co. 


DES MOINES 17, (IOWA 


Manufacturers of the lowa Freereless Ground Hydrant 


/ 
/), LALOR OF 


MASON-WORCESTER CO. 
WORCESTER, MASS. 
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Ompare Mince 


with any other Valve on the Market! 
Time has tested the Dependability of 


ifs Thermostatic Element! 
lf is ... AGA. LISTED 


... COMPUTED TO HAVE MAXIMUM HOURLY 
IMPUT of 850,000 6.T.U. 


.. THERMOSTATIC ELEMENT always out of water 


except when discharging 


.. EASILY TAKEN APART for inspection 
.. EASILY CLEANED without disturbing temperature 


or pressure relief 
.. Available in male 12” 34” and 1” 
Female drain 1” in all cases 

















No. 25 

SELF-CLOSING 
TEMPERATU-E 
AND PRESSURE 
RELIEF VALVE 


ae Cadwell 


Adjustable Poppet roe ae No. 35 
Type Pressure Y,” 1.P.S. 


RIGHT: Relief Valve Listed A.G.A. Pressure Relief Valve. 
7 Diaphragm-operated. 


adwell eR 
Listed A.G.A. 
No. 25E 
Same as No. 25 i 
; Types No. 75, 105 and 35 can be 
Plus Extension furnished with fusible plug for tem- 


perature relief. (Not self-closing on 
temperature relief). 





ha , | | 
BEATON & CADWELL MFG. CO. Vu /ritecin, Conn. 
OB, PER. GEN, 





ember, 1952 . : 





1 





35 can be 
ig for tem- 
-closing on 








a> 


“A i 
On. ae 





